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JIF\IAL" the size hole you want and get it right down to the 1/1000 of 
an inch with an IRWIN MICRO-DIAL Expansive Bit. MICRO-DIAL'S 
new and tested micrometer dial construction is fool-proof and gives your 
customers accurate, precision wood-boring in all kinds of timber. Further- 
more, MICRO-DIAL is mechanically interesting and eye-appealing to your 
customers — a sales feature that will help you sell them in volume. 


MICRO.-DIAL Bits are made in two sizes — Small size bores 5" to 134" — 
Large size bores 7/" to 3". Available in both IRWIN and BLUWIN grades. 
Each bit is individually packed in a cellophane window display box. 


Special Introductory Display Offer 


ABOVE: Back view showing As a special inducement to dealers we have prepared a very 
screw clamp feature and attractive card for counters and windows. Each card has a die- 
te while cut slot that will display one MICRO-DIAL Bit. This sure-fire 


mine depth of hole while 


ne selling help is FREE with each of the IRWIN and BLUWIN offers 


LEFT: Full view of IRWIN descri w. 
HI-LITE MICRO-DIAL bit —_ ibed belo 
with red protective cutting 


head feature. THE IRWIN AUGER BIT CO., WILMINGTON, O., U.S.A. 


MICRO-DIAL made in two 
i - = = bores 
" to 1%4"" — large size 
th" to 3" — Carried in Order One or More of These Special Introduc- 
open stock in IRWIN and 
BLUWIN grades, tory Offers from Your Jobber Today! 








A COMPLETE SET 
OF AUGER BITS 1 ONE 
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News! Flexible Flyer #44 
equipped with stream- 
lined running lights! The 
sweetest-looking sled you 
ever offered your custom- 
ers. Super-steering! Air- 
line runners! A beautiful 
job that will iead sales up 


An Outstanding SKI LINE 


with Flexible Flyer Quality and Name 
NEE SE EERO AEE OIL! ME SES 


Six grades Hickory Skis—all Ridge Top. 
Matched for weight, color, grain, camber and 
flexibility. Designed from experience. Diagonal 
stripes identify grades and rights and lefts... 
2 grades Pine Skis including a juvenile four foot 
Flexible Flyer, lacquered a snappy red. 

The makers of Flexible Flyer Skis are also 


U. S. licensees for making Splitkein Laminated 
Skis — the largest-selling ski all over Europe. 





S. tL. ALLEN & CO., Inc., 5th St. at Glenwood Ave., Phila., Pa. 


SLEDS and SKIS 


), Publication officer, Chestnut and 56th Sts., 
Entered as second-class matter, March 24, 1939, at the Post Offiee at Philadelphia under the 


Hordware Age, published every other Thursday by Chilton Co. (Ine 
t0th St.. New York, N j 
Single copies 15¢ cach 





Vol 144, No. 6 


£1.00 per year 


A Sled with RUNNING LIGHTS 
.. . Celebrating 50th Anniversary of Flexible Flyer 





Flexible Flyer 
SKI BINDINGS 





Quick! Safe! Convenient! Flexi- 
ble Flyer Streamlined Bindings. 
Attached in half the usual time. 


Adjusted easily and positively. 


Philadelphia, Pa 
ict of March 2 


















FLEXY RACER 


Children enjoy the fun of sledding 
all year ‘round with this Flexy Racer 
—a real Flexible Flyer on wheels. 
Streamlined. Fast! Safe! Instant 
—- Positivetwo-wheel brakes 

. rubber tires . . . double ball- 
bearings in each wheel... spring 
steel bumper. 





(Printed in 1 


Editorial and Executive offices, 239 West 
}, 1875 8 1.) 























NOW is the time to 


r = A ; U RE MODEL YR YALE DOOR CLOSER 
) There are other models and sizes 


for all types and locations of doors. 








~YALE- 
DOOR CLOSERS, 


For Comfort 
and 


Fuel Economy 


HE APPROACH of cold weather reminds people that they need to 
Ties doors closed—to keep the heat in and the cold out. YALE 
Door Closers do this. They make living more comfortable. They pay 
for themselves by savings on heating costs. 


Every store, restaurant, bank, office building, hospital, and residence 
in your community—wherever doors are uncontrolled—is a prospect 
for sales of YALE Door Closers. A little effort on your part will turn 
these prospects into customers. 


Merchants, building managers and home owners look to the hard- 
ware dealer for YALE Door Control. Be ready to supply the Fall de- 
mand. Help to increase the demand by displaying YALE Door Closers 
in your window as a reminder. Recommend comfort-giving, money- 
saving YALE Door Closers to your customers. You'll find it profitable! 


Your jobber can supply you promptly—if not, write direct to us. 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. 
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@ There’s a lot of meaning for hard- 
ware customers and dealers in those 
six words —‘‘We stock the full Upson 
line.” 

First — they mean a COMPLETE 
line of headed and threaded products. 
When you stock the Upson line, you 
are ready to supply your customers 
with the bolts and nuts they need. 
You won’t lose sales for want of a size 
or shape—and your customers quickly 
will learn to depend upon and to 
come to you for every kind of bolt 
and nut. 

Second — that name UPSON means 


oa Buweew we eS i | bcd 


quality in every sense of the word. It 


means strong, accurate bolts with full 
heads and sharp, clean threads. It 
means full-size nuts that fit wrenches 
snugly —- prevent slippage. It means 
satisfaction for your customers and 
sales for you. 

Tell your jobber to send you Re- 
public Upson Quality Bolts and Nuts. 
If he doesn’t have what you need, he 
can obtain them in a hurry — because 
Republic always carries more than 
20,000 items in stock. Republic Steel 
Corporation, Bolt and Nut Division, 
Cleveland, Ohio or Gadsden, Alabama. 
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AUTOYRE 2600 LINE- 
QUALITY BATHROOM 
& KITCHEN FIXTURES 
_ AT A POPULAR PRICE! 

















"2600" is the answer to those alert merchants who have requested fixtures priced between 
Autoyre’s "2200 Line" of 10c sellers and "5000 Line" of 50c sellers. These accessories 
are designed in the modern manner and brilliantly finished in chrome over heavy nickel 


to assure lasting lustre and rust-resistance. 
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RETAILING AT 25¢— 
On THESE ITEMS ASSURE 
QUANTITY SALES AT A 
FULL PROFIT FOR YOU! 











2600 LINE ITEMS 


2600—Wall Soap Dish 
260!—Tub Soap Dish 
2602—Faucet Soap Dish 


2604—Combination Tum- 
bler & Toothbrush Holder 


% 2606—Robe Hook 
2609—Toilet Tissue t+ 


E 
: 
- 


3 
te 


MES AR re 
se 


% 


we PRICE EXCEPTIONS 
2606—25c pair: 261] 7—30c: 
2628—30c pair; 2618—60c. 


rT RODUCT . Pane 
; sal Display Ask your jobber salesman about the Autoyre 2600 
Attractive me nisb bh? 
ee fixtures $170 compre ( Line — the quality line for quantity sales — or write 
mounte 
sobber- 
y ~ - for illustrated catalog insert and details. 


THE AUTOYRE COMPANY — OAKVILLE, amet 
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BATTERIES 
PLAY a SAFE 


REMEW BUL8 TOBAY ATTER 
eREesH AN 








ES, sir, here’s the greatest dis- 
play for building flashlight and 


battery sales you’ve ever seen. Impres- 






sive, full view showing of a well bal- 
anced assortment of 14 Winchester 
flashlights together with 48 Winchester 
Hi-Power batteries and a selection of 
bulbs in a store-traffic-stopping display 
that takes less than 2 square feet of your 
floor space. And it’s a double-duty dis- 
play, too—an eye catching 4 color top 
panel (as shown at left) for the regu- 
lar Fall flashlight season that can be 
reversed almost in a twinkling to the 
beaming Santa Claus picture shown in 
display at extreme right. It’s a master- 
ful floor merchandiser and equally as 
effective as a feature display in your 
window. 


Note the Display Power— 
See the Stock Storage Space 


Complete, full view, uncrowded display is provided for the entire showing 
of 14 lights, on a background that stands each one out with a punch. Strong 
selling messages displayed on front and both sides. 

The rear of this merchandiser provides a large storage space where an 
ample stock of flashlights and batteries can be kept right at hand ready in- 
stantly for sale. Stock numbers are always in sight. 
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This Winchester Super Merchandiser for flashlights and bat- 
teries is the greatest selling display you’ve ever seen. Ask your 
jobber’s salesman to give you the full details. 
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A Smashing Sales-Making 
Twin Display for Both 
Fall and Christmas Seasons 


How To Get Yours: 


HIS smashing Winchester Floor Mer- 

chandiser, complete with bulb and bat- 
tery tester, is offered to dealers FREE with vids B SATE —_ 
purchase of an assortment of 24 Winchester ee ussenee ket ee earitanes | 
flashlights and 96 Winchester Hi-Power . 
Super Seal batteries, in Winchester Floor 
Flashlight Merchandiser Assortment No. 
1121. Complete assortment consists of: 
2—Two-cell Baby Bronze Spotlights 


4—DeLuxe 2-cell Fixt-Focus Spotlights— 
2 each Chrome and “Sunset” Finish 


2—DeLuxe 3-cell Fixt-Focus Spotlights— 
1 each Chrome and “Sunset” Finish 


2—Three-cell Searchlights—Black and Chrome 
5—Two-cell 22K Copper Spotlights—Streamlined 
3—Two-cell Chrome Spotlights—Streamlined 


4—Two-cell 22K Copper Fixt-Focus Spotlights— 
Streamlined 


2—Two-cell Chrome and Copper Fixt-Focus 
Spotlights—Streamlined 


96—No. 1511 Hi-Power Unit Cells 


Flashlight prices range from 59c to $1.65 
complete with batteries. 














MERCHANDISER ASSORTMENT No. 1121 
TotalRetail Value. . . . $27.66 
Dealer cost. . oe te 18.44 
YOUR PROFIT . . 9.22 eg B.. stic heute 
WINCHESTER 


WINCHESTER REPEATING ARMS COMPANY 


Division of Western Cortridge Company 


NEW HAVEN, CONN., U.S.A. 
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Two Beautiful DISPLAY CASES 
To Sell Mere Rules 
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No. 290 
Hand Picked For Profit a 
In these two Rule Display Assortments, @ These permanent, molded plastic displays, in 

StStanley “Zig-Zag” Racortment No. 290 in. rich striking colors, with chromium plated trim 

cludes handsome counter display case, fur- 

a Ae nga the following Stanley and window front are the finest counter mer- | 
2 —No. 06 4—No. 266 chandisers we've ever offered. And they are 
(No 10F 2 — Ne, HBOS FREE with the t N rul tment 

= wit e two small rule assortments, 
Stanley “Pull-Push” Assortment No. 291 Nos. 290 and 291. Order from your jobber and 
includes smart, modern counter display, free 

SS = ey ee ee sell more profit making Stanley Rules. 
et heed The “Book of Rules” shows the many sales 
ata Ot 1 aids available for Stanley 

Rules. It shows how “Green 
5 el | M Y R t End” Rules are made and 
Profit Making Rules! ' 
pictures all of the Stanley 
Ask Your Jobber For These Assortments! 
*Prices slightly higher west of Missouri River. “Zig-Zag” and “Pull-Push” 












Rules. Write for your copy. 


STANLEY TOOLS 


DIVISION OF THE STANLEY WORKS. NEW BRITAIN, CONNECTICUT 
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HERE’S A FENCE 


THAT WILL 
_ REALLY LAST 





and one that 
your customers really know! 


USTOMERS instantly recog- 
nize that you sell good fence 
when they see the U-S-S American 
label. For more than forty years 
American Fence has been proving 
its superiority on thousands of 
farms. Good, heavy copper-bearing 
wire—even galvanizing—full num- 
ber of stay wires — the popular 
hinged joint construction — these 
and other American features mean 
longer fence life and less fence 
trouble for your customers. 
The remarkable service records of 
American Fences have established 
them as heavy favorites. And our 


extensive fence advertising in lead- 
ing farm magazines keeps reminding 
your customers of these high quality 
fences and directs them to your 
store. 


TIE UP WITH THIS ACTIVE 
CUSTOMER PREFERENCE 


Take advantage of the sales and 
profit opportunities that come from 
identifying your store as the place 
to buy U-S-S Steel Products. Carry 
a full line—display them—and tell 
all your customers why it pays to 
buy steel products that bear this 
well advertised trade-mark. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
COLUMBIA STEEL COMPANY, San Francisco 


United States Steel Products Company, New York, Export Distributors 










Your Customers 
Know These Famous 
Steel Products 

















U-S-S American—T Posts are favorites 
with thousands of farmers. Strong and 
rigid. Slit-wing anchor drives easily and 
takes a firm bite in the ground. 













U-S-S Roofing and Siding Sheets are 
famous for long service and full Protec- 
tion. They come in a complete line, in- 
luding the Ily designed StormSeal 
and Tenneseal Roofing Sheets. 























U-S-S Barbed Wire is made of good 
heavy wire, evenly galvanized to resist 
rust. Five styles of barbs to choose from. 
Barbs stay firm and sharp. 










STORMSEAL ROOFING 
TENNESEAL ROOFING 
U-S-S ROOFING & SIDING SHEETS | 
AMERICAN LAWN FENCE 
: CYCLONE LAWN FENCE 
GATES AND FITTINGS 
AMERICAN BARBED WIRE 
HEX-CEL POULTRY NETTING 
PROTECTOR POULTRY FENCE 


STRAIGHTLINE POULTRY 
NETTING 


AMERICAN FUR FARM NETTING 
CYCLONE SCREEN CLOTH 
CYCLONE HARDWARE CLOTH 
BLUE BONNET BALE TIES 
NAILS, TACKS AND STAPLES 
CLOTHES LINE 







































For a Bigger and Better 
Fall Painting Season 


CANNED GUM TURPENTINE 


e Nationally Advertised 

® More profitable 

@ Quicker turn-over 

e Convenient—saves time and worry 
e No waste—no spoiling, no spilling 
e No extra expenses—for containers 


e More satisfied customers—custom- 
ers like attractive easy-to-carrycans 


@ Free five-color displays mean 
more sales for you 
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Sel/ CANNED GUM TURPENTINE 


b peter going to sell more painting materials than ever this 
Fall. The Gum Turpentine campaign reaching millions of 
Property Owners is making America ““PAINT CONSCIOUS” as 
never before. 4 out of 5 Homeowners thin their paints with 
Turpentine. Reliable Painting Contractors prefer Gum Turpen- 
tine. AT-FA Approved canned Gum Turpentine can be one of 
your most profitable items. Get ready for the Fall painting 
season. Stock up on Pure Gum Spirits of Turpentine in the na- 
tionally advertised can bearing the AT-FA Seal of Approval. 
Mail the coupon today for name of nearest supplier. 






* AMERICAN TURPENTINE FARMERS ASSOCIATION COOPERATIVE 

t 255 Strickland Building, Valdosta, Georgia 

y Weare interested in handling AT-FA Approved canned Gum 
Turpentine. We sell about gallons per month. Please 

| send us name and address of nearest supplier. 








All Canned Gum 











' Firm Name Tarpentine bearing 
Addre. the AT-FA Seal is 
' - the genuine dehydra- 
By. ted unadulterated 
@ Please send your f.ve-color lithographed window product. 
+ display “PAINT NOW AND SAVE!” 
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RADIO 


6 what it takes for 1940” 


y__NEW INNOVATIONS, TELEVISION 
<< OUTLETS, BUILT-IN AERIALS, IM- 
rs PROVED PUSH-BUTTON TUNING. 

) ENTIRELY NEW AND AMAZING 


CURVEFLECTOR 
TONE 
DISTRIBUTOR 









OO Rea Seaaee cand ae 


YOU’RE THERE WITH. i’ _ CROSLEY 


Measured by tube performance you'll give a 
customer more radio for his money with the 
Crosley line. 


Measured by prestige you’re presenting one 
of the oldest names in radio. 


Measured by quality there’s no finer radio 
construction. Check the highest price sets 
for specifications like these . . . cadmium 
plated all metal spot welded chassis compen- 
sated for all temperature changes . . . switches 


with silver plated contact points . . . ball- 
bearings in tunin® mechanisms. . . etched 
dials . . . individually balanced speakers. 























ABOVE— Exclusive Portable radio operating 
on batteries or AC-DC current that contains 
automatic changeover switch. (Plug in when 
near any socket). Saves batteries. Cord con- 


The startling effect of the 


CURVEFLECTOR 


tone distributor is that radio has no direc- 
tional sound: Tone floods the room. One is le. Radio's greatest value today—im 
s © © proved push buttons tune favor 8 
conscious of greatly increased fidelity. It re- Big cabinet provides unusual sound baffle 
calls the finest radio you ever heard,—which ABOVE— Combination radio-phonograph with for extraordinary tone—$69.95. 
20 > ° > Capehart Automatic Record-changer—-superheter- 
was probably the most expensive you ever saw. odyne circuit, push buttons for tuning favorite 
We feel safe in saying that Crosley CURVE- stations — incorporates new CURVEFLECTOR 
ms tone distributor) an amazing sound baffle a 
FLECTOR Radios sound the equal of those provides greatly improved tone. Constant speed 
twice their price. This definite contribution to —_ motor—highly sensitive pickup— $114.50. 
radio art is at NO PREMIUM—The Crosley peLow—sExTETTE bakelite table model—no 
2 ground connection required. Push buttons tune 
Radios that incorporate it are as AL W AYS favorite stations. Knob tuning with edge lighted 


the most radio for everybody’s dollar. etched glass dial. Design of cabinet and assembly 
, - of berry a unusual tone for such a small 


PRICES PLUS PROFITS ee 


The Crosley line begins at $7.99, a low priced 
standard quality set to meet ANY competi- 
tion—20 low priced, high profit table models 
for easy step-up from price leaders. 3 consoles 
from $39.95 to $69.95. 3 radio-phonograph 
combinations from $49.95 to $114.50. 2 port- 
ables beginning at $18.50 including batteries. 
3 auto radios beginning at $14.99—8 long- 
life battery sets. 


| AC RD NERS I SRE. ae St 


cealed. As in all Crosley radios—more perform- 
ance per dollar—$23.95 including batteries. 


BELOW—Large 3 band CURVEFLECTOR 
Console. Radio's greatest value today—im- 





Prices slightly higher in South and West 


THE CROSLEY CORPORATION 
POWEL CROSLEY, J. Presidest CINCINNATI 


WLW—Home of “‘the Nation’s Station” — 
70 on your dial. 


See the Crosley Building at New York World’s Fair 
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“3-IN-ONE” OIL 


is the big profit item 
you’re seeking for Fall! 








It pays to stock a known, established item that’s 
backed by advertising designed to sell for you— 
to bring customers into your store! 3-IN-ONE Oil 
has been a household stand-by since 1894. It's 
promoted in leading magazines and on the radio 
to keep its multitude of uses before your cus- 
tomers—to remind them to buy. 3-IN-ONE Oil, 
moreover, besides these helps to TURNOVER, 
offers a sweet PROFIT of which you'll want to 
get your share! 


STOCK BOTH TYPES—ALL 


Customers’ needs and preferences vary—so you'll want to carry both the Regular and 
Heavy Body 3-IN-ONE Oil. Regular 3-IN-ONE Oil is RIGHT for sewing machines, carpet 
sweepers, locks, hinges, roller skates, guns, fishing tackle. Heavy Body 3-IN-ONE is 
made ESPECIALLY for electric refrigerators, lawn mowers, coaster brakes, washing 
machines, light motors. Here's a suggestion—display 3-IN-ONE Oil with every item 
that requires lubrication, and watch your sales increase! 


LUBRICATES - CLEANS - POLISHES - PREVENTS RUST 
THE A. S. BOYLE COMPANY (Distributors) 






















Jersey City, N. J. 
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"For those “Spur-of-the-Moment” sales and 
display this fast-moving 
assortment of Holiday chrome successes! 
They’re created by one of America’s oldest 


steady profits... 


and largest chrome platers . . . and every 
one enthusiastically bought and used by 
chrome-minded customers in every locality. 


1939 


Distinctive new 3- 
color easel display— 
Free With Onroper. 


<2 , 
~ £ 


This 19-item assortment of beautifully designed, practical, popu- 
lar chrome gifts comes to you complete—packed in one shipping 
container—all ready for you to display and sell. There isn’t 
a “slow-mover” in the lot; each piece has been selected for 
this holiday special assortment on the basis of its sales per 
formance in all parts of the country. Each piece has dis- 
tinctive eye appeal—as a group display they command atten 
tion anywhere in your store. Priced for those impulsive 
“‘pick-me-up”’ sales which keep a cash register tinkling. Order 
this selected assortment today; delay means profits lost which 
you could pocket easily. Write now while it’s fresh in your mind. 


Branp New Cartaroc of Evercraft Gift Creations in chrome 
Just Orr THe Press—Get your Free Copy Topay. 


The EVEREDY Co: 
& EAST STREET. LEE MARYLAND 


15 





ONE LOOK shows 
the DIFFERENCE! 


...and that Difference Sold Millions of 
WABASH SUPERLITES during the last 8 Months! 


Wabash Superlites get the 
tremendous added push of 
NATIONAL ADVERTISING 








Wabash Superlites went to market last January. The minute they 
were displayed, they went to town! Eight months later, they 
hit the “5,000,000-sold” mark — for a record that comes once 
in a lifetime in the standard staple field! And they did this 
sensational job without national advertising . . . purely on 
display and demonstration! 

Now Superlite goes national — advertised to millions of cus- 
tomer-readers of the Saturday Evening Post and Collier’s. 

Think what this means! To a point-of-sale seller that’s an out- 
and-out “natural” is added the tremendous push of national 
recognition . . . national pre-selling! Your customers will know 
about Wabash Superlite before they even enter your store! 

Make the most of Wabash Superlite national advertising . . . 
Wabash Superlite profits. Get the details of the Display Deal below. 

























A COMPLETE LIGHT CONDITIONING 
DEPARTMENT FOR YOUR STORE! 


Featuring all the fastest-selling, popular 
Superlite sizes. With FREE all-metal dis- 
play stand, electric bulb tester and 6 
extra 60-watt Superlite bulbs. A complete 
Light Conditioning Department for your 
store, occupying less than 114 square feet 
of floor space. It’s the deal that created a 
sensation in the electric lamp business! 
Get the full details from your jobber 
now! Or write Wabash Appliance Corpo- 
ration, 1691 Carroll St., Brooklyn, N. Y. 






















And remember — every Superlite sale is a full-profit sale with Fair Trade protection! 


WABASH SUPERLITE 


THE MODERN LIGHT CONDITIONING BULB 
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KIMBLE GLASS COMPANY 


GLASBAR DISPLAY! 


This sales-building Display — mounted complete on heavy 
board 12” x 27” (costing $3.00 to produce) — is yours for only 
$1.00! Less than the value of the Glasbars alone! Such quality 
at popular prices — 10¢ to 89¢ — insures RAPID TURNOVER 
and substantial profits. Cash in on the heavy Fall demand. 
ORDER TODAY! This unusual offer expires Nov. 15, 1939. 


ORDER FROM YOUR REGULAR SUPPLIER 


No. 14-C, Crystal; No. *14-0, Opal; No. 14-G No. *62-C, Crystal, 24” length, 11/16” diam. 
Green. 18” length, 7/16” diam. Packed: 1 Packed: 1 dozen sets to shipping carton. 
dozen sets to inner carton, 12 dozen sets to Priced to retail at 25¢. 

shipping carton. Priced to retail at 10¢. 


No. 70-C, 18” length. No. *71-C, 24” length. No. 72-C, 30” length. All Crystal. 
Full %4” diameter. Polished chrome spun-on fittings. Packed: One complete 
set, with screws, to individual carton, 1 dozen sets to shipping carton. 


Priced to retail at 59¢, 69¢ and 89¢. 


*These are the Bars mounted on the Display Board. 


© A Glass Bar for Every Purpose 








HERE’S THE REASON WHY | 


STRAIGHT GRAINED 


ALLOY STEEL HARD MAPLE 


sia-Wels FERRULE TURNED 
HARDENED FROM SOLID 
FULL LENGTH BAR OF STEEL 


\ 


Jeol 


CORRECTLY- \. 
TAPERED ge ell 
POINT Lt tha “LOOSE-PROOF” 
; vn + ia HANDLE FORCED 
ON UPSET RIBS 
UNDER HEAVY 
PRESSURE 


CLEAN SHARP 
MACHINE 
KNURLING 


“LOOSE PROOF" 
PRESSURE JOINT 
BETWEEN BIT 
AND FERRULE 





@ There is a real reason why Crescent Screwdrivers are 
first choice in many of America’s leading industrial 
plants. Examine the design and structural details 
illustrated above. Compare them with the usual con- 
struction found in ordinary screwdrivers. 


Any mechanic knows it costs more to make screwdrivers 
the Crescent way. - - but he knows, too, that such 
methods produce a vastly superior tool. And Crescent 
superiority shows up in terms of greater safety for the 
worker—better work and more of it—and much longer 


tool life. 
There are Crescents for every class 


Custom-made displays, of work—blade lengths from 1-1/2 to 
like this one, designed and 


finished to match your store 12 inches. Make these fully-guar- 


fixtures are available to anteed screwdrivers your choice. 


Crescent dealers. Write 


for information. CRESCENT TOOL CO., JAMESTOWN, N. Y. 


CRESCENT itncmway TOOLS 
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For the fifth time 
Admiral Byrd 


chooses 


LYMOUTH 


Manila Rope 






















Apmmrat BYRD sails south again in October. This 
time he heads a party on the historic mission of claiming 
for The United States those lands he has already explored 
in Antarctica. With his customary exacting care, he selects 
all his equfpment for its reliability under the strenuous 
tests of life near the South Pole. For the fifth time, 
Admiral Byrd chooses Plymouth Manila Rope! Concern- 
ing his forthcoming trip he writes to the Plymouth 
Cordage Company: 





44 
“‘ The time has come for me to start on my fifth polar expedition, In many a gale your 
and I would like to make an appointment with you for the purpose 44 
of discussing our rope requirements... We are most anxious to rope stood the test 
secure your rope in view of the fact that it showed such exceptional 


A Bea ae Thank you, Admiral Byrd! Here is testimony fr 
wearing qualities on our last expedition... 1 want to congratulate its y 26 asus 


you ow your wonderful product, and I feel that in equipping m) 
famous old barkentine, the “Bear”, with it, I will not have to bother 


an expert—praise which is echoed the world over, 
on land and sea, wherever the safety of life and prop- 


about her running gear and other lines. In many a gale your rope erty depends on rope. Plymouth’s controlled quality 
stood the test, and I will be very happy to have some of it with has made it known to all its users as “The Rope You 
me again.”’ Can Trust.” 


PLYMOUTH CORDAGE COMPANY | 


NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA 
Sales branches : New York, Boston, Baltimore, Philadelphia, Chicago, Cleveland, Houston, San Francisco 
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Anybody who buys an edged tool... 





HOUSEWIFE HOME CRAFTSMAN CARPENTER MECHANIC FARMER 








...is a certain prospect for 
Carborundum Brand Abrasive Products 
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SHARPENING STONES GRINDING WHEELS are * 

HANDY NO. 66 KNIFE MOUNTED POINTS are are used by every carpen- y to every h FAMOUS “S57” FILE is ; 
SHARPENER is popular one of many Carborundum ter and craftsman to keep a ic for sharpening tools, for used by farmers the coun- 
with housewives. Keep it Brand Products that home keen edge on chisels, plane grinding all sorts of parts try over to keep edged farm 

on display. craftsmen demand. bits, other edged tools. and fittings tools in tip-top shape. 
ay Se 
, 


@ Almost everybody uses an edged tool of some kind. f 
That’s why it’s so easy to sell Carborundum Brand Abra- FOR EASY 4 
sive Products. Here’s all you have to do. SALES AND a 
Every time a customer comes in for any kind of edged Q ; 
tool . . . knife, chisel, plane, drill or sickle . . . sell him a UICK PROFITS 3 
stone or wheel to keep it sharp. You’ll make many a pair . 3 
friend that way and many an extra profit. Up with 4 
There’s a Carborundum Brand Abrasive Product that’s 4 
right for every purpose. Ask your jobber for complete 2 





information about the money-making Carborundum line 
...0r write us direct. 














THE CARBORUNDUM COMPANY * NIAGARA FALLS, N.Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 
(Carb d isa d trade-mark of The Carborundum Company) 
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When grandfather Classen heard about a 
— new kind of fence, made out of wire, he 
packed up the whole family and traveled by 
train from Freeburg, IIl., to Peter Sommer’s 
little factory at Tremont, III., to see it. 
What he saw was the first Keystone woven 
wire fence. He was so impressed with its ad- 
vantages that he bought some. . . becoming 
one of Keystone’s first dealers. Grandfather 
Classen sold it year after year. Nearly 40 
years ago, his son, E. A. Classen, took over 
the business—and continued to sell Keystone 
: fence. He’s still selling it—some to the same 
old customers who bought their first woven 


ENTE SG  .. 


Si so 


wire from his father 49 years ago. Mr. Clas- 

: sen’s daughter Alice is active in the business 

‘ —the third generation to sell Keystone fence. 

i It’s the only line in their yard that has never 
been replaced by another make. 

There’s a half century of success behind you 

when you sell Keystone Red Brand fence. Its 

is reputation for long life—the years of consist- 

5 ent advertising—the instantly recognized 

; color marking—all make it easier to sell ‘“Gal- 

. vannealed” copper-bearing RED BRAND 

bd fence. Write for details. 


KEYSTONE STEEL & WIRE CO. 
DEPT. P-24 PEORIA, ILLINOIS 
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When it comes to 
efficient garage 
door operation 


No. 900 National 
always “rises to 


the occasion 


| ae it literally does. A slight lift on the door handle starts the 
simple mechanism, and the sectional doors glide upward and 
are parked overhead, leaving available the entire floor area below. 


No. 900 National Door Set 


is a streamlined idea in door manipulation and is winning enthusiastic endorsement 
wherever demonstrated and sold. The finest features, such as rabbeted joints to ex- 
clude moisture, a special cam closing device, and 
many others, account for the growing popularity of 






Below—special 
closing feature 


Above—note 
rabbeted joint 





Sa 


All hardware mounted on the inside 





these sets. 


The simplicity with which they can be installed — 
the doors are completely glazed and most of the 
hardware is already mounted in place—is just 
another reason why your trade will be quickly sold 
on the No. 900 National. Built right; stays right. 


Further information gladly sent on request. 


National Manufacturing Co. 


National Build- 
ers’ Hardware 
is sold direct 
to the retail 
dealer, a policy 
that promotes 
quality, serv- 
ice and direct 
selling cooper- 
ation. 





A private garage installation 


STERLING - ILLINOIS 








Doors 8 feet wide by 6 feet 6 inches high. 
Easier to heat. Ample space above car. 
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hey ely You Sell! 


THESE MAGAZINE ADS 
SELL YOUR CUSTOMERS ON 
THE MANY USES FOR 


ag SL 
WOOD 


Coast-to-Coast RADIO 
Advertising Plays a 
Powerful Part, Too! 









Bi 
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Here's what we're doing to send you new business! We're 
backing you up with millions of messages every month in over 
25 leading magazines—we're directing 162 Radio broadcasts 
during the year over N.B.C. Red Network to your neighbor- 
hoods. Some of the many uses of this versatile Plastic Wood 
are being stressed to sharpen the desire to BUY! 


Are you in a position to benefit from this advertising? 
Write for free Plastic Wood display cards that will help 
in preparing colorful, attractive window and counter dis- 
plays. Check your stock of Plastic Wood — and re-order if 
it's not complete! 


Plastic Wood (Cellulose Fibre 
Filler) is actual wood in putty 
form—when dry if is hard, per- 
manent wood — waterproof, 
weatherproof, greaseproof. It 
can be planed, sawed, sanded, 
turned on a lathe; holds nails 
and screws; takes paint, varnish 
and lacquer perfectly. 
































PLASTIC WOOD BUILDS STEADY PROFITS 
THE A. S. BOYLE COMPANY (Distributors) Jersey City, N. J. 
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the kind you want, Dad 








... with the red and white label” 


The bright, attractive red-and-white labels on Bethlehem bolt cartons have 
high recognition value. Customers remember those labels as the sign of high 
quality in bolts—clean, smooth-fitting threads and the snug, sure fit of 
wrenches on heads and nuts. 

Because the red-and-white Bethlehem labels are easy to see on the shelves, 
they mean plenty of repeat orders—the surest way of all of building up a prof- 
itable business and lasting customer good-will. 

Ask your distributor about this attractively packaged line of bolts. 





Bethlehem Bolts are packaged in cartons in the following sizes: Machine Lag 
and Carriage 








Sg 5" long 4" long 
¥;"" and 34" bolts up to.......... 5'/." long 514." long 
vs", 1/2" and 7g" bolts up to............... 3'/2"" long 4" long 














Some longer bolts are packaged in paper with the same attractive label. 
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YES, AND 





LOOKS LIKE THIS 
YEAR’S TAYLOR LINE 
IS THE GREATEST 
IN THEIR HISTORY! 












WE CERTAINLY CAN 
CASH IN ON 
IT THIS YEAR! 





@ Taylor Roast Meat thermometer deal gives you one 
free in every box of 6. And that’s $1.50 extra profit for you 
on every deal you order. Offer expires Nov. 1 so order 
today. At right: The new Fisherman’s barometer that is 
creating a sensation in the sports field. Helps fishermen 
catch more fish. Retail $65. 


Li a a 


os Vane tiie 
Se ae TT Ee: 


cay Rael ‘a SOS - oe 


CET 





HERE ARE THREE MORE PROFIT MAKERS: (from lefi 
to right) New Taylor Temprite window thermometer, 
retail $1; Indoor wall thermometer, retail $1; Taylor 
bake oven thermometer, with recipe cards, retail $2. 












OU KNOW the gift-appeal that 

thermometers and weather in- 
struments have for everybody. Make 
the most of it this year! Be sure to 
feature Taylor. ..the most attractive 
line of thermometers ever offered . . . 
at prices your customers want to pay 
... backed by the one name in ther- 
mometers that everybody knows. 


This year there are new designs, 
new lower priced items so that every 
customer that comes into your store 
is a possible Taylor customer. 


Be sure to see the complete Taylor 
line soon. For displays and further 
information check your distributor 
or write direct to Taylor Instrument 
Companies, Rochester, N. Y., or 
Toronto, Canada. 


Cash in on 


‘Taylor INSTRUMENTS 


this Fall! 
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Air Rifle zz J 


SF 


Daisy’s sensational new L:ghtning-Loader Carbine is outsell- 
ing any previous new Air Rifle—BECAUSE—this Carbine is 
equipped with the First and Only Lightning-Loader Invention 
in h a greatest new sales feature ever put on a Daisy! t 
This FACT—plus intensive, powerful full-page National Ad- 
vertising on the Carbine—should mean plenty of Air Rifle 
Profits in your pockets. Prepare now for the BIGGEST Daisy t 
fall sales you've ever had—check your stock against the list i 
below—then mail list to your Jobber or direct to us—NOW! 


CHECK-UP LIST 


RETAIL PRICES 















No. 

104 DOUBLE-BARREL RE- = 

C] PEATER—2 barrels, each 
pono | ba ae 2 =. a 
controlle: y automatic safety; 
GRANTEE JNM 22. cccccscccecces $5.00 















CARBINE FEATURES 


@ The First Lightning-Loader 
Shot Magazine Invention 
in Daisy History! 

@The Only Genuine WEST- 
ERN STYLE CARBINE Air 
Rifle. 

@The ONLY ADJUST- 
ABLE DOUBLE.- 
NOTCH Rear Sight 

@500-Shot Repeater. 

@Carbine Fore- piece. 

@Walnut- finish PIS- 
TOL GRIP Stock. 

@Heavy Metal Carbine 
Strap Helds “Magazine 
















50-SHOT PUMP GUN— 
C] cocks easily by pulling 
slide see en oy adjustable 
rear sight; non-slip grooves on 
brtt of pistol grip, walnut stock.. $4.50 


Stn i 











107 BUCK JONES SPEVIAL 
—60 - shot pump - action 
C] repeater sponsored by cowboy 
movie actor, Buck Jones; genuine 
compass and sundial in stock.... $3,509 









BIG ADULT wo. 


SELLER! 8 wichrnine - Loaner 
i CARBINE — The fastest- 

















Tube” under main barrel. 5 00 selling Daisy Air Rifle ont o 

ae he No of those ‘used by. Indian Seoute. 
and Value, from Muzzle ) RETAIL Veentiaemete asst tole tm ot $2.5 
movies ........--..- 0 { 


“Western”’ 










te Butt! 


STOCK UP NOW! 





TARGETEER TARGET SET no. 


Dad will get this indoor and outdoor ‘‘family fun 
118 = Histor” outht complete with Targeteer_ Pistol, Tar- '95 gyzz BARTON SPE- 
gets, Spinni irdies, Back 


t fle at...0.00- 1AL—Sponsored by Buzz 
C] — 7 $2.00 CT] ion, movie and circus star; his 


\ / name branded on natural hard- 
$ , 50 } MAGNIFYING 
= TELESCOPE SIGHT ATTACHMENT 

















wood stock; a 1000-shot blued- $2.25 













No. 2 ——s 
102 ‘ 
500- SHOT REPEATER 
C] —a hard-hitting Daisy 
















barrel’ Delay CARBINE. | Fits any sing! design; all parts 
barrel Daisy or Ki ‘ = of new streamline design; 7 
LJ Retails at .........4.. « repel Mh RT in Nickel finish, highly polished; 94 9— 






natural hardwood stock .....++- ° 


> DAISY-MADE BULLS EYE SHOT No. 


— Sell Bulls Eye—the only Nationally 
eat . Advertised shot—made and guaranteed 101 





SINGLE SHOT—the hic- 







| by Daisy. For use in ALL Air gest air rifle bargain in 
! _ Ro Rifles "jumbo. tube, retails at... 5¢ CJ the world: @ sturdy, Daisy mote | 
bl urate by fixed shoot | 
@ We are sole Sales Distributor for AUTO-MAGIC Picture Gun =, poersd parts of blued gun $1.25 | 





Outfits retailing from $1 to $3. Write! ee Cerner 

@ F-L-A-S-H! New TARGET BUSTER GAME READY! Safe, yy, 
new, thrilling fun for ALL the family—featuring Target Dises 100 
that BREAK, when hit, like clay pigeons. Retails at $1 and 














- 10N—Sing! 
$1.50. See your Jobber or write us! CJ BREAK-ACT om. Daley a, | 
DAISY MANUFACTURING COMPANY ae Se ee, sae i 
2309 Union S reet Plymouth, Mich on Ee FR Reet 
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A BRAND NEW APPEAL 
More than 45,000,000 sales messages will be 
distributed within the next 90 days. Every sin- 
gle one will drive home the thought that— 

IT’S EASY TO STAY YOUNG 
WHEN ELECTRICITY DOES THE WORK 


Where could you find an appeal more human 
—more basic and fundamenta!l—than this! 


40 YEARS OLD! 
P Poor Mrs. Wrinkle 
is work-weary, tir- 
ed and worn. Un- 
fortunately—no « 
one ever told her 
how easy it is to 4 
live electrically. Z 


40 YEARS YOUNG! 
Meet Mrs. Twinkle. 
She hasa house staff 
of electrical ser- 
vants to lighten her 
work and help her 
retain the appear- 
ance of youth. 










































FOR FALL! ot 





SAYS S. GEORGE TRAINOR, 


“IT’S EASY TO STAY YOUNG ELECTRICALLY’ 


WATERBURY, CONN. 


Is The Greatest Theme We Ever Have Had 
In The Electrical Industry!” 


@ “Yes sir, I’m going to be ready 
when the General Electric Fall 
advertising breaks! 

“I liked the campaign the mo- 
ment I saw it. The advertising 
tells my story all the way through, 
and that new “Easy To Stay 
Young” theme is, without doubt, 
the greatest theme we ever have 
had in the electrical industry! 

“What pleases me most is the 
‘Treasure Chest’. Never, since I 
have been in the appliance busi- 
ness, have I seen such a complete 









Ask About The 
G-E “TREASURE ISLAND” 


Many of the advertise- 
ments will feature this 
attractive display stand, 
which holds small appli- 
ances yet occupies but 
6 sq. ft. of floor space. 
To show the same Mmer- 
chandise would require 
a 15 foot counter. 






G-E “Full Line” Campai: 

NEW 19 ads in full color! ton The 
G-ERadio Receiver Advertis- agic Demonstrators. 

PROMOTIONS in — special campaign, in G-& Washer -Ironer Drive. 

color, in Life Magazine. Join the Committee of 1,000 


Refrigerator “Blue Chip” for extra profits. 


tien. Distribution of 2,000 


G-E Clock Promotion. Smartly 

































assortment of merchandising 
helps to make a campaign effec- 
tive.” 

7 7 * 
ELECTRICAL DEALERS! You owe it 
to yourself to learn all about this 
new and unique promotion. Talk 
with the distributor’s salesman. 
Ask him to show you the General 
Electric “101” Book and the big, 
27-foot Accordion Folder. 

But—don’t wait too long! The 
first big, color spread appears in 
The Saturday Evening Post on 
September 23rd, out Sept. 20. 





G-E Heating Devices. Special 
Six Star promotion a me 
Talk with your distributor 
regarding activities on these 
and other G-E “Full-Line” 
products, 
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G-E has provided complete ‘sales 
helps to make this campaign effec- 
tive. See your G-E distributor. 
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ERE’S a handy little “‘extra 

profit” item that belongs in ev- 
ery stationery, hardware, drug, and 
variety store . . . yes, and in every 
home, too. It’s Duco Household 
Cement, made by Du Pont. 


Duco Cement holds permanently 
on just about everything. It’s trans- 
parent .. . which means it’s ideal for 
repairing glassware, lamp shades, 
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china. It’s flexible . . . bends without 
cracking .. . so it’s just the thing for 
repairing torn auto tops or uphol- 
stery, dolls, awnings. And Duco 
Cement is waterproof . . . even boil- 
ing water won’t melt or loosen it. 

Stock and display Duco Cement, 
and you'll find it sells itself fast. Not 
only because people who have used 
it know it’s a fine cement. But also 





because it’s made by Du Pont... 
a guarantee of top quality in any 
product. 

Better take this first step right 
now: write for net prices on Duco 
Cement and complete details. E. I. 
du Pont de Nemours & Company, 
Inc., Wilmington, Delaware. 


REG. us. pat. orf 
REG. U. 


6. PAT. OFF 


HOUSEHOLD 


CEMENT 
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when you sell chains 


ai 


: =" sLWEL and FENSO 
‘ DW TIES 


bode well 
Hm 
“4 
* 


Omers are now in the market 
ill buy Elwel ties because ex- 
n that Elwels are the best 
By can use. The sales are 
Jemfrom your store, so 
¢ ow Ties. 

rt © you will have 
e lo wer-priced Tenso 
@ good call for 
§ Coil Chains, 
: wel Breast 
j Bull Farm 

ae) 








AMERICAN CHAIN & CABLE COMPANY, Inc. 





et 





AMERICAN CHAIN DIVISION © AMERICAN CABLE DIVISION e ANDREW C. CAMPBELL DIVISION e FORD CHAIN BLOCK DIVISION © HAZARD WIRE ROPE “ 
DIVISION @ HIGHLAND IRON AND STEEL DIVISION @ MANLEY MANUFACTURING DIVISION @ OWEN SILENT SPRING COMPANY, INC. e PAGE STEEL AND - 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION © WRIGHT MANUFACTURING DIVISION @ IN CANADA: DOMINION e 
CHAIN COMPANY, LTD. « IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. # THE PARSONS CHAIN COMPANY LTD. © In Business for Your Safety > 

< 

= 10 


30 HARDWARE AGE 












* 
FY 

5 

ios 


MAIN LIPRARY EE 





Vol. 144 No. 6 





GBRORGE H. GRIFFITHS 
President and General Manager 


CHARLES J. HEALE 
Rditor and Vice-President 


Associate Editors 
GEORGE G. HOY 
KENNETH A. HEALE 
GEORGE M. SANGSTER 
RUDOLPH 8. WILD 


ALBERT J. MANGIN = 
“Who Makes It?” Editor 


L. W. MOFFETT 
Washington Representative 


Contributing Hditors 
SAUNDERS NORVELL 
ADON H. BROWNELL 


JOHN G. WILCOX 
Oiroulation Manager 


ADVERTISING DEPARTMENT 


L. V. Rowtanps, Sales Manager 
339 West 39th St., New York 


BosTon : . 
Caavunosr F. ENGLIsH, 140 Federal 
Newe York: 


Hat G@. BLoverrr, 239 West 39th St. 
B RB. Sanpivonp, 239 West 39th St. 


CLEVELAND: 
Witt J. Pewpsry, 709 Union Bldg., 1836 Euclid Ave. 


CHrcaco: 
Keuwern C. Warner, 1012 Otis Bidg. 
Ove B. Beacensen, 1012 Otis Bidg. 


San FRANOISCO, CAL.: 
R. J. Brrow, 155 Sansome St. 


Los ANopums, CAL.: 
R. J. Brrow, 541 Consolidated Bidg., 607 So. Hill St. 








Published Every 
Other Thursday 


Publication Offices 


Chestnut and 56th Sts., 
Philadelphia, Pa. 


DWARE 


GE 


Editorial and 
Executive Offices 
239 West 39th St., 
New York, N. Y. 


Hstablished 1855, succeeding and embodying “Hardware” of New York; 
“Stoves and Hardware Reporter,” St. Louis; “The Western Hardware 


Journal,” Omaha; “Iron Age Hardware,” 


New York City; “The Hard- 


ware Reporter,” St. Louis; “Hardware Salesman,” Chicago; “Hardware 
Dealers Magazine,” New York, and “Good Hardware,” New York 


EDITORIAL CONTENTS 
SEPTEMBER 21, 1939 


Just Among Ourselves, by Charles J. Heale cuca Cae 
Taking the Mystery Out of Builders’ Hardware, 


by Adon H. Brownell 36 


National Washer-Ironer Week—October 14-2] A lg Seatac 
The Store Itself Is an Advertisement.......____............ 44 
Four Turnovers a Year on a $1500 Power Tool Stock ......... 47 


American Hardware Manufacturers Neglect Canadian Market, 


by Gordon L. Cohoon 49 


Planning a Customer’s Direct Mail Campaign, by A. J. Williams 5] 


Get Ready for Fire Prevention Week! 56 
The Best Universal Lock Co.'s Line . 61 
Table of Game Conditions in U. S. A. . a 
The Work Goes On, by Saunders Norvell ... «sah 
This Baseball Display Brought Publicity and Prospects ae 
Hardware Men’s Hobbies 43 After Hours! Ler eee 
Hardware Age Window Displays 54 Hardware Age Fifty Year Club. 98 
Hardware Facts ............... 76 Re eee 100 
How’s the Hardware Business? 78 Coming Conventions and Events 130 
News of the Trade ......... 82 “yee: Beewes te .............. 1 


Copyright 1939 by Chilton Company (Inc.) 
ADVERTISING INDEX—PAGE 136 











©. A. MUSSELMAN, President 


FREDERIC ©. STEVENS 
WILLIAM A. BARBER, Treasurer 
JOHN H. VAN DEVENTER JULIAN CHASE 





JOSEPH 8, HILDRETH 


THOMAS L. KANE 


Officers and Directors 


Vice-Presidents 
GEORGE H. GRIFFITHS 


©. 
Publication Offices Editorial and 
Chestnut and 56th Sts.. Owned and Published by CHILTON COMPANY (Incorporated) Executive Offices 
Philadelphia, Pa. 239 West 89th St., 


New York, N. Y. 


FRITZ J. FRANK, Eecoutive Vice-President 


EVERIT B. TERHUNE 


JOHN BLAIR MOFFETT, Secretary 


CHARLES 8. BAUR 


G. CARROLL BUZBY 


P. M. FAHRENDORF 

































fan-di 


puscs To RAY, 
air 4 ickly, — 


heats 
all over: 
sare witl 
element = 
Ww on't puro 

dentally- 


take jouvers and 
heating e 


behind 
peat off ¥ 


seributing PX 
e heati 


—becaus 


fan 
ev en if 





e heating 
oaclos' » 


are ® 
upset acci- 


—with air-in- 
ning fan, 
ri 


o drive 
mi. 














Informal Editorial Comments 





W ar ! :— 


For the second time, in the lives 
of most of us, a major European 
War is in progress. England and 
France are again at war with 
Germany. It is a war bred of Old 
World hatreds that come from bit- 
ter differences of political philoso- 
phies, as well as from traditional 
racial and national feuds. The 
juggling for control and domina- 
tion among great powers has been 
for centuries a continual series of 
horrible nightmares. The stark 
tragedy of it all is the horrible 
waste of human life, the cruel toll 
of human suffering that must come 
to the maimed and the gassed and 
the torturing agony that comes to 
those at home who wait, wonder 
and pray. Fearing aerial gas and 
bomb attacks, thousands of inno- 
cent and bewildered children are 
torn from the bosoms of their 
families in the large cities and 
placed in strange homes in the 
country that they may be saved— 
perhaps only to fight another war 
when they have reached adult age. 
All family life is disrupted. The 
full ingenuity of man and the 
progress that has come in com- 
munication, transportation, pro- 
duction, labor-saving and distri- 
bution become but further 
instruments of death and destruc- 
tion. The very machinery we have 
created and improved to provide 
man with longer life through 
more leisure and greater comforts 
is quickly converted into an agent 
of war that destroys life and prop- 
erty and mocks the progress we 
think we have made toward living 
in a more civilized state. And as 
I write these lines, in a modern 
train speeding westward, I am 
deeply moved by the tragedy that 
has befallen Europe and fervently 
pray that the United States may 
be spared these. horrors. Looking 
out the window, I can see the 
peaceful countryside; the trees 
changing color; the farmers fin- 
ishing up their outside work in 
preparation for the colder weath- 
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er; children playing or going to 
and from school; women doing 
their shopping or their house- 
work; men at work and the hun- 
dreds of other phases of American 
life that are so precious to all of 
us. Almost alone among the great 
powers we are enjoying peace, 
and for that peace we must be 
grateful that our neighbors to the 
north and to the south are friendly 
and that on our east and west 
coasts we are further protected by 
the great Atlantic and Pacific 
Oceans. We are indeed a favored 
country, having within our bor- 
ders the luxuries of life as well as 
its necessities, and are easily the 
nearest approach to being a self- 
sustaining and self-sufficient na- 
tion, should that ever be required 
in the future international scene. 


Neutrality :— 


At this hectic moment the Amer- 
ican people are bothered with an 
uncertainty about our ability to 
remain neutral in this second ma- 
jor Old World conflict. Fami- 
lies with sons of military age 
shudder at the thought that soon 
American troops may be mobilized 
for service abroad, and their own 
boys taken with the sons of neigh- 
bors to fight in a struggle which 
seems so far away, yet perhaps 
may soon be very near. Officially 
the United States is neutral, yet 


the President’s first message on 
this subject stressed the point that 
neutral actions did not necessarily 
mean neutral thoughts. And that 
is a true appraisal for there is 
little neutral thinking in this 
country. Here we are the melting 
pot of the world, with many of 
our citizens born in the countries 
now at war or at least descen- 
dants from parents or grandpar- 
ents who were born in one of the 
warring countries. It is perhaps 
a great deal to ask that these old 
world ties be submerged com- 
pletely in the acceptance of the 
great privilege which American 
citizenship provides, yet that is a 
necessary mandate, whether we 
stay neutral or become a partici- 
pant. There can be no compro- 
mise on this point. Our Ameri- 
canism must be absolute for there- 
in is our only national safety. 


Meantime :— 


In the meantime, we are feeling 
some of the effects of the new 
European War. Food prices im- 
mediately were raised to an extent 
that charges of “profiteering” 
were heard and steps taken to put 
a curb on the obvious racketeer- 
ing that food distributors have 
pursued. False claims of food 
shortages were quickly branded 
as “lies.” Prices on many farm 
products have jumped up to an 
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ITS GOT —— , 


Cuouything DOOR CLOSER BUYERS WANT 


Here is the greatest selling story on door closers on the 
market—the answer to all the old door closer troubles. 


Doors open easier, because ball bearings reduce friction as 
well as wear. They close quickly, quietly—without a fuss— 
because of extra power in the super spring and precision 
valve adjustments. 


Upkeep costs are practically eliminated by leak-proof con- 
struction, over-sized shaft and reduced wear on working parts. 





These are the very things door closer customers have been 
looking for—for years. No other closer has them all. The 
door closer business is yours for the taking — with the 
Lockwood Ball Bearing Super Closer. 


Write for literature giving the complete story of this 
newer, more salable line of super closers. 


LOCKWOOD 
BALL BEARING 
DOOR CLOSER 


LOCKWOOD HARDWARE MFG. CO. 


Division of Independent Lock Company . . . Fitchburg, Mass. 
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extent greater than the advances 
in six years of governmental “peg- 
ging” through crop destruction 
and other doubtful experiments. 
Prices on some meats have 
doubled. Various raw materials, 
particularly metals, are showing 
sharp increases and threats of fur- 
ther advances. Cotton is up. 
Practically all of the basic ma- 
terials from which hardware store 
merchandise is fabricated are, at 
press time, either up or are re- 
ported due for advances. The ex- 
pected changes in our neutrality 
laws will give further impetus to 
this price movement. If, as ex- 
pected, American producers will 
be able to sell belligerents on a 
“cash and carry” basis, there will 
be a mad rush to obtain war or- 
ders. The effect on the arms and 
ammunition business is obvious. 
Guns and loads for sporting pur- 
poses will likely become scarce 
and high-priced. There will come 
also a great demand for shovels, 
picks and other tools. Under this 
situation, unemployment in this 
country should decrease sharply 
and general business reflect some 
improvement, as thousands are re- 
moved from relief rolls and from 
private and public charity. 


Shortages :— 


If, as reported generally, manu- 
facturers, wholesalers and retailers 
are without much surplus inven- 
tory, we may expect some short- 
ages in hardware and allied lines. 
In stress times, shortages bring 
higher prices, if the need for the 
goods is sufficient that consumers 
will pay premium prices. At press 
time, opinions about hardware 
price advances are not very defi- 
nite. There does seem to be a 
general tightening up among 
wholesalers in their attitude to- 
ward meeting alleged but not con- 
firmed competitive prices. There 
is also some rumor that future 
orders are being taken largely on 
an “open price” basis. The net of 
this is that most hardware men 
expect higher prices although a 
hasty canvass among a small but 
well-informed group of hardware 
authorities shows a complete lack 
of alarm about the price situation. 
There is a marked disposition to 
avoid speculative wholesale inven- 
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tory increases beyond the building 
up of current abnormally low 
stocks to a point somewhere near 
so-called normal. And in no in- 
stance do I find wholesalers urg- 
ing dealers to load up for specula- 
tive advances in inventory. If this 
situation is as general as it now 
appears and this attitude prevails 
within reason, we will avoid too 
much “boom” atmosphere and 
take “in our stride” the inflation 
that is coming. In this way we 
can avoid the “profitless prosper- 
ity” that was experienced during 
the last great war and its after- 
math. It is one thing to get manu- 
facturers excited enough to load 
up on raw materials; wholesalers 
worried enough to load up their 
warehouses and retailers to load 
up their stores, and still another 
entirely different problem to force 
consumers to buy goods priced 
too high and way beyond their 
value. 


Bolts, Nuts, Etc.:— 


Discussing the price outlook for 
various hardware lines, it was 
readily and very generally agreed 
that bolts, nuts and other “heavy 
items” are priced too low and 
should be advanced so that pro- 


ducers may make some profit. 


Inventory Improvement :— 


To sum it up, it seems highly 
desirable for both wholesalers and 
retailers to replenish their re- 
ported sub-normal current inven- 
tories to an extent approaching 
their normal status but, for the 
moment, to very definitely avoid 
speculative buying of merchan- 
dise. The absence of impetuous 
speculative buying should mod- 
erate the price advances and help 
keep hardware distributors in a 
more liquid position. There will, 
as always, be definite exceptions 
to such a rule. War needs may 
threaten to exhaust available 
stock of certain items on which 
you are given a short time oppor- 
tunity to cover for future require- 
ments. In such cases, your own 
past experiences are your only 
guide. Dealers will do well to 
encourage frequent serious talks 
with their sources of supply and 
to attentively keep posted on in- 
formation provided by their 


wholesalers on price trends, short- 
ages, etc. It will be a man-sized 
job to balance your inventory be- 
tween the position of losing sales 
because of inadequate stock and 
the even more dangerous position 
of being overloaded with frozen 
assets. For the few retail hard- 
ware men who have prospered 
greatly through inventory specu- 
lation in the past, there are lit- 
erally hundreds who found them- 
selves “holding the bag.” Don’t 
let your stock run down, but don’t 
overload your investment or your 
credit position. Keep your eyes 
“peeled” and your ears open. The 
competition will be just as keen 
and the rewards will go to good 
management. 


Hardware Week :— 
National Hardware Week has 


been renamed “National Hard- 
ware Open House” and is to be 
observed April 25 to May 4, 1940. 
Starting on a Thursday and 
carrying through to the second 
Saturday provides a little longer 
selling period than the previous 
Saturday-to-Saturday program of 
the past two years. Although I 
have no particulars, at the mo- 
ment, as to the reasons for the 
change in name, I assume it was 
decided upon by the National Re- 
tail Hardware Association, per- 
haps at its recent secretaries’ con- 
ference. Unless a small test vote 
was taken very privately, there 
seems to be no indication that 
either.wholesalers or manufactur- 
ers, generally, were consulted al- 
though their individual and co- 
operative aid is basic for the 
success of such a project. At 
first blush, the new name doesn’t 
appeal to me as much as did the 
old one. As there are some 300 
or more annual “weeks” all the 
way from “Write Your Mother 
Week” to “National Eat Noodles 
Week,” the consuming public has 
become accustomed to the “week” 
idea and has given “various 
weeks” some buying support. 
However, the “Open House” name 
and its accompanying new plans 
may prove a step forward. Cer- 
tainly any such project is of in- 
dustry-wide importance and merits 
support on that basis, under any 
name or title. 
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By ADON H. BROWNELL 


Chapter 59—Advanced Course 


Did You Know? 





HIS chapter brings us near 
the close of the Advanced 
Course of our study, as it is 
the next to the last one. As I 
contemplated that fact, it occurred 
to me that I should go through the 
library of manufacturers’ catalogs 
once more just to check up on any- 
thing of importance that I may 
have missed. In doing this I note 
a number of interesting things 
which I am going to jot down as 
I go along. This chapter might 
properly be termed a “Did You 
Know” chapter. 

For example, did you know that 
the American Cabinet Hardware 
Co., Rockford, Ill., has an un- 
usually large line of small hinges 
to meet unusual conditions? Their 
catalog No. 132 shows this line 
most advantageously. 

In the catalog of the Barrows 
Lock Works, North Chicago, IIL., 
I ran across a knob lock set for 
double-acting doors as shown in 
Fig. 1. That’s a rather unusual 








Fig. 1—Knob lock set for 
double acting doors. 
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lock. Did you know where you 


could get it before? 

The Best Universal Lock Co., 
Indianapolis, Ind., has a patented 
interchangeable core for all kinds 
of cylinder locks and padlocks, il- 
lustrated in Fig. 2 and Fig. 3, 





Fig. 2—Rim night latch with interch 


which permits imrhediate change 
of keys by removing the cores with- 
out disturbing the locks themselves 
by means of a control key. This 
company also makes a line of tu- 
bular locks which it offers to the 
trade. Fig. 4 illustrates one of 
them. 

The Casement Hardware Co., 
Chicagor Ill., first made an auto- 
matic top closer for casement win- 
dows as shown in Figure 5. I 
found several manufacturers who 
now make a similar device. Did 
you know who first made it? 

As I went through the catalog 
of the Champion Hardware Co., 
Geneva, Ohio, I ran across a sash 
fastener, shown in Fig. 6. It is 
made particularly for double-hung 
windows in summer cottages and 





other places where the windows 
are not equipped with weights or 
balances. Did you know such a 


fastener was manufactured or have 
you depended on the standard old- 
fashioned window spring bolt for 
cases of this kind? 





ble core. 





It may be a long step from sum- 
mer cottages to cold storage doors, 
but, as I continued my alphabetic 
perusal of builders’ hardware 
catalogs, I picked up that of the 
Chicago Spring Hinge Co., Chi- 
cago, Ill., and found a special 
folder dealing with a door closer 
for cold storage doors. It is il- 





Fig. 3—Mortise cylinder dead lock 
with interchangeable core. 
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Fig. 4—Tubular lock. 


lustrated by Fig. 7. Did you know 
there was such a device on the 
market ? 

Two manufacturers’ catalogs 
especially impressed me as I went 
through my library with their ef- 
fective and attractive presentation 
of period hardware. I refer to 
those of P. & F. Corbin, New Brit- 
ain, Conn., and the Earle Hard- 
ware & Mfg. Co., Reading, Pa. Did 
you know these manufacturers 
have specia? catalogs on this sub- 
ject? 

Nothing has been said through- 
out the course about key blanks. 
As I paged through the catalog of 
Corbin Cabinet Lock Co., New 
Britain, Conn., I was reminded of 
this fact. This firm has been the 
leader in a movement to get lock- 
smiths to use genuine blanks much 
as the automobile manufacturers 
have urged garages to use genuine 
parts. Key blanks do have a place 
in every builders’ hardware stock. 
Many stores have key-cutting ma- 
chines and make a nice profit on 
them. Did you know there was a 
definite movement to educate lock- 
smiths to use genuine blanks? By 
that I mean a Corbin blank for a 
Corbin lock—a Yale blank for a 
Yale lock, etc. 

Dudley Lock Corp.’s, Chicago, 
Ill., catalog featured a 4 in 1 bur- 
glar-proof lock cylinder, shown in 
Fig. 8, that was unique. Lock 
picking is a subject of interest in 
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books, on stage and screen. I will 
not attempt to discuss it here but 
this catalog will show you how 
Dudley features the subject and 
meets the situation. Did you know 
about a 4 in 1 cylinder? 

In my library is the catalog of 
the H. S. Getty Co., Philadelphia, 
Pa. In it I found an interesting 
line of builders’ hardware for 
metal doors and windows. 

Then in the F’s I found a most 
complete line of friction catches in 
the catalog of C. L. Frost & Sons, 
Grand Rapids, Mich. Did you 
know about this line of friction 
catches? 

As I came down to the G’s, I 
noticed an interesting little item in 
the catalog of Glynn-Johnson Mfg. 
Co., Chicago, Ill. This is a unique 





Fig. 5—Top closer for 
casement windows. 


small rubber door silencer fastened 
in the door jamb. This is remov- 
able and replaceable. Did you 
know that such an item was avail- 
able? 

The Chas. Hess Co., of Brook- 
lyn, N. Y., has a small but interest- 
ing catalog. I was particularly 
impressed with the unusual large 
line of hooks this company manu- 


Fig. 7—Door closer for 
cold storage doors. 














Fig. 6—Sash fastener for 
weightless double hung 
windows. 


factures such as step ladder hooks, 
meat hooks, etc. Did you know 
about this line? 

The catalog of the Lockwood 
Hardware Mfg. Co., Fitchburg, 
Mass., reminded me, as I came 
upon Fig. 9 of a Dutch door bolt 
and Fig. 10, of a Dutch quadrant, 
that at no point in the entire series 
had I mentioned hardware for 
Dutch doors. Do you know what 
a Dutch door is? Well, it’s really 
two doors—one above the other 
which can be fastened together by 
these devices to make them operate 
as a single door. Always remem- 
ber in addition to the bolt or quad- 
rant to fasten the two leaves to- 
gether that a Dutch door takes one 
more butt than a regular outside 
door usually equipped with three 
butts or a pair and a half—that a 
Dutch door requires four butts or 
two pair. 

The Macklanburg-Duncan Com- 
pany, Oklahoma City, Okla., has 
brought much “plus” business to 
the hardware trade with their Nu- 
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Fig. 8—Dudley armored 
pick-proof cylinder. 


metal spring bronze weather strip 
which can be installed by the home 
owner without removing windows 
or doors. Fig. 11 shows the device 
which has brought a new and prof- 
itable line to the dealer for over- 
the-counter sales which formerly 
went to installation agents. All 
types of metal nosing, edgings and 
mouldings are extensively shown 
in this firm’s catalogs. Did you 
know about this class of available 
business? 

McKinney Mfg. Co., Pittsburgh, 
Pa., has recently introduced a new 
drive tight butt, whereby a carpen- 
ter can apply the butt as he would 
a loose pin butt and then drive in 
the pin to make it a tight pin butt. 
Did you know about this? 

The Milwaukee Stamping Co., 
Milwaukee, Wis., manufacturers of 
the Lawson hinge line, shows in its 
catalog a garment fixture—see Fig. 
12. You will note this device is 
different from ones we have cov- 
ered previously. Each hanger has 
a hook so that the garments are 
not packed too closely together. 
Did you know about this fixture? 

Ship hardware is, of course, 
really builders’ hardware. We 


Fig. $9—Dutch 
door bolt. 





have not, nor will we now, devote 
any particular study to it, but as 
I looked through my catalogs I 
was impressed with the line of ship 
hardware shown in the catalog of 
the Norwalk Lock Co., Norwalk, 
Conn. Did you know ship hard- 
ware was different in many ways 
from other builders’ hardware? 

In the catalog of Penn Hard- 
ware Co., Reading, Pa., is a unique 
jimmy-proof lock (Fig. 13). No- 
tice the latch and strike. Did you 
know such a lock was manufac- 
tured? 

How manufacturers of builders’ 
hardware sometimes stray from 
strictly builders’ hardware items 
was impressed on me as I picked 
up the catalogs of Reading Hard- 
ware Co., Reading, Pa., and Rus- 
sell & Erwin Mfg. Co., New Britain, 
Conn. In the Reading catalog I 


At the left. 
Fig. 10—Dutch 
door quadrant. 


Fig. 12—Sliding 
garment hanger. 


found an extensive line of lawn 
mowers displayed and in Russell 
& Erwin’s a unique food chopper 
that opens and permits easy clean- 
ing. 

While Sargent & Co., New 
Haven, Conn., does not show this 
line in its regular hardware cata- 
log, it is interesting to note in 
passing that they are among the 
leaders in the manufacture of cas- 
ket hardware. Yale & Towne Mfg. 
Co., Stamford, Conn., also step out 
from the regular builders’ hard- 
ware business, being recognized 
among the leaders in government 
mail boxes for post office and man- 
ufacturers of chain hoisting de- 
vices. 

Did you know these manufactur- 
ers were leaders in these other 
lines? 


Fig. 13—Jimmy-proof mortise lock. 
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Fig. 14—Jimmy-proof rim night latch. 


But to return to builders’ hard- 
ware again, we are now down to 
the S’s. Starline, Inc., Harvard, 
Ill., offers the trade an interesting 
line of steel cellar windows and 
structural steel ventilating win- 
dows. Did you know you could 
obtain such a line to win back the 
business usually lost when metal 
windows are used? 

Then I picked up a catalog of 
Segal Lock & Hardware Co., New 
York City, featuring “jimmy- 
proof” locks. Segal, I am quite 
certain, was the first to develop a 
“jimmy-proof” rim night latch 
(Fig. 14) the bolts working on 
the same principle as the pin in a 
butt, bolting the door and frame 
together. While this type of lock 
is now made by several manufac- 
turers, it was Segal who first de- 
veloped this idea. Did you know 
that Segal about a year ago came 
out with a new _ burglar-proof 
cylinder whith was described in 
the “What's New?” page of 
HARDWARE ACE under date of 
May 5, 1938? 

The A. R. Rittenhouse Co., Inc., 
of Honeoye Falls, N. Y., has per- 
fected a beautiful, practical and 
fast-selling line of door chimes. 
Fig. 15 shows one of the popular 
ones. Door chimes have taken the 
shock out of the ringing door bells 
and are putting extra dollars into 
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the tills of hardware dealers who 
push them aggressively. They sell 
readily. Did you know that such 
a sales-builder was available? 

Skillman Hardware Mfg. Co.’s 
Trenton, N. J., catalog shows a 
most complete line of rim locks. 
Fig. 16 from their catalog shows 
a rim store door dead lock—just 
one of the many rim locks manu- 
factured by this company. Did 
you know that Skillman made one 
of the most complete lines of rim 
locks in the country? Rim locks, 
of course, are only part of their 
line. 

Heretofore we have made men- 
tion of Soss hinges, but did you 
know that Soss Mfg. Co., Roselle, 
N. J., in addition to its regular 
invisible butt line, make a com- 





Fig. 16—Rim store door dead lock. 


plete line of special invisible 
hinges for furniture, cabinets, and 
metal cabinets? You will find these 
illustrated in the Soss catalog. 

The catalog of Technical Glass 
Co., Los Angeles, Cal., presents 
another idea in door knobs (Fig. 
17). Glass knobs in eight colors 
with chromium metal tops. Did 
you know of this metal and glass 
door knob? 

Finally, I came to W, and pick- 
ing up the catalog of Western 
Products, Inc., I noticed a ward- 





Fig. 17—Glass knob with 
chromium metal tops. 


robe hat and coat rack (Fig. 18). 
Did you know that it was obtain- 
able? 

Now we come to the final item I 
want to mention in the course. The 
job is done. A large job with 
hundreds of keys to be taken care 
of. Did you know that at least 
two manufacturers have solved this 
problem with key systems, panels, 
cabinets and files, systematically 
filing and recording proper places 
keys belong. Fig. 19 shows what 
I mean. This sort of installation 
on larger work saves endless time 
and confusion. There are two man- 
ufacturers that I know of offering 
these systems to the trade. They 
are the Lund Equipment Company 
of Cleveland, Ohio, and P. O. 
Moore, Inc., New York City. 

So we come to the end of the 
library. Many other manufac- 
turers’ catalogs not mentioned in 
this chapter and many other items 
in the catalogs of manufacturers 
who have been mentioned in the 
chapter have helped me contribute 
my bit toward making this course 
instructive by their illustrations. 

Just one thing more in closing 
this chapter. I hope no reader will 
get the impression that the articles 
I have mentioned are the only 
things any of these manufacturers 

(Continued on page 80) 














Fig. 18—Wardrobe hat and coat rack. 
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A Hardware Age Original Window Display Idea 


National Vasher-Lroner 


Second annual observance of event 


will be emphasized by radio, news- 


paper and magazine cooperation 


and offers opportunity for sales 


OR the second time the 
| pec and ironer industry 
will focus consumer atten- 
tion on its labor-saving home 
laundry equipment. And once 
again hardware and electrical ap- 
pliance dealers will have at their 
command a nation-wide promo- 
tion by which to do a tremendous 
washer-ironer selling job. 
National Washer-Ironer Week, 
Oct. 14 to Oct. 21, is sponsored 
by the American Washer and 
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Ironer Manufacturers’ Association. 
Based on last fall’s results when 
the event produced the largest 
single week’s retail sales in the 
industry’s history, this year’s cam- 
paign is a “must” on every hard- 
ware dealer’s appliance merchan- 
dising program. With the industry 
generally reporting a 30 per cent 
increase in this year’s shipments 
over 1938, National Washer- 
Ironer Week, 1939, is expected to 
show even greater proportionate 








A suggested window display 
for National Washer-Ironer Week. 





W. NEAL GALLAGHER 


President, American Washer 
and Ironer Mfr.’s Ass’n. 


gains, according to J. R. Bohnen, 
executive secretary of the associa- 
tion. 

Radio, newspapers and leading 
consumer magazines will again be 
forcefully stressing modern home 
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laundry equipment. Public utili- 
ties and electrical leagues will be 
throwing their weight behind this 
event. W. Neal Gallagher, presi- 
dent of the American Washer 
and Ironer Manufacturers’ Asso- 
ciation, starts off the week with 
a special broadcast from WGY, 
Schenectady, N. Y., on the eve- 
ning of October 13. The Crowell- 
Collier Publishing Company will 
also “boost” the week on 16 
radio stations, coast-to-coast, over 
which Jean Abbey gives buying 
suggestions. 

In addition to the foregoing, 
hardware retailers will have at- 
tention - getting, sales - compelling 
display material and publicity 
with which to dig in the million 
dollar home laundry and replace- 
ment market. The stage is set! 
Your reward will be only as great 
as your effort! 

Orange, blue and black is the 
color scheme for National Wash- 
er-Ironer Week. Dealers will re- 


ceive from their manufacturers or 
distributors two banners, 44 by 
534 in. in official colors, one with 
appropriate text and the other 
with the slogan, “For Family 
Washing, There’s No Place Like 
Home.” This slogan, so success- 
fully used last year, again ties in 
with the familiar sketch of the 
house that has been used on pro- 
motion material of the Association 
for years. 

In addition, there are three 
pennants, 15 by 24 in., one in 
blue and orange and two in 
orange and black. The first car- 
ries the slogan, “See New Models 
Here” and the other two, “Buy 
Your Ironer Now” and “Buy 
Your Washer Now.” This mate- 
rial will be folded and enclosed 
in an envelope 7 by 16 in. with 
the corner card printed in orange. 

Hardware dealers’ promotion 
plans for National Washer-Ironer 
Week should be carefully devel- 


oped if the merchants are to get 
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the most out of this great mer- 
chandising opportunity. Harp- 
WARE AGE presents here three ap- 
propriate displays, using official 
display material, one window dis- 
play and two interior displays. 

The suggested window display 
combines ironers and washers. 
The official posters and pennants 
are used in the background of 
the display. The side panels of 
the background are constructed of 
medium blue wall board while the 
center panel is white. Chrome 
strips along the edges in parallel 
lines provide a touch of modern- 
ism. 

Two washer models are shown 





J. R. BOHNEN 


Executive Secretary, American 
Washer and Ironer Mfr.’s Ass'n. 


eel A 


Hardware 
Age 
Original 
Display 
Idea 





This suggested display is for 
the side wall inside of the store. 
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at the sides with the center of the 
window featuring a popular priced 
ironer. The ironer should be dis- 
played on a raised platform. 
Other small accessories such as 
clothes lines, clothes pins, etc., are 
displayed on the floor at the front 
of the window. However, atten- 
tion should be focussed on the 
major appliances. To make this 
merchandise stand out, place blue 
gelatin over the regular window 
lights. Each item should be spot- 


board along the top of the dis- 
play will get attention. Official 
posters and pennants will identify 
the display as something of special 
importance. 

If side wall display space is 
not available, a center floor ar- 
rangement such as illustrated be- 
low may be used. This display 
occupies the identical space re- 
quired by the usual battery of 
tables when placed back to back. 
Replace the tables with platforms 


A Hardware Age Original Display Idea 


This suggested arrangement is for a center floor 
display when side wall space is not available. 


lighted with three of the new re- 
flector-type bulbs of at least 300 
watts. 

Attractive displays of home 
laundry equipment inside the 
store are equally as important. 
Here manufacturers’ display mate- 
rial can be used to good advan- 
tage as well as the two HARDWARE 
AGE suggested interior displays. 

Either wall space or platform 
space in the center may be used. 
The blue and white color scheme 
followed in the window should be 
carried out in the store. Corru- 
gated board or crepe paper are 
materials anyone can adapt to the 
suggested layout shown on these 
pages. 

In the display along the side 
wall, two washers are featured on 
raised platforms, while a _ third 
model is featured in the center of 
the display. If a combination dis- 
play is necessary, show the ironer 
in the center of the display. Cut- 
out letters of wood or corrugated 
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approximately two inches from 
the floor and construct a back- 
ground, as shown, against which 
the various items can be dis- 
played. This background should 
be from 4 ft. to 4 ft., 6 in. high. 
Washing machines can be shown 
on the ends and ironers may be 
demonstrated in the center part. 
The blue and white color scheme 
should also be carried out here 
and the official posters and pen- 
nants used above the display as 
shown in the illustration. 


Displays Important 


These displays are offered as a 
suggestion and as a starting point 
from which dealers can bring 
their own creative ideas into play. 
But the importance of using either 
window or interior displays, or 
both, cannot be stressed too great- 
ly. Your home laundry equip- 
ment sales during National Wash- 
er-Ironer Week will depend 


entirely upon your making your 
store headquarters for ironers and 
washers. Your windows and your 
interior displays will be your best 
assets. 

To encourage this type of pro- 
motion, the National Washer- 
Ironer Week has planned window 
contests. The competition will be 
in three divisions and dealer cash 
prizes ranging from $200 to $25 
in each contest will be awarded 
for the display windows best typi- 
fying the advantages of home 
laundry equipment. A cash award 
will also be made to the factory 
or distributor salesman first fill- 
ing the entry of each successful 
contestant. 


Classes of Awards 


The display awards will be 
made by the association as fol- 
lows: Class A, utilities and de- 
partment stores, first, $200; sec- 
ond, $100; third, $50; fourth to 
seventh, $25 each. Class B, ap- 
pliance shops, and hardwares and 
Class C, furniture stores and all 
others, receive the same awards 
as Class A. “Nominating” sales- 
man in each case receive: first, 
$100; second, $50; third, $25; 
fourth to seventh, $10 each. 

All entries must be reported on 
blanks obtainable from home laun- 
dry equipment manufacturers and 
distributors and filed with the sec- 
retary of the Association, J. R. 
Bohnen, 141 Jackson Boulevard, 
Chicago. Each window must in- 

(Continued on page 67) 








This poster tells its own story. 
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A fine collection of revolvers and 
pistols is the hobby of Samuel Blass, 
sporting goods department manager, 
Central Hardware Co., St. Louis, Mo. 
Interested in small arms for several 
years, Mr. Blass began his collec- 
tion earnestly in 1935, and now has 
one ranging from models of 75 years 
ago up to those currently on the 
market. The collection is kept in 
cabinets in the basement of Mr. 
Blass’ home, together with an equal- 
ly fine collection of rifles. An un- 
usual twist to his hobby is the fact 
that he uses every gun in his col- 
lection. Another specialty is mount- 
ing them with pearl and filigree han- 
dles and grips. 


D. W. Northrup, president, The Henry G. 
Thompson & Son Co., hack and band saw 
manufacturers, on the job in his squash patch 
on his farm at Chesterfield, Mass., about 85 
miles from New Haven, Mr. Northrup has 
been a gardening enthusiast since his boy- 
hood days when, at the age of 14, he kept a 
garden occupying three-quarters of an acre 
At that time he did all the work on his garden, 
excepting spring plowing. His 30-acre farm at 
Chesterfield is his favorite retreat where he 
spends most of the warm weather week ends. 
Besides his half acre garden at the farm, he 
has pasture lands and acreage devoted to 
hay and other live stock feed. Mr. Northrup 
is president of the American Supply & Ma- 
chinery Manufacturers’ Association 


HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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A 


New location, new front 


Ae 


fixtures give ample 








hardware store in 


Liberal use of neon 
lighting makes’ the 
front of the store 
stand out in a man- 
ner suggesting pro- 
gressive management, 
modern merchandising 
and adequate _ stock. 





lieves in this type of advertising step of construction and installa- 






HEN W. Lee Atkins, own- 
er of Atkins Hardware, 
Texarkana, Texas, moved 


his store to a new location, a new 
front and attractive modern dis- 
play fixtures advertised the fact 
of an important change to the 


that is characterized by doing un- 
usual things rather than in adver- 
tising by means of the printed 
word. 

The new store made a favorable 
impression on customers from the 
very start. People in the commu- 
nity were interested in all phases 
of the work going on in the new 


tion until the job had been com- 
pleted. In short, throughout all 
the changes which were being 
made, the store was advertising 
itself to customers by showing 
them the changes and how they 
were made by means of actual 
demonstration. 

More display space was avail- 





entire community. Mr. Atkins be- location and closely followed every —_—_ able in the new store and a line of 


Looking toward the rear 
— gifts, electrical goods, 
china and glassware are 
at the left next to the 
door in glass’_ shelved, 
individually illuminated 
cases. Aluminum and 
enamelware, paint, har- 
ness and farm and house- 
hold departments follow. 
Sporting goods are at 
the right followed by 
tools, hardware, bolts and 
steel goods. Three table 
batteries are in center 
with cutlery up in front. 








a 


a 


o> 


and modern merchandising 


publicity to Atkins 


Texarkana, Texas 


Toys, wheeled goods 
and games are shown 
the year ’round on a 
balcony at the rear. 
Wooden ware, luggage 
and oil stoves and 
heaters are shown 
during the season. 


dise with each display suggesting 
items they may need and bringing 
this to the customers’ mind when 
they are in the store and in a buy- 


electrical supplies and pipe fil- 
tings was added. Old lines were 
also arranged more compactly and 


displayed in a manner calculated does not deliver merchandise as 


to stimulate Customer inspection. 
Mr. Atkins said, “Customers seem 
to like the new arrangement and 
we know that a great many extra 
sales were made as a result. Every 
person coming into the store is 
literally surrounded by merchan- 


ing mood.” 

This firm concentrates on sell- 
ing merchandise that does not re- 
quire service work. Practically the 
entire stock consists of items that 
are sold in the store and taken 
away by the customer. The store 


a general practice and Mr. Atkins 
has this to say about it: “Mer- 
chandise requiring service work 
adds to costs and we do not fee: 
that it produces as much net mar- 
gin in the end as many lines not 
requiring this extra work. There 


Looking to the front of 
the store you see ledge 
displays with special 
lighting. Nail counter 
with cash register and 
scale is in the  fore- 
ground. Galvanized ware 
table is shown at the 
left. No merchandise is 
shown on top of the 
fixtures and the attention 
of customers is accord- 
ingly directed to the 
displays of merchandise 
which are featured in 
the various fixtures. 














Open tool case and panel door displays for tools and hardware. 
Electrical table in foreground uses step-up units and mass 
display bins. A home-made rack for showing electrical cord and 
wire constructed of pipe may be seen at the rear of the table. 


are a few items which do require 
some service work but we push 
those that can be merchandised 
in the store more, especially, now 
that we have the facilities to work 
out merchandising plans in the 
store and windows.” 

Windows are the only publicity 
medium used and excellent dis- 
plays are installed and changed 


Letters 


Joint Bank Accounts 


South Orance, N. J.—I read 
your interesting article on “Joint 
Bank Accounts and the Future” 
(See Harpware Ace, Aug. 24, 1939, 
p. 39) and would appreciate your 
kindness of letting me know what 
the legal aspect would be in such an 
account if the wife should die first— 
would it then be legal for the hus- 
band to change the account to his 
own name without process of law. 

Rosert T. Morrison, 
Morrison & Turbett, Inc. 

To this request, Albert Woodruff 
Gray, attorney and the author of this 
article, replies: 

“The simplest method to meet the 
contingency you mention, the decease 
of the wife prior to the death of the 
husband, would be to provide in the 
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often. Every item in the window 
is priced and it is priced right. 
Mr. Atkins comments on this as 
follows: “Every item must be 
priced right if it is to make an 
impression on the customers. We 
try to have all our merchandise 
priced to get the customers’ at- 
tention and make them come back 
for more. Local papers are never 


to the FAditor 


trust memorandum for a termination of 
the trust should such an event occur. 

“An article must of necessity be gen- 
eral t» be of interest to a large number 
of readers. However, the trust could 
readily contain whatever conditions were 
best adapted to carrying out the hus- 
band’s wishes. This suggestion excludes 
the right by the husband to revoke 
the trust of his own volition. Such a 
condition would unquestionably raise 
the question by the tax authorities that 
the transfer of the property to the trust 
was not an absolute transfer.” 


Operate Conservatively 


New York, N. Y.—Many of us, 
who are by no means elderly, re- 
member the excitement, the boost 
in prices, the inability to get mer- 
chandise, which occurred during the 
last world war. 


used nor are circulars or other 
forms of printed advertising. Cus- 
tomers consider our store com- 
petitively priced and as a result 
they see what our price is first and, 
if in line, make the purchase. It is 
not necessary for us to advertise 
under these conditions but it is 
necessary for us to price our 
merchandise to keep them coming, 
and this we do.” 

Mr. Atkins and his son operate 
the store using extra help as nec- 
essary. Each is interested in local 
clubs and community affairs and 
when taking part in any commu- 
nity activity do so in such a man- 
ner that people remember it. 

The Merchandising Division of 
Simmons Hardware Co., St. Louis, 
Mo., Paul Mullekin, director, 
planned a layout of the store, de- 
signed the front, and supervised 
the installation of fixtures and 
display of merchandise. The fix- 
tures used in the store are manu- 
factured for Simmons to their 
specifications and distributed bv 
them. All equipment is finished 
in medium oak, panel doors are 
ivory, as are all open cases. Ledges 
and cases have lumiline lighting 
units where extra individual light- 
ing is essential. 


Many of us remember too, the 
sudden deflation, the loss in inven- 
tory, the difficulty in selling items 
suddenly changed from fast-moving 
to slow-moving, which occurred after 
the war ended. 

One in a thousand people is smart 
enough to make money out of gam- 
bling in inventory and price ad- 
vances. 

It seems to me that the safest 
thing we in the hardware business 
can do, is to operate as we have in 
the past, conservatively, on the basis 
of the sales we are making, not on 
hopes that we may have for a boom. 

Remember—what goes up too far, 
goes down with a bang! 

I. ButcHik 
Bronx Hardware & Supply Co. Inc. 
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Fk. OUT 1; UTNHOVETS A Year 


Here’s the type of display the firm uses with double-barrelled 
effect in attracting homeworkshop fans and industrial users. 


on a $1500 Power Tool Stock 


HEN a_ store’ makes 
W friends of local home- 
workshop fans by show- 
ing them the how and the why 
of different types of power tools 
and accessories it is also getting 
customers for the other lines it 
handles. The O’Dea Hardware & 
Paint Co., Des Moines, Iowa, 
which enjoys approximately four 
turnovers a year on a stock of 
homeworkshop equipment and ac- 
cessories, averaging a value of 
$1,500, plays host to members of 
the Des Moines Home Workshop 
Guild from time to time. This 
friendly attitude plus a good in- 
terior display and frequent use 
of display window space are the 
main factors in helping the store 
sell the homeworkshop idea. 
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The O’Dea Hardware &? Paint Co. of 
Des Moines, Lowa, also plays host 


to the local homeworkshop guild 


and makes both friends and sales 


Homeworkshop fans, like other 
hobby enthusiasts, take their lei- 
sure time hobbies very seriously 
and are anxious to have as com- 
plete equipment as possible in the 
shortest time. Therefore fans, 
with limited funds who are good 
credit risks, are permitted to pur- 
chase homeworkshop equipment 
from the store on deferred pay- 
ment plans to enable them to 


quickly obtain complete outfits. 
While the usual deferred payment 
plan calls for a down payment of 
10 per cent or more with the bal- 
ance due in 12 monthly payments, 
longer terms are granted, in some 
instances. A flat 6 per cent 
finance charge is made in such 
transactions. 

From time to time the O'Dea 
Hardware & Paint Co. entertains 
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members of the Des Moines Home 
Workshop Guild, although most 
meetings of this group are held 
at a local junior high school. 
Herschel Braught, of the O’Dea 
store, says, “The Guild meetings 
at our store are naturally held to 
make friends and to help us meet 
prospects. We usually have a fac- 
tory representative talk at the 
meetings. These representatives 
answer questions and show and 
tell our friends how to use and 
keep in good order power tools, 
not only of the line we handle 
but other makes as well. Just how 
such meetings help business is 
hard to tell. I do know that the 
last one at the store helped sell 
two or three machines, possibly 
more. And many of the visitors 
learned about other merchandise 
displayed in our. store. That meet- 
ing brought out several men who 
had never been in our store be- 
fore. 

“The Guild has a membership 
of about 60 and has an average 
meeting attendance of 40, mostly 
adults. There are school teachers, 
salesmen, executives, doctors. 
clergymen and retailers from dif- 
ferent trades in the organization. 
Although most of the members 
use power tools as a hobby, some 
use this equipment to make their 
living. Besides entertaining mem- 
bers of the Guild at store meet- 
ings, we also cooperate with that 
group by exhibiting some of the 


work of individual members in 
our windows from time to time. 

“We display homeworkshop 
equipment in the windows about 
four or five times a year. Al- 
though good business in this line 
is done with homeworkshop fans, 
much of this type of merchandise 
is sold to carpenters’ schools, 
and industrial and manufacturing 
plants, particularly the heavier 
items.” 


Everyone Sees It 


The homeworkshop department 
is located in the center of the 
store so that few people can 
enter it without being aware of 
this well stocked section. One of 
each complete unit is kept on dis- 
play most of the time, and some 
units are equipped with motors 
for easy demonstration. Four dif- 
ferent models of band saws, priced 
from $19.95 to $145 are stocked 
and six models of bench saws 
listing from $13.50 to $168. The 


includes four 
presses from 


basic stock also 
models of drill 
$19.95 to $87.50. 
Showing a homeworkshop fan 
what a machine will do is a most 
important factor in selling such 
equipment. Says Mr. Braught, “A 
person buying a power tool is not 
so much interested in the style of 
the machine as he is in what it 
will do and the sturdiness of its 
construction. He wants to know, 
too, how easy it is to change a 
machine from one operation to 
another. We do not have to do 
much demonstrating although we 
do keep motors on several ma- 
chines. All of our power tools, 
with the exception of the lower 
priced units, are equipped with 
sealed ball bearings made espe- 
cially for their respective duty. 
When selling a saw, for instance, 
we show the prospect how the 
table or arbor, whichever the case 
might be, is tilted and raised and 
lowered to gage the cut wanted. 
And we show the prospect how 
the rip fence and miter gage 
works, emphasizing the ease with 
which these things are accom- 
plished by merely turning the 
wheel for such adjustment until 
the gage shows when the set re- 
quired has been reached. 
“Homeworkshop equipment is 
a good line for a hardware store 
to handle because there are so 
many other hardware _ items 
(Continued on page 130) 


The homeworkshop 
department. There 
have been changes 
in models handled 
by the store but all 
of these items as 
well as additional 
ones, are still han- 
dled by the firm. 
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American Hardware Manufacturers 


Neglect Improved Canadian 


Market Opportunities 


By Gorpon L. CoHOON 


Manufacturer’s Agent 
Montreal, Canada 


Editor’s Note: This article, written several weeks ago, 
has a particular significance now that the European war 
is in progress. German goods will be decidedly unpopular 
in Canada, even if they were available, and production of 
British goods will undoubtedly be curtailed, due to the 
conversion of production units to war purposes. This situ- 
ation makes the Canadian market of utmost importance to 


American manufacturers. 


The author is a competent ob- 


server and describes his own first-hand studies of the dis- 
tribution of American hardware in Canada. 


EVERAL months after the 
S first trade agreement be- 
tween the United States and 
Canada had been in operation 
certain facts were brought to my 
attention which led me to believe 
that there were many American 
hardware manufacturers who were 
not doing any business in Canada 
who could do considerable. 

I started to make a thorough 
study of conditions. Our own 
Canadian Government reports were 
used and considerable information 
was obtained from United States 
Consulate offices in Canada. Harp- 
wARE AGE Directory, Dun & 
Bradstreet’s and other directories 
were consulted and, as this in- 
formation was gathered, I started 
a card index form on individual 
firms. When making trips to any 
American cities I would spend 
considerable time in the leading 
stores and makes notes of brands 
and prices of various lines they 


SEPTEMBER 21, 1939 


were selling. This all served to 
prove my conviction, and many 
individual cases have since come 
to my notice to prove it. Here is 
an interesting case: 


An Interesting Case 


A Canadian manufacturer’s 
agent of good standing wrote to 
an American firm which was doing 
a very nice business in the United 
States and was highly regarded. 
His references were of the best, so 
they replied by offering an agency 
and sending prices and some sam- 
ples. They offered a good com- 
mission, but, to his surprise, ad- 
vised that they had previously had 
a representative who could do no 
business on account of prices the 
Germans were offering. They sug- 
gested that he try and sell a cheap 
grade they made of the goods in 
question. The result has been that 
his sales of this line of goods bring 


him in a very nice monthly in- 
come and hardly 5 per cent of his 
sales are of the cheap grade. 
As I traveled throughout the 
country, I naturally began talking 
to different buyers and executives 
regarding these facts, and it was 
then that I started to realize a fact 
of even more importance. That is, 
that there are many American 
manufacturers now doing business 
in Canada who could increase their 
trade tremendously. Different 
buyers would often mention some 
firm they liked doing business 
with, but stated that they rarely 
saw a representative, either resi- 
dent or direct, from the factory, 
and when they did it was not more 
than once a year. I would make 
notes of these and then ask other 
buyers regarding this condition 
and in almost every case I would 
get the same information. Numer- 
ous cases have been brought to 
my attention but T will just men- 
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tion one that I heard of recently. 

A large American firm had, for 
many years, been doing business 
in Canada and had been exceed- 
ingly well thought of by all the 
large buyers. A Canadian manu- 
facturer’s agent, however, had 
noticed that in the past three years 
other competitive lines seemed to 
be getting the bulk of the busi- 
ness. He made inquiries and 
learned that the sales manager 
of this firm for some years had 
been making rush trips to three or 
four of our largest cities once or 
twice a year. He obtained refer- 
ences from some of this firm’s 
best customers and went to see 
the company. The sales manager 
felt he could do as much as any 
manufacturers’ agent but after a 
long talk and argument the agent 
obtained the agency. At first this 
agent received no cooperation but 
in a few months he was asked to 
come to the factory at their ex- 
pense. When leaving he was given 
cash, not only to cover that trip 
but also for the preliminary trip 
he had made when seeking the 
agency. His contract now calls 
for two trips a year to the factory 
at the firm’s expense and the same 
sales manager spends time with 
him each year, just as he does 
with different salaried men 
throughout the United States. It 
is perhaps not necessary to say 
that the sales have increased by a 
large amount. 


Adequate Force 


Frankly, I admit that when I 
first started to get what informa- 
tion I have together I did it with 
the idea of getting agencies. It 
may surprise you that during the 
three-year period I have written or 
interviewed only 14 firms. I have 
obtained the agencies for six and 
resigned two of them. One of 
these was due to a lack of co- 
operation in service, and the other 
because I had made a mistake as 
to the quality of goods sold in 
Canada. My own policy is not to 
handle any more lines than your 
own sales firm can handle well, or, 
in other words, not to take on 
extra agencies until you have a 
sales force that can adequately 
look after them. I have found, 
however, that the information ob- 
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tained has helped me in having a 
better knowledge of the hardware 
trade in general, and I do not in- 
tend to stop learning now. 

American salesmen who come 
over here never -fail to remark 
upon how well informed our 
Canadian buyers are on new goods 
and prices, as well as on all lines. 
Our wholesale hardware firms are 
all financially sound with capital 
enough for the volume they do. 
Many of them have from 20 to 
40 or more traveling salesmen and 
practically every one takes advan- 
tage of every cash discount. It is 
by selling these firms that I be- 
lieve the American hardware man- 
ufacturers can best obtain a good 
sound Canadian business. 

From observation as to stock 
carried, and especially the quality 
of that stock, I believe both our 
wholesale and our retail stores 
compare favorably with those in 
the towns and cities of the United 
States. 


Fifth Trading Nation 


Outside countries often look at 
our immense size, with small popu- 
lation of 11,000,000 to 12,000,000 
in a none too flattering manner. 
They forget that Canada is now 
rated fifth as a _world-trading 
nation. They do not consider our 
great yearly output from mines, 
forests, lands, and other resources. 
I often wonder if United States 
manufacturers consider this as they 
should. It is true many of your 
firms have established branches or 
subsidiary firms here, but what 
American manufacturer would not 
give considerable thought to estab- 
lishing or appointing a representa- 
tive for the State of New York, 
including New York City, whose 
population is about the same as 
Canada? 

On account of my own position 
it is impossible to say, perhaps, as 
much as I would like on this point. 
However, I feel that if American 
manufacturers would come to 
Canada and interview our largest 
buyers and take time to acquaint 
themselves with conditions they 
would find it would benefit them. 

No doubt many Canadian man- 
ufacturers’ agents will disagree 
with me when I say that it is really 








no benefit to themselves or to the 
manufacturer they represent to 
carry consignment stock. I believe 
it often decreases the volume of 
sales rather than increases them. 
It is expensive for both the agent 
and the manufacturer, and, in 
most cases, I believe the same ser- 
vice can be rendered to the cus- 
tomer by the proper use of the 
telephone, telegraph and air mail. 
I do not wish to say that there are 
not cases where it will help, how- 
ever, I would strongly suggest that 
any manufacturer should make 
himself fully acquainted with the 
situation up here before doing 
this. 

On account of the recent visit to 
Canada of our King and Queen 
our country has received more ad- 
vertising than ever before. Per- 
haps this is more true of the 
United States than of any other 
country. I have been laughed at 
in past years when | stated that 
the United States sold more to 
Canada than to any other nation, 
and that the United States bought 
more from Canada than from any 
other nation. I am sure this would 
not happen right now. 

The visit our King and Queen 
made to your country was watched 
with no less interest than the one 
they made to our own land. No 
Canadian will ever forget the wel- 
come and the cheers of friendship 
that you gave them. You are called 
our American cousins, but I am 
sure we all feel this does not ex- 
press how closely bound we are to 
you. 

Certainly American manufac- 
turers will never have a better op- 
portunity than right now to do 


‘business here, as not only do we 


feel more friendly to the United 
States than ever before, but public 
sentiment throughout Canada is 
against buying anything from cer- 
tain nations. I honestly believe 
that 80 per cent of Canadians will 
willingly pay more for the same 
article, even if the quality is the 
same, if it is Canadian, British or 
American than they would if it 
were of German or Japanese man- 
ufacture. 

Our prospects for 1939 crops 
are excellent. 

Again I suggest that you take 
advantage of the opportunity 
offered. 
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WE SUGGEST THAT YOU 
SAVE THESE CARDS 
And Solve the 
Scrambled Letter Puzzle 
Keep these cards until you 
can spell out CHANDLER 
BOYD PIPE—using the let- 
ters, one of which is printed 
at the bottom of each card. 
Then mail the cards back to 
us and you will receive a 

useful gift for a man. 


* * 
* H * 
This is 
Chandler-Boyd Pipe Month 
CHANDLER-BOYD CO. 
45-51 TERMINAL WAY 
PITTSBURGH, PA. 











Two cards used for sales promotion, in 
center is the message that got results. 


P, Lanning a Customer’s 


Direct Mail Campaign 


It should have general appeal, be 


By A. J. WiLLiams* 


General Manager, 
Chandler-Boyd Co. 
Pittsburgh, Pa. 


DIRECT mail campaign or 
mail sales promotion is a 


mass selling tool that carries 
a sales message to all customers and 
prospects simultaneouly and sup- 
plements the salesman’s personal 
call. It has, in addition, great value 
in keeping a distributor in contact 
with accounts when the distributor’s 
salesman does not call frequently 
enough or has neglected the ac- 
count. 


*From an address before Triple Mill 
Supply Convention, on board S.S. Mon- 
arch of Bermuda, May 26, 1939. 
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synchronized with the salesmen’s 


efforts and be timed seasonally 


In planning the campaign, three 
factors must be kept in mind: 

1. Customers and prospects are 
of many different kinds. The sales- 
man who can be equally successful 
with many different types of cus- 
tomers and prospects is a rare indi- 
vidual and in the same way a sales- 
letter that appeals equally to all 
customers is a rare thing. 

2. The selection of the product 
or service to be pushed requires 
executive attention as a campaign 
is really a foundation stone in a 
sales structure. It is most difficult 
to train the salesman along the 











lines of executive thinking, i.e., to 
have him put forth his best efforts 
on the product or type of material 
which the best interests of the dis- 
tributor demand. A mail cam- 
paign makes this determination for 
the salesman. Therefore, to be ef- 
fective, the direct mail campaign 
should be in accordance with 
planned executive policy and 
should be synchronized with the 
efforts of the salesmen. 

3. A campaign should be timed 
seasonally so as to secure maxi- 
mum results. 

A direct mail campaign is noth- 
ing more than placing a short sales 
talk and descriptive literature on a 
chosen product or item into the 
hands of the proper person or per- 
sons whose decision influences the 
buying of that particular product. 

Like any other science, the plan- 
ning of a direct mail campaign 
requires classified knowledge be- 
fore conclusions can be reached. 
Some of the questions which must 
be answered are: 


Leading Questions 


1. What mailing list shall we 
use; that is, whom shall we try to 
sell on this particular commodity ? 

2. What kind of mailing pieces 
shall we use? This involves the 
following questions: 

(a) What commodity do we 
wish to select as the sales item? 

(b) How can we best interest 
the prospect in the selected com- 
modity ? 

(c) What are the quality attri- 
butes of this commodity and which 
quality shall we emphasize? 

(d) What shall we say which 
will make the prospect act or, in 
other words, cause him to pur- 
chase, specify or become sufh- 
ciently interested to inquire? 

Let us return to the first ques- 
tion to be answered. What mailing 
list shall we use? The mailing list 
is the backbone of the campaign. 
A virtue of mail promotion is it’s 
unlimited expansion possibilities. 
You can blanket every customer 
and prospect in your territory, but 
you must first determine which 
ones are prospects for what you 
are going to push. The quickest 
and best source of information is 
to have each salesman analyze his 
customers; ascertaining and select- 
ing those men whom it is first 
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necessary to sell on the commodity 
involved to initiate an order or 
inquiry. The salesman must an- 
swer the question as to “who's 
who” in each company. It is neces- 
sary that the mailing list include 
names, initials, position or title 
and influence on the material in- 
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nel, deaths, men dropped from the 
payroll, etc. Thus a system must 
be set up that takes care of these 
changes in the mailing list, as soon 
as reported. 

The next step, which is the 
preparation of the mailing piece 
can be as simple or as complicated 
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interest 
«ydler-Boya 


Very truly yourss 


CHANDLER BOYD COMPANY 


General Manager 


This letter acknowledged receipt of the 
cards and promised the sender a surprise. 


volved. This type of information 
is never static, but changes con- 
stantly and is the never ending job 
of a sales promotion clerk or de- 
partment. 

Ramifications may be extended, 
with many breakdowns of com- 
modities, and extended personnel, 
or, it may be limited to a simple 
list involving one commodity, but 
it must be kept up to date—and 
the only way it can be kept up to 
date is by having the salesman 
report information, new names, 
new companies, changes in person- 


as one might wish. An example 
would be the use of an ordinary 
letter, accompanied by standard 
advertising and informative litera- 
ture such as most manufacturers 
use and which are constantly on 
the shelves of all jobbers; or a dis- 
tributor might desire to lay out for 
example, a four-page letterhead; 
that is, the regular letterhead on 
the first page, with the two inside 
pages and the back page contain- 
ing an advertising layout. 

In the case of a four-page letter- 
head, it may probably be neces- 
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sary either to secure the assistance 
- of the particular manufacturer 
whose product you intend to 
“push” or if the manufacturer’s 
assistance is not obtainable it may 
be necessary to contact a printer 
who is able to combine the services 
of a commercial artist, photogra- 


& Machinery Associations are co- 
operating along this very line and 
have already issued two of a series 
of bulletins on this subject of di- 
rect mail. If the manufacturer can- 
not, or will not furnish you with 
mailing pieces, they will probably 
furnish any cuts or photographs 


CHANDLER~Royr 
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The other pages of this four-page folder 
described the firm’s service and products. 


pher and offset printer. In some 
cases the printer can also take care 
of the mailing. The preparation of 
a mailing piece is not as difficult 
as it sounds. The manufacturer in 
many cases will be glad to furnish 
these four-page letterheads; the 
front page made especially with 
your letterhead imprint—the other 
three pages covering the virtues 
and features of the manufacturer’s 
particular product. In fact, the 
American Supply & Machinery As- 
sociation, in conjunction with the 
National and the Southern Supply 
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which you might select from their 
catalog or other standard pieces of 
literature. These, combined with a 
few photographs of your offices, 
warehouse and __ transportation 
equipment, will give you the nu- 
cleus of a mailing piece, which 
your printer can make up. 

As an example, let us assume 
that you are going to contact about 
800 customers and prospects with 
an average of three men in each 
company, whose decision influ- 
ences their company’s buying. This 
will roughly give you 2,500 names. 


What would such a mailing cost? 
If you use the addressograph sys- 
tem, with which you are familiar, 
it necessitates making up addresso- 
graph plates at approximately 5 
cents each, or a total of $125.00. 
Printing a four-page, illustrated 
letterhead folder by the offset or 
photo-litho process would cost 
about $150 for 2500, which 
cost is arrived at by grouping 
three items, i.e., four photographs 
at $15.00 for the four—art work 
and layout $25.00—printing 2,500 
folders approximately $110.00. 


Mailing Work 


The mailing work involving 
2,500 folders would require multi- 
graphing the letter, $8.50, signa- 
ture (machine) $3.25 (I like the 
idea of signing each letter in ink 
even if necessary to have a clerk 
do it for you)—folding, stuffing, 
closing and sealing $2.50—total 
$24.25. Addressing from _ the 
plates would probably cost $12.50, 
postage for 2,500 envelopes (post- 
age-saver or open-end style) which 
can be mailed at bulk rate, 12 cents 
per pound — which amounts to 
about 1 cent each envelope or 
$25.00 or a total cost, including 


addressograph plates, getting 
ready for the printer, printing, and 
mailing of $326.75, about 1314 
cents each. Keep in mind, how- 


ever, that your addressograph 
plate is an initial and semi-perma- 
nent investment. The plates, which 
are a reproduction of your mailing 
list in metal, change with the mail- 
ing list at a rough estimate of 
33-1/3 per cent per year. Aside 
from the addressograph plates, the 
cost of this folder would be rough- 
ly 81% cents each. This 84% cents 
per customer is the cost of your 
“mail” salesman’s call. If the sell- 
ing message tells the sales story, 
and is placed in the hands of the 
proper men, and by the proper 
men—I mean those who are re- 
sponsible for the selection of that 
type of material and who would 
be interested in receiving the latest 
information, I believe you will 
agree that 814 cents per customer 
is an economical call. 

However, the efficiency of a di- 
rect mail sales promotion cannot 
be gaged by a single mailing. To 
secure best results, it should oper- 

(Continued on page 114) 
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Capitalize on Better Light— 


ARDWARE dealers can do 
H much to establish their 

stores as lighting head- 
quarters for their communities by 
tying in with the celebration of 
the “Better Light-Better Sight” 
campaign of the lighting industry 
during the month of October. The 
window display on this page 
shows how, the official display 
cards can be used together with 
the dealer’s merchandise to tell 
the story to every customer. 

The official window cards, pos- 
ters, and advertising helps may be 
secured from the National Better 
Light-Better Sight Bureau, 420 
Lexington Ave., New York City. 


Electrical tables in the store 
should be cleaned and overhauled. 
In arranging the new display fea- 
ture the I.E.S. lamps, using at 
least two on the table. These 


vides brilliant illumination for the 
table display in addition to dem- 
onstrating the lamps. Mass dis- 
plays of bulbs should occupy the 
ends of the table. 


should be in operation as this pro- An occasional cool, snappy, 





Better Light-Better Sight Window 


Merchandise: Study lamps, table lamps, wall lamps, lamp bulbs, shades, 
lighting fixtures for walls, ceilings, bath rooms and kitchens, portable 
room heaters, sockets, fuse plugs, extension cords, attachment plugs, etc. 


Background: Panels of light blue corrugated board. Division panels 
of orange. Select colors to match official display material and window 
cards which are used in the window. 


Mass Displays: For tables: lamp bulbs, portable room heaters, and 
study lamps. 
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Better Sight During October! 


morning will make customers 
think about the winter months 
ahead all of which places them in 
a receptive mood for fall stove 
supply items. An early display 
of this merchandise such as is 


shown on this page will serve to 
impress customers with your com- 
plete stock and your ability to 
supply their needs. Items that 
usually have to be replaced each 
year are featured in the display. 





Fall Stove Supplies Window 

Merchandise: Stove pipe, furnace pipe, ash cans, rubbish burners, coal 
hods, fire shovels, stove pipe elbows, taper joints, “T” joints, pipe ven- 
tilators, thimbles, collars, flue stops, dampers, lid lifters, shakers, 
scrapers, polish, pipe enamel, stove cement, stove boards, etc. 

Background: Center panel dark blue corrugated board, side panels light 
blue board, division panels orange. Cut out letters on panels dark blue, 
orange, and white. 

Mass Displays: For tables: stove polish, pipe enamel, canvas gloves. 
For platforms: stove pipe, furnace pipe. 
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This window might also tie in 
closely with the Fire Prevention 
Week campaign which is also cele- 
brated in October. 

Interior displays must be ar- 
ranged if greatest sales are to be 
secured. The smaller items can 
well be shown on a table, while at- 
tractive platform displays can be 
developed showing stove pipe, ash 
cans, rubbish burners, and _port- 
able heaters. Step-up display units 
for the platform, with one or two 
steps depending upon the mer- 
chandise shown and with each 
step approximately 12 in. high, 
will assist in making more attrac- 
tive displays of this merchandise. 


AcE UNSAFE 


iPMENT 











Help reduce the number of these conflagrations by observing Fire Prevention Week! 


et Ready for 


Fire Prevention 


Week! 


It will be celebrated October 8- 
14. Tie up with it, protect your 
community and add to your sales 


r YWENTY-FOUR hours of the 
day, every day of the year, 
fire puts its mark on every 

community in its dual capacity of 

useful servant and fearful foe. 

While strides in fire prevention 

and minimizing of losses due to 

fire have been effected in commer- 
cial buildings and public buildings 
of numerous kinds, the showing in 
private homes has been poorer 
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year after year. Despite the featur- 
ing of campaigns by fire depart- 
ments, insurance companies, teach- 
ers, civic leaders, orators, politi- 
cians, editors, scout leaders, etc., 
the annual fire loss continues to 
reach a devastatingly high total in 
both lives and property. Much of 
this great loss can be attributed to 
gross carelessness and plain ig- 
norance. 


Fire Prevention Week will be ob- 
served throughout the nation for 
the 28th time from October 8 to 14, 
1939. Even the widespread public- 
ity given to the week and its pur- 
poses finds the United States with 
a greater fire loss each year than 
during the previous year. For this 
reason hardware dealers have an 
obligation and a good chance dur- 
ing Fire Prevention Week to tell 
and show their customers and 
friends just how carelessness and 
ignorance are responsible for ter- 
rific annual fire losses. You can 
show the people of your commu- 
nity what they can do, to minimize 
the dangers from avoidable fires 
with the assistance of merchandise 
in your store, plus the use of good 
common horse sense. And your 
display windows are natural tools 
for putting across this idea. 

The annual increase in fire losses 
is well outlined by Leonard F. 
Maar, The Safety Research Insti- 
tute, 420 Lexington Ave., New 
York City, who states that fire 
losses in 1937 reached the terrific 
total of $254,959,423 and the even 
more appalling total of $265,591,- 
231 in 1938. “This,” he says, “rep- 
resents an increase of 4.1 per cent 
for last. year. Figures, for the first 
five months of this year are more 
than $9,000,000 greater than for 
the same period last year. There 
is no rhyme nor reason to these 
loss figures. It is true however 
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An effective display of 
units for both home and 
industrial use together 
with recharges. Talking 
cards, a° “Fire Prevention 
Week” sign and the slogan 
“Fortify for Fire Fight- 
ing” complete the story. 


that the number of dwelling fires 
has increased in the last 15 years, 
in comparison with the number of 
fires in other occupancies.” 

The above statement would indi- 
cate that while industrial concerns, 
etc., have made strides in fire pre- 
vention the home owner has be- 
come more careless. Hardware 
dealers need, therefore, to scare the 
members of their communities into 
giving more real thought to the 
dangers of fire and the needs for 
fire prevention equipment. Obvi- 
ously, the big job is to convince 
home owners of the need for fire 
prevention equipment although 
there are still plenty of commer- 
cial organizations that need to be 
approached on the subject. 

The annual observance of Fire 


Prevention Week is sponsored by 
the National Board of Fire Under- 
writers and the National Fire 
Protection Association with the co- 
operation of insurance companies, 
safety councils, schools, fire-fight- 
ing equipment manufacturers and 
























local and national associations of 
all kinds. This year particular ef- 
fort is being made to interest wo- 
men’s clubs, throughout the nation, 
in spreading home fire prevention 
education. The movement extends 
to rural and urban clubs, which 


A Hardware Age Original Display Idea 
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Here is a suggested window display for Fire Prevention Week that tells its own story. Hardware 
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dealers carry most of the items shown and the others, used for decoration, are easily obtainable. 





will develop a variety of projects 
to extend safety education to all 
elements of their communities. 

Hardware stores would do well, 
both as a service to their commu- 
nities and to increase sales, to dis- 
play during the week, fire extin- 
guishers of bothchemical and liquid 
types, fireproof waste containers, 
weatherstripping, modern gas, 
electrical, oil and coal appliances, 
flashlights, garden hose, electric 
lamps and any number of other 
modern and safe appliances, and 
equipment. Fire doors and fire 
door hardware would be good lines 
to feature, in some manner, in your 
window display, by using pictures 
of installations and showing fusible 
link closers together with an ex- 
planation of their function. Axes, 
crowbars, etc., are other good lines 
to show as fire-fighting aids. Ad- 
vertising in local newspapers and 
the use of direct mail materials 
are good ways of tying-in with Fire 
Prevention Week. 


Incidental Items 


Other items you might feature 
during this period are rubbish 
burners, metal cabinets for storing 
oils, paints, gasoline, cleaning com- 
pounds, 
and other merchandise that can be 
used to eliminate the dangers of 
spontaneous combustion. In your 
windows show pictures of fires, to- 
gether with fire-fighting and fire- 
prevention merchandise. You 
could show old and obviously de- 
fective heating and cooking equip- 
ment together with modern, safe 
equipment. It would even pay you 
to show in part of your display 
window a representation of a “cel- 


lar” with waste materials lying in 


mops. broome, dusters 





CALLING ALL CITIZENS 


FIRE PREVENTION 
WEEK: October 8-14 





This poster, in red and black is 
available free from the National 
Board of Fire Underwriters and 
other cooperating organizations. 


a heap. Such a display would be 
made effective by use of a sign ex- 
plaining how spontaneous combus- 
tion could start a disastrous fire 
with such a condition. 

If steps have not been taken to 
start interest in a fire prevention 
campaign in your community, seek 
the cooperation of local insurance 
agents, the local fire department, 
police department, Boy Scouts, 
businessmen’s groups, schools, 
newspapers and organizations such 
as the Rotary, Lions and Kiwanis 
Clubs. You could be instrumental 
in getting local school children to 
participate in an essay contest con- 
cerning Fire Prevention Week, or 
in a poster making contest con- 
cerning fire prevention and the 
losses caused by fires. 

Get cooperation from associa- 
tions, other dealers, schools, etc., 
in urging your community to clean 
out rubbish heaps from yards, 
empty lots, basements, attics, gar- 
ages, etc. Help to warn industrial 
plant owners, executives, home 
owners, garage owners and others 
using machinery that proper oiling 
of machinery of all kinds will pre- 
vent the overheating of motors, 
thus eliminating one possible fire 


This easily assembled display accomplished a double purpose by 


featuring fire fighting and prevention equipment and posters. 
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hazard. Also emphasize the need 
for having clean chimneys and 
clean flues and keeping furnace 
pipes insulated. Go after people 
whose homes need new furnaces, 
pipe, electrical wiring, etc. 

Fire extinguishers are not the 
only fire prevention needs you 
should feature in your campaign 
but their sale does provide a huge 
market ——- among home _ owners, 
commercial and industrial con- 
cerns, public buildings, etc.—a 
market that offers good profit pos- 
sibilities. Besides their use in 
buildings of all kinds extinguishers 
are a necessity for boats and auto- 
mobiles. Pushing fire extinguish- 
ers offers not only initial sales but 
a market for replacement parts and 
recharging materials needed peri- 
odically. 

To best sell fire extinguishers a 
hardware dealer should know what 
makes them work, what types of 
fires they are intended for and the 
how and the why of inspection and 
recharging. Mr. Maar classifies the 
different types of units as follows: 


Types of Units 


“Class A units are for fires in 
ordinary combustible materials 
such as wood, paper, textiles, etc., 
for which the cooling and quench- 
ing effect of water is essential. 
Recommended are the chemical so- 
lution (soda-acid), foam, loaded 
stream, anti-freeze solution types 
of extinguishers. 

“Class B extinguishers are for 
fires in inflammable liquids such 
as gasoline, oils, greases, paints, 
etc., for which a smothering effect 
is desirable. Recommended units 
are the foam, loaded stream, vapor- 
izing liquid, and carbon dioxide 
extinguishers. 

“Class C numbers are to fight 
fires in live electrical equipment 
for which non-conducting extin- 
guishing agents are essential. Rec- 
ommended are the vaporizing 
liquid and carbon dioxide types of 
extinguishers. 

“These are the recommendations 
of the National Board of Fire Un- 
derwriters, and almost all of the 
different types can be obtained 
from any of the reputable manu- 
facturers. Look for the label of 
approval of the Underwriters’ Lab- 
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A nearby empty store window can be utilized for displays of 
equipment, posters and newspaper clippings relating to fires. 


oratories, or the symbol of the As- 
sociated Factory Mutual Fire In- 
surance Companies laboratories, 
on these appliances. 

“These extinguishers may be 
kept in service for indefinite pe- 
riods of time, as long as they are 
properly inspected and maintained 
according to instructions. Prac- 
tically the only thing that will pre- 
vent an extinguisher from func- 
tioning properly is some fault in 
servicing it. To eliminate this pos- 
sibility, manufacturers and fire in- 
surance und@rwriters strongly rec- 
ommend that only replacement 
parts and recharging materials fur- 
nished by the manufacturer be 
used. Fire extinguishers are of 
three main types—those that de- 
pend for pressure upon chemical 
reaction with the unit, those that 
are operated by pump-action, and 
those depending upon a cartridge 
or cylinder of carbon dioxide gas 
for pressure. 


Recharging 

“The extinguishers using chem- 
ical reaction for pressure should 
be recharged annually. After be- 
ing emptied, each unit should be 
washed thoroughly with water and 
the water drained through the 
hose. This is done to rinse out 
all vestiges of chemicals and prod- 
ucts of their reaction. Then when 
a fresh charge is put into the unit, 
there will be no slow reaction to 
weaken the force of the extinguish- 
ing stream. 
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“Inspect the head gasket and 
hose. If they show signs of de- 
terioration, replace them. Clean 
the strainer and examine the seams 
of the shell to make certain they 
have not been damaged. Never 
attempt to repair a damaged ex- 
tinguisher. 

“The powdered chemicals should 
be thoroughly dissolved in water 
in a vessel exactly in accordance 
with instructions on the extinguish- 
er. When more than one chemical 
is to be dissolved, wash out the 
vessel before using it for the other 
chemicals, or use separate vessels. 

“Anti-freeze crystals, used to de- 
press the freezing point of the 
liquid in the extinguisher, should 
also be dissolved in water outside 
the unit. These crystals should 
not be added to foam or chemical 
solution (soda-acid) extinguishers, 
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but when such extinguishers are 
exposed to temperatures below 40 
degrees F., they should be kept in 
suitable heated cabinets. 

“Extinguishers should always be 
filled to the filling mark which ap- 
pears plainly on the inside of the 
shells. When the cap is screwed 
back on the shell at least four 
threads should be engaged, always 
using the same cap that was re- 
moved from the shell. This is a 
requirement of the Underwriters’ 
Laboratories. A small amount of 
vaseline can be placed in the 
threads to make the task easier 
and to facilitate removal for the 
next recharging. 


Inspection 


“All extinguishers should be in- 
spected annually. Anti-freeze and 
water type extinguishers which are 
pump-operated, should be checked 
to make certain they are filled to 
the normal level. Test the pump 
action for several strokes by pump- 
ing the liquid back into the tank 
through the filler hole. 

“The vaporizing liquid extin- 
guishers contain a liquid with a 
carbon tetrachloride base. They 
are tested by pumping some of the 
contents into a clean, dry con- 
tainer. The test liquid can be 
poured back into the unit through 
the filler opening. If needed, add 
sufficient liquid to fill to normal 
level. Guard against overfilling. 
Never use water in this type of ex- 
tinguisher and do not lubricate the 
piston rod. 

“Extinguishers using the cart- 
ridge or cylinder of carbon dioxide 
gas for pressure, should be in- 





This display, used in an “Own Your Own Home Show” in Eliza- 
beth, N. J., provides an idea for a tie-in. Extinguishers, “burned” 
model houses, a miniature fire department and posters caught the eye. 
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This display, used by R. H. Macy & Co., New York department 
store, featured the need for safe electrical wiring as an aid to fire 
prevention. Examples of safe and unsafe wiring are shown at the 
right. The background was obtained from an insurance company. 


filled and that the gasket and hose 
are sound. The cartridge is tested 
by weighing it. Loss of half an 
ounce is cause for replacement. 


“The carbon dioxide extinguish- 
ers are inspected by weighing them 
in accordance with the instructions 
received with each unit. Loss of 





10 per cent in weight indicates 
the need for recharging. Recharg- 
ing must be done by the manufac- 
turer or at some carbonic gas plant 
where the liquid carbon dioxide is 
available. 

“Because the servicing of this 
equipment is so important, the 
hardware dealer should be able 
to tell his customers what is neces- 
sary to service their extinguishers. 
It is equally important for him to 
maintain his own appliances so 
they will be ready for instant use 
if fire strikes at his establishment.” 

Although it is important to sell 
fire prevention to your community 
do not overlook your own home 
and your own store. Begin your 
campaign in your store and your 
home, both for your own protec- 
tion and to show your community 
that you practice what you preach. 
Statements on fire prevention are 
obtainable from the National Fire 
Protection Association, 60 Battery- 
march St., Boston, Mass.; National 
Board of Fire Underwriters, 85 
John St., New York City, and the 
Safety Research Institute, 420 Lex- 
ington Ave., New York City. These 
releases in the hands of your local 
newspapers can help sell Fire Pre- 
vention Week in your community. 
From them you can get good am- 
munition for selling the idea of fire 
protection and for selling the 
necessary equipment. 


HARDWARE STORE “GOES WEST” FOR FAIR 


The “Old West” was never 
more wild and woolly than 
business houses on Foothills 
Boulevard, Oakland, Cal., 
when the district set out to 
“Go West” for the San Fran- 
cisco Exposition. Here is the 
way R. P. Craig westernized 
his store at 3319 Foothills 
Boulevard. 

Barely showing along the 
frame of the windows are 
such phrases: “Grub Dishes,” 
“City Folks Invited,” “War 
Paint, all Colors,” ‘“Eatin’ 
Tools,” “Get Lit with Our 
Lites,” “Hangin’ Rope.” In 
one window was hung a 
white, in the other a red one. 
The front cost about $50. 
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The Best Universal Lock Cos. Line 




































' A supplementary builders’ hardware educational 
article furnished by the manufacturer of this line 
: Editors’ Note—The material and illustrations for this article were 
; furnished in their entirety by Best Universal Lock Co. Inc., Indianapolis, 
, Ind., at the invitation of this publication. This article is offered our read- 


ers as a supplement to the editorial educational series entitled “Taking the 


r YHE Best Universal Lock Mystery Out of Builders’ Hardware,” in the belief that such supple- 


Company, Inc., Indianapolis, mentary information has genuine value in the study of this subject. 
| Ind., takes its name from its HarpwareE AGE has invited all American manufacturers of builders’ 
founder and president, Frank EI- hardware to supply similar illustrations and explanations of their respec- 

lison Best, from whose early ex- tive lines, stressing any unusual or patented features. We believe that 


this is a constructive program that will give our readers very tangible 
additional value in the study of our series “Taking the Mystery Out of 
Builders’ Hardware.” In no sense is the publication of this article an 
endorsement of the statements, therein, on the part of the publishers. 
It is our sole desire to inform our readers as completely as possible on 


periments was evolved the princi- 
ple of the Best Interchangeable 
Core which became a practical, 
workable mechanism in 1923. Un- 


able to find machines on the open this subject. All manufacturers have been and are again invited to 

| market capable of turning out this furnish similar material, at their earliest convenience. This article is 
ingenious product in appreciable by Howard N. Sweetman, general manager, Best Universal Lock Co.. 
quantities and to the preciseness Inc., Indianapolis, Ind. 


demanded, Mr. Best designed and 
built the automatic machines which 
have enabled this company to turn 
out a product not only in quanti- 
ties, but of quality and with a high 
standard of precision. The Best 
Universal Lock Company, Inc., has 
brought to all types of industries 
‘ schools, hospitals, office 
buildings, transportation systems, 
stores, apartment houses and 
homes the world over . . . a lock- 
ing system with the Best Inter- 
changeable Core Feature. 


Each Best Universal Locking 
System carries its own private con- 
trol key. It is preferably held in 
a place of safe keeping to be used 
only by a person vested with 
proper authority. In exceptionally 
large master key systems where the 
locking system is sub-divided into 
sub-master key sections, provision 
can be made for one or more 
sub-divisional control keys if neces- 
sary. By this means the person 
vested with proper authority for 
Best Interchangeable Core _ the locking system of any sub-di- 

The entire Best Universal Lock- Vision may have in his possession et 
ing System is built around one ex- control key which will permit 
clusive, fundamental principle — 
the Best Interchangeable Core. 
This interchangeable core contains 
the pin tumbler mechanism. It 
carries the keyway for the inser- 
tion of keys. It is held in the rest 
of the lock, referred to as the hous- 
ing, by being simply locked therein 
by means of a special private 
control key. 

Because the interchangeable core 
can easily be removed with the 
control key, thus allowing the com- 








These Four, Quick, Easy Steps Illustrate the Principle 
of the Interchangeable Core 





STEP 1—First, the special private control key is insert- 
ed in the core, as illustrated a 





STEP 2—The control key is then turned to the right 
until it stops . . . and the interchangeable 
core is withdrawn. Now ... 








ities, ts th ok d STEP 3—Either the old core is recombinated or re- 
ination in the core to be change placed with one having a different combina- 
to a different key, or the core to be tion. 





interchanged with one having a 
different combination, the secur- 
ity of investment is, therefore, 
economically maintained at all 
times. 






STEP 4—The core is then locked in the housing with 
the control key. In effect you now have 
a new lock without new lock expense 
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him to remove only the cores of 
that particular division of the sys- 
tem when occasion might demand. 
The control key will not unlock a 


The control key. 


lock, but it will release the cores of 
any and all locks in the particular 
system or part of the system to 
which it belongs. This is the sole 
function of the control key. With 
it changes in the entire locking sys- 
tem can be made quickly and con- 
veniently. 


A Control Key for 
Every System 


Keep this in mind. There is no 
master control key which would 
permit anyone to remove any Best 
lock core from any Best lock made. 
Every master key system or every 
individually keyed lock which may 
be in the possession of a home 
owner has its own private control 
key. There are just as many dif- 
ferent control key combinations 
available for use as there are oper- 
ating key combinations. This is 
all accomplished by a special shear 
line used for the control key only 
which is incorporated in the core 
and which is distinctly different 
from the shear line used by indi- 
vidual, operating, sub-master, mas- 
ter or grand master keys. 

The Best Universal Locking Sys- 
tem is the outgrowth of a desire to 
incorporate the great security of 
“pin-tumbler” structure into locks 
of all types and sizes, and at the 
same time enlarge and extend the 
application of the “master key” 
idea to include all such locks. Each 
user of locks, whether using a few 
or many thousands, may then be 
afforded a flexible private master 
key system of his own, in which 
additions or changes may readily 
be made at any subsequent time. 

The system is not merely a lock 
or a group of locks, but a locking 
system which may be used by an 
individual or a large organization 
and which may consist of one lock 
or many thousand units. It is not 
complicated. In fact, it is the sim- 
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plicity of the system itself which 
affords greater security and econ- 
omy. 

When keys are lost or stolen, or 
the transfer of company property 

. . valuables, paper or documents 

. is made from one person to 
another . . . when changes in per- 
sonnel are made, or when changes 
in tenancy are effected, it is usually 
advisable to change locks or set a 
new combination in the locks, thus 
outlawing the old keys and again 
placing control of security in the 
proper hands. 

The interchangeable core feature 
is available in every type of Best 
lock manufactured. Padlocks, mor- 
tise or tubular lock sets; rim or 
tubular night latches or dead 
bolts; cabinet, desk or drawer 
locks; mortise or rim lock replace- 
ment cylinders . . . all may be a 
part of a Best Universal Locking 
System designed to meet the cus- 
tomer’s particular requirements. 
Likewise, every type of Best lock 
used in the Best Universal Locking 
System may be incorporated in the 
same flexible master key system, 
designed especially to solve the 
user’s locking problems, providing 
a wide range of flexibility and con- 
venience. Having all types of locks 
available under one centralized 
keying arrangement means abso- 
lute control over the entire locking 
system and added protection over 
all property. 


Tubular knob latch. 


Tubular night latch. 


Tubular dead bolt. 


Best Tubular Locks 
and Latches 


Best tubular locks and latches 
were designed and developed to 
meet the need of modern buildings 
for modern hardware. The tubular 
lock construction type of unit is 
quickly and easily installed. 

Each Best tubular lock or latch 
manufactured is of sturdy con- 
struction. Only the simplest form 
of mechanical design has been 
adopted. Few moving parts and 
compression type phosphor bronze 
springs assure a smooth and posi- 
tive action at all times. 

Best tubular locks or latches 
consist of two half-shell stampings 
made from solid sheet brass. 
Placed together these shells form a 
tubular housing in which is assem- 
bled the entire lock mechanism. 
The lock or latch tube is sealed at 
the factory and no further adjust- 
ment is necessary. This type of 
assembly makes possible great 
strength and durability with mini- 
mum size and weight. 

Knobs in fluted or octagon clear 
ground glass—octagon opal glass 
—solid wrought brass and cast 
brass and bronze are supplied on 
Best tubular knob latches, with at- 
tractive escutcheons in various de- 
signs to match. 

Best tubular lock units are par- 
ticularly adapted for installation 
in doors of the residence, apart- 
ment, hotel, office, store, ware- 
house, etc. They may be installed 


singly or in combination as re- 


HARDWARE 








This year’s "oe WY . evades — : 
Buying Guide D/A Libel yPL\AsY” No. 6060 Twin-0-Matic Waffle Baker $16.00 No. 1656 Watfle Baker (with bake indicator) $4.95 
for the Smart , 1 {' Re. No. 5050 Twinover Waffle Baker $12.95 Other single waffle baker models $5.95 to $9.95 


Hardware Buyer ewe .\K) a (non-automatic) 


We. 402 Automatic Table Grill $9.85 Ne. 838 Glass Coffee Maker : cup capacity) $7.95 Ne. 110 Automatic Twe Slice Teaster $12.95 Ne. 86 Two Slice Teaster $2: 
Wo. 412 Grill-Waffle Baker-Frying Pan $12.95 Ne. 636, 6 cup capacity mode $7.95 Automatic Teaster Service $22.50 Other toaster models $2.50 te $4.95 


ONE POLICY—Sold exclusively through regular 


distributor-to-dealer-to-consumer channels. 


ONE PRICE— Established list prices maintained on 
low-priced sales leaders as well as popular-priced 


electrical specialties. Full profit assured on every sale. 


ta, 1400 Standard wolght J Flaten $495 a. 1082 ” non 28 ONE LINE—No secondary grades, no fighting brands 
Other lightweight automatic flatirons $5.95 and $6.95 sold through competitive trade channels. 


LOOK AT THE FACTS... CONVINCE YOURSELF! 


See the brilliant line of Manning-Bowman Leaders in 
our new complete 1939 Catalog. Your Manning-Bowman 
distributor is equipped to give you immediate service. mark, symbolic of the best in the appliance field. 


MANNING, BOWMAN & CO. consccrvcus 
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ONE QUALITY—AIl merchandise is guaranteed first 
line quality and carries the Manning-Bowman trade 
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Illustrating the progressive steps in Best tubular lock installation. 


quirements may demand. Or, they 
may be installed in doors already 
equipped with locks, thus offering 


additional security. 


Best Tubular Lock 


Installation 


Best tubular lock units and 
latches offer a cylinder lock instal- 
lation in its simplest form, it being 
necessary only to bore two or three 
holes, mortise the edge of door to 
receive the lock face, and insert 
the lock. Anyone handy with tools 
can install Best tubular locks or 
latches in a few minutes’ time. 

Modern locks demand modern 
up-to-date methods of application. 
Best tubular lock and latch units 
by virtue of their styling, require 
an installation which materially 
reduces ordinary installation time. 
The Best tubular lock door bit 
guide further reduces ihe installa- 
tion time factor and insures proper 
lock operation. The door bit guide 
is light but of strong cadmium 
plated steel construction. It is a 
self-contained unit without loose or 
additional parts to adjust or be- 
come lost. The bit guide takes care 
of boring the essential holes on all 
types of tubular cylinder locks and 
knob latches, without any extra or 
detachable parts. It is designed for 


Tubular lock door bit guide. 


a door capacity of 1-5/16 in. to 
2-7/16 in. in door thickness. It is 
provided with bronze bearings at 
important points where it may not 
receive proper lubrication. 


Types of Best solid jacketed 
extruded metal padlocks. 


Solid Jacketed Extruded 
Metal Padlocks 


All Best padlocks are cut from 
solid bars of extruded metal. The 
solid bar is then machined out to 
receive the lock mechanism. Mak- 
ing Best padlock bodies from one 
solid piece of extruded metal with- 
out bolts, rivets, screws or joints 
assures the great strength. Lock 
tumblers of sturdy proportion lock 


the shackle at both the toe and 
heel. 

Best padlocks having brass or 
bronze shackles are especially re- 
commended for marine use or 
where conditions demand a lock 
capable of resisting salt air or in- 
clement weather. 

Best padlocks are also supplied 
with hardened steel shackles and 
recommended for heavy duty 
where the advantages of a steel 
shackle that will resist the effect 
of a hacksaw or file are required. 
Best hardened steel shackles are 
cadmium plated. 

Every Best padlock is equipped 
with the Best interchangeable core 


Padlock equipped with dust cap. 


feature. This means that all pad- 
locks may be master-keyed into the 
same masterkey system with any 
other type of Best lock manufac- 
tured. The interchangeable core 
feature permits ready access to the 
lock housing. This feature mini- 
mizes padlock repair cost. All Best 
padlocks are supplied with pin 
tumbler mechanism. The shackles 
supplied may be had in various 
lengths and diameters to meet all 
exigencies. 

Any type of Best padlock may 
also be equipped with either a 
heavy duty chain or dust cap. 


Best Mortise and 
Rim Lock Cylinders 


Best mortise lock and rim lock 
cylinders are interchangeable with 
most cylinders of other make mor- 
tise locks. It is not necessary to 
change the present mortise lock or 
rim cases and trim to install the 


Best Universal Locking System. All 
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PURITAN’S lifetime dependability and 
superior construction features make it 
easier for you to sell. Its popular price — 
plus its guaranteed top quality—is a com- 
bination that insures faster turnover and 
a worthwhile profit. Ask your jobber! 

Remember, many people who buy sash 
cord from you do not realize the urgent 
need for quality construction in the job it 
performs. But they'll quickly understand 
when you explain that a cheaply made 
cord cannot stand up under the constant 
strain imposed on sash cord—that it soon 
stretches or breaks, necessitating costly 
replacement. Explain how the labor cost 
of replacing one broken cord in a window 
is often more than the difference between 


the price of PURITAN cord and cheap 
cord for all the windows in the house. 

Then unravel an end of Puritan cord 
and show the customer its all yarn, solid 
braided construction. Point out that Puri- 
tan’s breaking strength far exceeds the re- 
quirements set by the U. S. Gov’t., states, 
municipalities, railroads and industrial 
users. Show them that when there’s such 
a slight difference between the price of 
cheap, short-life cord and PURITAN 
brand, it is foolish economy to buy an 
inferior grade! 

You not only make more profit when 
you push Puritan Sash Cord, but you ren- 
der a real service to your customers. 
Think it over! 


PURITAN CORDAGE MILLS, Inc., Louisville, Kentucky 


PURI 
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WiILt 


NOT STRE 


Write for 


this valuable 


FREE BOOKLET! 


This helpful free 
booklet is packed with 
practical information, 
selling tips, business-get- 
ting ideas—to help deal- 
ers make more money on 
sash cord! It’s yours for 
asking. Write todav! 








Mortise and rim lock cylinders. 


that is required is to remove the 
cylinders from the mortise or rim 
lock cases and replace with the 
Best Universal cylinder of the 
proper style and length. 


Safety Set Screw 


An exclusive feature of the Best 
mortise cylinder is the Best safety 
set screw. The illustrations show 
clearly how the safety set screw is 
“buried” deep in the lock case, to 
prevent the cylinder from being 
unscrewed and unlawful entry 
gained. 

Top: The Best cylinder (A) 
which is quickly screwed into the 
mortise case (B and B) until the 


In Circle: 
Looking 
down on a 
cross section 
of a Best cyl- 
inder screwed into the mortise case 
with the Best safety set screw ready 
to be twisted down, locking in the 
cylinder. 


groove (C) which contains the 
Best safety set screw (SS) lines up 
with the protective threads of the 
mortise case itself. The rugged 
Best safety set screw is then twisted 
down, “biting” into the mortise 
case threads, locking in the cylin- 
der. Screw (D) is then turned 
down, catching in a separate lock- 
ing groove on the opposite side of 
the cylinder. Then the Best inter- 
changeable core is placed in the 
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cylinder housing and locked into 
position by the control key. Now 
locked behind the interchangeable 
core, the Best safety set screw can- 
not be reached without the use of 
your private control key. 

The cylinder wrench illustrated 
enables the user to install Best 
mortise cylinders with exceptional 


Cylinder wrench. 


ease, and assures a proper installa- 
tion without marring the finish. 


Unit Lock 


Best unit locks embody the latest 
features known to the lock indus- 
try. They are carefully manufac- 
tured and constructed to render 
years of service. Each part is made 
with extreme exactness, assuring 
smooth and perfect action of the 
unit at all times. 

The Best unit lock interchange- 
able core is contained in the knob 
of the lock, and may be grand 
master keyed, master keyed, or 
keyed alike with Best locks of any 
other type in any way desired. 

All Best unit lock interchange- 
able core knobs are equipped with 
a special safety pin feature, which 
prevents the unit lock knob from 
being operated by force after the 
knob has been set by the inside 
turn knob. If exceptional force is 
exerted on the knob in an effort to 
gain entrance after the knob has 
been set, the safety pin will shear 
off, allowing the knob to rotate but 
making it impossible for the knob 
to actuate the bolt. 


Best unit lock. 


When the door is closed, the 
stop button resting against the box 
strike automatically locks the latch 
bolt so as to prevent its being 
forced back when the door is 
closed. 


Unit Lock Construction 


The construction of Best unit 
locks embodies many new features. 
Much care and consideration has 
been given to the design of the 
working parts which are all of 
heavy wrought or drawn brass. 
The springs are of phosphor 
bronze. Manufacturing all parts 
from such materials makes it pos- 
sible to produce each part to exact- 
ing specifications, thus assuring 
Best unit locks and latches capable 
of rendering the highest degree of 
security and service. The case has 
extreme strength and rigidity. The 
few moving parts required are all 
provided with exceptionally well 
designed bearing point arrange- 
ments, which reduce the degree of 
bearing surface friction to a mini- 
mum and provide a smooth and 
positive action at all times. 

There are many types of Best 
unit locks to meet the various lock 
operating requirements which may 
come before the hardware dealer. 


Cabinet, Cupboard, Locker 
and Wardrobe Locks 


Best cabinet locks, of either the 
bolt or latch type, now offer an 
exceptionally strong unit with the 


Cabinet lock. 


interchangeable core feature for 
use on cabinets, cupboards, desks, 
wardrobes, and lockers. Each lock 
is manufactured from the finest 
materials obtainable. 

In the Best dead locking latch, 
especially developed for switch 
panel locks, the Best interchange- 
able core feature is also available. 
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These latches are a combination of 
a latch bolt and the dead bolt. The 
spacing of the screw holes in this 
type of unit, as in all types of cab- 





Switch panel lock. 


inet hardware, permits Best units 
of this type to be easily adapted to 
equipment where other units are 
already in use but need replace- 
ment. They may be grand master 
keyed, master keyed, keyed indi- 
vidually or keyed alike with any 
other type of Best lock manufac- 
tured. 

To meet a special application 
for the money box of vending ma- 
chines, where a sturdy cylinder of 
this type is desirable, Best devel- 
oped a special line of units whose 








Money box lock. 


compact size permits use where 
space is an important factor. When 
used on important desk drawers or 
cabinets, it is impossible to spring 
the drawer enough to force unlaw- 
ful entry. The unit is also avail- 
able with a hardened steel bolt, 
when required. 

Best key combinators were de- 
veloped in order that the trade 
might have available a precision 
made machine that would insure 
the proper cutting of all Best key 
blanks. It is built to precision di- 
mensions. Duplicate keys may be 
cut in less than 20 seconds time. 

It is small enough so that it can 
conveniently be kept in a desk 
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drawer or cabinet, under lock and 
key. This feature appeals particu- 
larly to large institutions where it 
is desirable to eliminate the possi- 
bility of duplicate keys getting 
into the hands of unauthorized 
persons. 

The special care taken in the 
manufacture of Best key combi- 
nators insures the user that thou- 
sands of Best keys can be cut be- 
fore the machine requires even so 
much as the sharpening of the cut- 
ting tool. 

The Best key combinator is op- 
erated by a dial on the side of the 
machine, which regulates the cut- 
ting edge of the steel punch. Every 
key cut is cut to the exacting speci- 
fications originally laid down for 
any specific combination. It does 
not require an original key before 





Best key 
combinator. 





a duplicate key can be made. 
Every key cut on this combinator 
is an original, therefore, it does 
not duplicate the wear ordinarily 
experienced when keys are dupli- 
cated from old sample keys. 


Who Pays for Customer’s Injury? 


T is a well-established rule of 

law that a business man must 
keep his business place safe for the 
use of customers and others coming 
there and that he is responsible for 
any injury suffered by a customer or 
other business visitor as a result of 
any “defect” on or in the business 
premises. 

But suppose the business man is 
operating in a rented building! Is 
he responsible for injuries to custom- 
ers caused by defects or unsafe con- 
ditions in the building which he does 
not own? That rather troublesome 
question was recently raised in a 
New Hampshire case. 

There the Court said that the 
landlord is responsible for injury to 
business visitors on the premises 
only when they result from an un- 
safe condition caused by the negli- 
gence of the landlord. That negli- 
gence must be a failure to make the 
premises safe before he turns the 
building over to the tenant or a fail- 
ure to keep them safe while the 
tenant occupies the place. The Court 
also pointed out that a landlord can- 
not be held responsible for an in- 
jury to a visitor in the business 
building where the injury was caused 
by some carelessness on the part of 
the business tenant of the building. 

The landlord is never responsible 
for injuries to business visitors in 
the building where those injuries re- 
sult from some carelessness in the 
tenant’s management, or in the oper- 
ation of his business in the building. 
Under some conditions, the landlord 
might be responsible for injuries to 
business visitors resulting from de- 


fects in the building itself, but or- 
dinarily a tenant has the duty either 
of repairing the defect or of giving 
the landlord prompt notice of the 
defect so that the landlord may re- 
pair it without delay. 

A business man renting a business 
building should make sure that his 
lease carefully and expressly covers 
this question of making repairs and 
remedying defects in or on the busi- 
ness premises. 


National Washer- 
Ironer Week 
(Continued from page 42) 


clude contest display material and 
all photographs must be at Asso- 
ciation headquarters by the clos- 
ing date, Oct. 31. 

Judging of the entries will be 
by a committee of leaders in the 
home economics publishing field; 
Eloise Davison, director of the 
New York Herald-Tribune Home 
Institute; Katherine Fisher, direc- 
tor of the Good Housekeeping In- 
stitute, and Ada Bessie Swann, 


director of the Home _ Service 
Center of The Woman’s Home 
Companion. 


National Washer-Ironer Week 
will again be a real active selling 
period for those hardware dealers 
who use to the fullest the display 
and other helps available and who 
really get behind the sales-getting 
movement. 
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No. 233 “PICNICKER” . . . Compact leatherette 
zipper case with leather handles, metal box for sand- 
wiches. Compartments for any combination of Thermos 
brand quart vacuum bottles or food jars. Illustrated 
with two No. 34QA buff banded bottles, each with 


four nested cups. 
(Stated Capacities Are Approximate] 


NEW ICE CONTAINERS WIDE-MOUTH FOOD JARS 


LOOK FOR THE NAME % <—_—_ 
> ON VACUUM WARE 


IT’S THE REGISTERED TRADE-MARK OF 


THE AMERICAN THERMOS BOTTLE COMPANY 
NORWICH, CONN. 
THERMOS BOTTLE COMPANY, LIMITED, TORONTO 
THERMOS LIMITED, LONDON 
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SEPTEMBER 21, 1939 


“nn * 
RE 
MALLE LLL 


Yee win SAP 


*SALES APPEAL 


* 


) 


Hi 


4 10nepeneePn Rb ReeTE 
sanannmanannenerrbowonnenniTroernvrRDD ena eHm AMO RARORORADORORDRER RUD Mego ” 


ss sdHiHHAHUR 


VM 


ad cOVHOESOEHARREEOAHOUREAOEORODY 


No. 17 LINE BOTTLES... Smart ridged chromium vacuum bottles, quart, pint 
and half-pint, with red molded cups. Quart has three additional nested cups. 


@ Gift-time is “Thermos” time, the year around. No mat- 
ter what the occasion, Thermos brand vacuum ware fits in 
naturally as the most-welcome gift. 

Thermos products display well. Their smart styling in- 
vites interest. Their wide range of utility- attracts sales. 
Take advantage of Thermos “S.A.” (Sales Appeal) .. . 
profit by Thermos prestige built on quality and years of 
national advertising. For year-round gift business, sell 
Thermos. 

THE ONLY 


THERMDs 


TRADE-MARK REG. U.S PAT. OFF 








The Work Goes On— 


By SAUNDERS NoRVELL 


world it is refreshing to re- 
ceive mail that gives one a 
spiritual and mental uplift! 

First came a sermon in pam- 
phlet form by Dr. Harry Emer- 
son Fosdick entitled “Dare We 
Break the Vicious Circle of Fight- 
ing Evil With Evil”—“How Can 
Satan Cast Out Satan”? 

This sermon was preached at 
the Riverside Church, New York, 
Feb. 19, 1939. In this pamphlet 
was enclosed a printed page signed 
by John D. Rockefeller, Jr., dated 
New York City, June 15, 1939. 

Mr. Rockefeller comments on 
Dr. Fosdick’s sermon. He says, 
“Never before have I so clearly 
grasped the force of Christ’s 
teaching that the only way to over- 
come evil is with good.” No doubt 
Mr. Rockefeller has sent out this 
sermon and his personal remarks 
broadcast. 


L a confused, rattled, dazed 


A Needed Message 


If ever such a message was 
needed in this world it is needed 
now. No doubt you can obtain a 
copy by writing the Riverside 
Church. Let me urge you to get 
one and also to read this article. 

The next pamphlet that came 
within a day or two was “The 
High Cost of Hate” by Ralph 
Townsend, Box 347, San Fran- 
cisco, Cal. This pamphlet, it seems 
to me, is thinly disguised propa- 
ganda in defense of Japan. How- 
ever, it is well worth reading, for 
every story has two sides. The 
price is 15 cents. 

Now last, but not least, comes a 
most interesting pamphlet—“The 
Rockefeller Foundation—a _ Re- 
view for 1938,” by Raymond B. 
Fosdick—president of the Foun- 
dation. Please note these two Fos- 
dicks are not the same. 

Let me urge you to write for 
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this report. Just address your re- 
quest to the Foundation in New 
York. It is free of charge. 

In these days of political bun- 
combe and log rolling, of military 
lunatics let loose in the world, it 
will do your soul good to read of 
how $15,000,000, was given away 
in the world in 1938 just to help 
suffering humanity! But even 
more than that read the analysis 
of what the world needs most, how 
the giving is done, what has been 
accomplished and what remains 
to be done. To my mind, no book 
I have read in fact or in fiction 
compares with the stimulation of 
the imagination to be had from a 
careful, thoughtful reading of this 
report. 

I could quote from many sec- 
tions but I want you to get the 
book and see that the whole family 
reads it. Talk it over at home. If 
you have a literary society or club, 
make it an evening’s subject. Here 
is matter written by the world’s 
experts in health and medicine. 
And what they tell us is backed by 
millions of invested dollars and 
years of laborious experience in 
every part of the world. To my 
mind it is the greatest sociologi- 
cal activity of this or any other 
age. 

This book (free) goes beyond 
medicine into a discussion of the 
movies and the radio. What is 
their future? 

Then it is so simply written that 
anyone can follow the line of 
thought. 

& * * 

Not long ago I wrote about 
Murray Sargent—an ex-hardware 
man as the business manager of 
one of the largest hospitals in the 
world. That article, judging by 
my mail, met with wide interest. 
I was tempted to write about one 
phase of my studies that I finally 
decided to drop—there was so 


much else to write about. This 
phase was the effect that the de- 
pression, hard times, unemploy- 
ment was having on the minds of 
people. Desperate men call on me 
seeking jobs or money. My mail 
is full of calls for help. It is sad— 
very sad—that one can do so little. 
No doubt every employer is hav- 
ing the same experience. 

But worst of all is the condition 
of the minds of many of these 
men. 

When I called on Mr. Sargent I 
asked to meet one of his physi- 
cians, one of the greatest psychia- 
trists in the country. The story he 
told me of the mental dislocations 
caused by the depression was ter- 
rifying. Now this psychiatrist told 
me that families could do much to 
help these despondent men, their 
wives and children, by at least 
being brave, cheerful and uncom- 
plaining, but he said in many 
cases they were thoughtless and 
by their attitude were actually re- 
sponsible for the poor unemployed 
going “nuts.” 

Our institutions, public and 
private, are filled with these men- 
tal cases. I asked this specialist 
to write an article on what families 
could do to help the depressed. 
He shook his head. He was busy 
with his work. Besides it was a 
field in which so little was known. 

In this Rockefeller report they 
write as follows: 


Tasks Ahead for 
Medicine 
“The reason that The Rocke- 


feller Foundation, in the medi- 
cal sciences, is concentrating its 
efforts on mental hygiene is be- 
cause it believes that at the mo- 
ment that field represents one 
of the most underdeveloped 
areas in all medicine. In no 
other field is the need more 
(Continued on page 116) 
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..increase your sales with 
BEST UNIVERSAL LOCKS 
and their profit building 
INTERCHANGEABLE CORES 


Sign up these new and replacement lock jobs 








Every Best Lock and Latch... regardless of 
type or size... is equipped with our exclu- 
sive Best Interchangeable Core...instantly 
interchangeable in any Best Lock. 


Above: A private control key (A) quick- 
ly removes Interchangeable Core (B) from 
its housing (C). Core is replaced by an- 
other of different combination and is then 
recombinated for use elsewhere. Safety Set 
Screw (D) is deep inside the housing and 
cannot be tampered with. Best Locks save 
time and money, give added protection. 








To get your share of new and replacement lock business specify, 
stock and display Best Universal Locks and Latches... equipped 
with the exclusive Best Interchangeable Core. And here’s why ... 


ON REPLACEMENT JOBS. ..whether for one lock or a thousand 
... Best Cylinders with the Interchangeable Core can be quickly 
installed without scrapping present hardware. Result: economy for 
the owner . . . quick, easy profit for you! 


ON NEW LOCK JOBS... regardless of type, size or requirements 
... complete new Best equipment specified and installed offers the 
user advantages he’d find in no other locks or locking systems: 
(1) Best Interchangeable Core; (2) Individualized Control Key; 
(3) Flexible Master-keying System; (4) Safety Set Screw...all of 
which mean added security, new economy, positive control over 
every lock and latch. And again...quick, easy profit for you! 


If you don’t know the Best Universal Lock story, write today! 
Let us point out how to get at the “Core” of lock profits. 


BEST UNIVERSAL LOCK COMPANY INC. 


730 EAST WASHINGTON STREET, INDIANAPOLIS, INDIANA 
Representatives in All Leading Cities 











Tubular Locks 
and Latches 


THE ONLY LOCKING SYSTEM WITH THE BEST INTERCHANGEABLE CORE 
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This baseball display brought publicity to the Mt. Zion Lumber & Hardware Co. 


This Baseball Display Brought 
Publicity and Prospects 


T. ZION, IIL, is a typi- 
M cal country village of 
a few hundred souls, 
whose hearts beat as one, when it 
comes to promoting the welfare 
of the community. It lies in the 
corn belt, and is adjacent to Deca- 
tur, an important industrial city 
of 60,000 population. 
The Mt. Zion Lumber & Hard- 


ware Company operates the only 


The Mt. Zion Lumber 
& Hardware Company 
profited when 


nearby Decatur 


celebrated base- 


ball’s longest game 


te 


institution of its kind in the town- 
ship. The firm carries a well as- 
sorted line of quality hardware, 
paint and related goods. It also 
sells washing machines and ser- 
vices them. Lumber is sold and a 
tin shop is a feature of the busi- 
ness. All items handled, and ser- 
vice rendered, are aggressively 
merchandised. 

Harry N. Taylor, a resident of 
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Five of the six living members of the Decatur, IIl., baseball team which played in the famous 


2-1 victory in 26 innings are honored at the 


Decatur field on the evening of August 16. 
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Carl Snavely, coach of football at Cornell, has 
ordered his Big Red team to train on bikes. News- 
papers and newsreels have already flashed this red 
hot news from coast to coast. 

And now, through advertising in boys’ maga- 
zines this fall, Coach Snavely will tell millions of 
boys that “Every Boy Should Ride A Bike.’’ He 
will give good, sound reasons as only a coach can. 
Think of the effect of all this on boys everywhere. 
They’re going to want to own bikes more than 
ever before. 

Mr. Bicycle Dealer, you’re in scoring position. 
Get set to carry “the ball.” Signals! Put your 
stocks in shape at once. 








the village, recently entered the 
store, and went into a huddle with 
Scott Barclay and Robert Cow- 
gill, Jr., owners of the hardware 
business. 

“I assume that you are natural- 
ly ambitious to win greater good 
will; build up added prestige: 
spotlight your store; ultimately 
get more business with resultant 
profits,” began Mr. Taylor. 

“That's the ticket,” chorused the 
owners. 

“Here's how you can do it,” 
went on their visitor. They lis- 
tened attentively. Later on we 
shall tell you about their reaction 
to what was proposed. 


The nearby city of Decatur has 
one large wholesale hardware 
establishment and eight retail 
hardware stores, not counting the 
many variety stores, and other 
outlets that sell hardware and re- 
lated goods. 

The close proximity of the two 
communities makes it imperative 
for the Mt. Zion firm to compete 
with the stores mentioned. More- 
over, the firm must keep on the 
friendliest terms possible with the 
people of Decatur, with those liv- 
ing in Mt. Zion, and with others 
in the surrounding territory. There 
is a very strong bond of friend- 
ship between the communities. 





By ROBERT PILGRIM 


Copyright 1939 by Hardware Age 





OF ORDINARY 
FURNITURE GLUES 

















LOS ANGELES, CALIFORNIA, 
STATES IT IS UNLAWFUL 
“TO LET YOUR 
LAWN-GSPRINKLER SPATTER 
THE SIDEWALK." 


TED, GEM-STUDDE: 
WAS A GIFT FROM DIAMOND JIM BRADY 
TO LILLIAN RUSSELL, FAMOUS STAGE STAR 
OF THE “GOOD OLD DAYS.” 
PIAMONDS, SAPPHIRES, RUBIES AND 
EMERALOS WERE LAVISHLY SET IN 
THE FRAME, HUBS AND SPOKES. 








And thereby hangs a tale, the one 
we are leading up to. 

A Decatur baseball team of 30 
years ago, playing against a 
Bloomington, Ill., team, emerged 
the winner, by a score of 2 to 1. 
It was the longest completed game 
in the history of organized base- 
ball—a 26-inning affair that got 
under way at 2 p. m. and ended 
at 7 o'clock as darkness was de- 
scending. 

Both teams were members of 
the L.I.I. (Three Eye) League, 
oldest of all Class B circuits, and 
this made it a bonafide game. A 
framed photostatic copy of the 
story of that famous combat on 
the diamond, hangs in the Hall of 
Fame and National Museum of 
Baseball at Cooperstown, New 
York. 

With 1939 the 100th anniver- 
sary of our great national pastime. 
Decatur considered it proper and 
fitting that it should pay homage 
to the memory of one of the great- 
est achievements in the annals of 
baseball—the winning of that bit- 
terly fought, and long contested 
ball game, played in Bloomington, 
May 31, 1909. 


_ The Stage Is Set 


The night of Aug. 16 was 
selected for putting on an Old 
Timers’ Ball Game, with Fans 
Field in Decatur as the scene of 
activities, and the celebration car: 
ried on under flood lights. 

It was decided to have players 
on hand, and in uniform, whe 
were “tops” in the city a quartet 
of a century ago, or longer—real 
old timers, and that they should 
play three innings of baseball. 

In addition, as many as pos- 
sible, of the six surviving mem- 
bers of the Decatur “Commo- 
dores” (Commies) winners of the 
longest game, were to be brought 
to Decatur and presented to the 
fans, guests and visitors who 
might be in the ball park on the 
big night. 

Harry N. Taylor, a well-known 
Decaturite, and now residing in 
Mt. Zion, as we previously men- 
tioned, was selected to do the pro- 
motional work in Mt. Zion town- 
ship. 

He induced George Martin of 

(Continued on page 120) 
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September 21, 1939 


ADVANCES 


Machine screws and nuts. 
Steel bolts. Steel cut nails. 
Wood screws. Electric fuses. 
Some hand farm tools. 
Galvanized ware. Tin. 
Picks, mattocks, sledges. 
Track tools. Anvil tools. 
Rubber, braid building wires. 
Rubber lead wires. ABC cable. 
Non-metallic sheathed cable. 
Service drop and entrance cables. 
Kraft paper. Romex cable. 








Sheep manure. 


Copper. 


Copper products. Zinc. 
50/50 Bar solder. Lead. 


Lead products. 


Cotton products. 


Linseed oil. 
Stove pipe and elbows. 


Some sewing machines. 


ADVANCES EXPECTED 
Some lawn mowers. 


Brass faucets, bibbs. 
Some cotton products. 


Auto, bicycle tires. 


Inner tubes. 


Garden hose. Gas tubing. Belting. 
Packing. Rubber covered wire. 
Machine screws and nuts. 
Cordage, Manila rope. 

Push brooms. 


PRICES REAFFIRMED 


Some lawn mowers. Tin plate. 


DECLINES 


Some hand farm tools. 
One seeder. ‘ 


Vachine Screws and Nuts 
\bout Sept. 6 advances were put out 
on machine screws—flat, round, oval 
and fillister head—and on nuts. The 
new sheets show slight mark-ups. 
but manufacturers state that quantity 
discounts are withdrawn, so the ac- 
tual increase probably ranges well 
above 10 per cent. Further changes 
are likely. New base prices are: 
Steel machine screws 65% 
Brass machine screws (brass 


lists) 60°67 
Steel machine screw nuts 50% 
Brass machine screw nuts 
(brass lists) 70% 
* & 


Stove Bolts—Leading makers 
have issued September price lists on 
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stove bolts, with packaged bolts. nuts 
not attached. included at about 14 
per cent above the preceding sheets 
effective last spring. For bolts 
packed with nuts attached. the extra 
charge is now 15 per cent. 


* * *% 


Hand Farming Tools—New 
“steel goods” prices for early 1940 
recently have reached the trade, with 
the average changes relatively slight. 
“Odd” prices have generally been 
evened off to permit standard con- 
sumer prices to be changed by the 
retailers, preserving their usual 
mark-up. Retail prices such as $1.05. 
$1.45 or $1.90 are giving place to 
such usual figures as $1.00, $1.50 or 
$2.00. In general. patterns and 


styles are the same as last year, but 
a few popular items have been 
added in the second quality lines. 
Since there is no assurance against 
later price advances, wholesalers are 
counseling their customers to place 
spring orders at once. 

* * * 

Steel Cut Nails—-Manufactur- 
ers’ base prices have been advanced 
10 cents per 100 Ibs., at Pittsburgh, 
and several revisions in extras 
heighten the mark-up. In common 
cut nails, a few of the “extras” 
changes are: 


Old New 
4d $1.00 $1.10 
5d -75 85 
6d .60 -65 
7d -55 .60 
8d -50 55 

10d 40 .45 

12d 35 -40 

16d .50 .B5 

20d to 60d -25 25 

70d-100d 35 40 
* *% * 


Lawn Mowers—In nearly all 
cases, opening prices of leading mak- 
ers for the 1940 season have dupli- 
cated last season’s figures. Refine- 
ments in model and finish are noted. 
with a stronger trend toward stream- 
lining, and the use of lighter (alu- 
minum) castings and rubber tires. 
Recent sharp advances in materials 
have caused some makers to urge 
early ordering, and there is a ten- 
dency especially to limit acceptances 
on the popular-priced models, which 
are closely figured, and may be the 
first to advance. 

Scythes, Grass Hooks, ete.— 
Recent price lists for the coming sea- 
son show almost a repetition of the 
1939 season quotations. Grass 
scythes range from $16.00 per dozen 
on the three-piece welded qualities 
in plain finish, down to $13.00 on the 
competitively priced solid _ steel 
grade. A grass hook to retail at 25 
cents is again available. The Cy- 
clone seeder has been reduced $1.00 
per dozen from the 1939 price level, 
to $20.00 per dozen to the retailer. 


% * * 


Cordage-—Manila Rope — In 
normal years, prices on manila and 
sisal rope for spring delivery are 
usually announced at about this 
time, together with the issuance of 
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available are shortened. Jobbers 


fourth quarter quotations. However. 
report some of the new trade dis- 


manila fiber especially, which comes 
from the Philippines, will be affected 
by the increased ocean freight and 
insurance rates, and the course of 
the future rope markets will be Flat head brass 65 -30% 
awaited with interest. Round head brass 6214-30% 

One manufacturer of cordage and A 
packings, notified their trade (in 
part) as follows: 

“Due to the critical European situ- 
ation existing at this time, it is neces- 
sary for -us to withdraw all prices 
and quotations on all materials of 
our manufacture. We do not know 
how long it will be necessary for us 
to be out of the market. If you will 
please contact us as inquiries arise 
from time to time on definite orders, 
we will be glad to-advise you as to 
our ability to make special quota- 


counts as follows: 
Flat head bright 471, -30% 
Round head blued 43 -30% 


Heavy Forged Tools, etc.— 
New price sheets from leading mak- 
ers were in effect Sept. 15. with ad- 
vances ranging to 10 per cent on 
picks, mattocks. sledges. track tools 
and anvil tools. with orders accepted 
for shipment only until Oct. 15. 

* * * 

Rubber Goods, ete—With 
rubber quotations up sharply—eight 
cents or more during the first “war” 
week—many manufacturers of rub- 


tions.” ber goods have withdrawn prices. and 
a are figuring corrected schedules. 


Among items probably quickly af- 
fected will be automobile and _bi- 
cycle tires. inner tubes, garden hose, 
gas tubing. belting, packing, and 
rubber-covered wires. The latter are 


Wood Screws—Leading mak- 
ers announced revised discounts 
early this month, netting somewhat 
over 5 per cent advance on staple 
flat head bright steel screws. Further 
advances are expected over and doubly affected. with both copper 
above present prices. Base discounts and rubber involved. Anaconda 
are lowered. but “extras” recently Wire & Cable Co. announced Sept. 





War and the Price Structure 


While the younger generation of hardware men find the experiences of 
living in a war-time world are completely new, the older generation can 
testify that the European calamity will unavoidably affect our own people 
in very many ways. Although no American will fail to deplore the de- 
struction of manpower and resources the immediate problems facing 
ourselves must be faced. Controlled judgment is already needed in deal- 
ing with the commodity and security markets. As in 1914, the first move 
in many materials and foodstuffs has been a sudden rise. But the story 
of 1914 has taught us that these first sharp increases may quite sharply 
react, and that moderate, protective buying policies are the safest for 
the present. 


From manufacturers in numerous hardware lines comes news of heav- 
ily increased ordering, much of it apparently destined for future cover- 
age. There is little argument now about former price details, if only 
business will be accepted before the “advances” which many seem to 
fear. Probably the largest buyers, and those of widest experience, are 
least desirous of thus erecting a “sellers’ market” or of making large 
future commitments. However, even these are being forced in some 
measure to increase their coverage, so that they may be protected until 
more settled days. Many important manufacturers are disposed to hold 
their prices steady, and are counseling their customers to maintain nor- 
mal orders, with assurance that materials and merchandise are plentiful, 
and that numerous “scare” bulges in the markets may be of limited dura- 
tion. All feel certain, however, that a protracted war will force and 
maintain higher price levels than have recently and normally prevailed. 
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11 that effective at once rubber and 


braid building wires are advancing 
approximately 5 per cent and rubber 
lead wires 74% per cent. No. 14-2 
ABC cable is advancing $1.50 per 
thousand feet, and other sizes 71% 
per cent. Effective Sept. 13 Durax 
non-metallic sheathed cable  ad- 
vanced 5 per cent, and service drop 
and entrance cables 10 to 121% per 
cent. 
% *% * 

Galvanized Ware—The  sud- 
den strong market turn has hastened 
the withdrawal of old prices on gal- 
vanized tubs. pails. garbage and ash 
cans. etc.. and the immediate effect- 
ing of advances approximating five 
per cent. Manufacturers are under 
pressure for the acceptance of a 
heavy volume of orders, even at the 
new level, but are cautious about 
extending their commitments beyond 
customers’ early and normal needs. 


% *% * 


Stove Pipe and Elbows 
There have been increases approxi- 
mating 10 per cent on stove pipe and 
elbows. 

* * 

Electric Fuses—Leading mak- 
ers have advanced prices approxi- 
mately 15 per cent. 


Sewing Machines—Prices on 
two numbers of electric sewing ma- 
chines made by White Sewing Ma- 
chine Co.. Cleveland, Ohio, were ad 
vanced approximately 5 per cent on 
Sept. 1. Two models were discon- 
tinued and two new numbers added. 
The complete line of electrie ma- 
chines is now being furnished in 
four heads instead of five heads. as 
previously. 

*% % 

Tin Plate 
foreign quotations. domestic — tin 
plate producers have notified their 
customers that the current base price 


Despite the rise in 


for tin plate has been reaffirmed for 
delivery during the fourth quarter 
of this year. They would not go be- 
yond the fourth quarter in their 
price plans. The base price is $5.00 
per box of 112 sheets. 14 by 20 in. 
Makers of tin cans are expected to 
be heavy purchasers during the rest 
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Kraft Paper Quotations 
were raised Sept. 7 about 4 per cent. 
or $2.50 per ton, with a correspond- 
ing advance on paper bags. 


* & * 


Brass Faucets and Bibbs 
Prices have been withdrawn pending 
a more settled brass and copper mar- 
ket. 

* * * 

Push Brooms--Some makers 
have withdrawn prices, due to the 
rise in imported fiber stock. 

* % 

Romex Cable—General Cable 
Corp. advanced Romex cable 5 per 
cent effective Sept. 13. 

a *% * 

Sheep Manure, etc. — There 
has been an advance of about 20 per 
cent. With imported grass and 
clover seeds almost unobtainable. 
the small available supply is being 
reserved for needed mixtures. 

* * * 

Pennsylvania Oils—After be- 
ing advanced one to one-and-a-half 
cents a gallon Pennsylvania oils are 
beig offered by some distributors 
only subject to further change with- 
out notice. 

*% * * 
Tack Lines—A manufacturer 
of tacks in a recent bulletin says: 
“Until further notice accept or- 
ders for shipment at our conveni- 
ence within 30 days. When and 
if prices change will allow reason- 
able coverage based on previous 
business. No immediate increase 
in tack prices is indicated—there 
is no shortage—reasonable cover- 
age is provided.” 


* * ** 


The Tin Market--and Solder 
The earliest and most sharply af- 
fected “war” metal was tin, whose 
prices are set at London, and whose 
supplies come largely from south- 
eastern Asia. Transportation risks 
and mounting insurance rates caused 
a withdrawal of all quotations, with 
limited transactions early last week 
recorded at 72 cents per pound, com- 
pared with about 49 cents at the end 
of August. At this writing there is 
no regular market on tin, and lead- 
ing manufacturers of solders have 
withdrawn all prices. but the ad- 
vance up to Sept. 11 on standard 
50/50 bar solders was at least 11 
cents per pound. Leading brands of 
acid core wire solder are quoted 
only from day to day, and based on 
the latest curent market. 
* x x 


Copper and Copper Products 
After an April to July price range 
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from 10 to 1014 cents per pound on 
ingot copper, wholesale, at Eastern 
basing points, two moderate in- 
creases brought the price to 10%4 
cents on Sept. 1. In the next week, 
the speculative wave hit the market. 
and 12% cents was reached on Sept. 
5. the highest mark since 1937. The 
warring nations are said to have ac- 
cumulated quite large copper re- 
serves, but any considerable duration 
of hostilities will bring heavy drains, 
both for war and industrial needs, 
on American stocks and production. 
Many copper products follow the 
market rises closely, and this has 
been seen in sharp advances last 
week on bare. magnet and weather- 
proof wire, on copper sheets, gutters, 
downspouts, ete., and on copper and 
brass pipe and water tubing. Copper 
wash boilers were advanced five per 





cent on Sept. 5 by some makers. 
Copper belt rivets and burrs were 
marked up 1% cents per pound. 

a * * 


Zinc and Lead Advanced 
Sharply affected also by the specu- 
lative flurry, pig lead rose from a 
recent $.049 price to $.0535 per Ib. 
(St. Louis base) on Sept. 7, and the 
wholesale market on slab zinc ad- 
vanced from 4%4 cents in the preced- 
ing week, to 64% cents on Sept. 11. 
Producers of these metals recognize 
that the war situation has brought 
an additional amount of business to 
their customers, but the demand for 
lead and zinc is considered to be out 
of proportion to the actual increase 
in needs. The mills therefore are 
seeking to discourage speculation by 
limiting the tonnages released for 

(Continued on page 124) 


Taking the Mystery Out of Builders’ Hardware 


(Continued from page 39) 


make or even that they are of 
major importance to those manu 
facturers. 

I also wish to remind our read- 
ers that manufacturers who have 
not been mentioned also make 
many interesting items. 

The whole idea of the ramble 
through this “Did You Know?” 
chapter is that I just wanted to 
point out items here and there that 
had not been covered before and 
that I felt would be of interest to 
you. 3 
The next chapter will be the 
final one of the entire course. 


Fig. 19—One type of 
key cabinet. 
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e | Ae ee | - is an easy way to get more contract hard- 
‘ ; : ware business—a way that helps you make more 
> i sales, more easily. 
With Reading’s 4-point contract hardware pro- 
2 sre gram, you have more to offer and more to sell- 
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Reading’s Special Reading's Faster, Reading's Reading's 
Patented More Accurate “Master Control Institutional 
Hardware Devices Template Service Plan” Hardware Service 


Reading’s remov- 
able cylinder lock- 
Reading’s screwless 
spindle — Reading’s 
bank hardware - 


Special factory hand- 
ling of metal door 
templates to speed 
fabrication and avoid 


3 coordinated locking 
services that may be 
used singly or in com- 
bination to give your 
customers just the 


Extra weight hard- 
ware — plus Master 
Control Keying (see 
point 3)—plus hard- 


delay and errors on 
the job —helps you 
sell the contractor. 


ware engineering as- 












; ? . _ 
Reading’s roller bolt sistance. Even small 
contract hardware 
dealers can safely sell 
large jobs, 


locking flexibility 
at a locks, ete. and degree of protec- 
—items that none but eas Me hese 

Reading dealers can ; ° 
stock or sell, 








Pp — 
ut yourself in line for bigger sales and more 





money. Write today for detailed information 
on this 4-Point Program and what Reading deal- 
ers are doing to cash in on it. 
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I HED 1852 








81 





SEPTEMBER 21, 1939 








and Manufacturers 
Salesmen 





News of Retailers, Jobbers, 
and 





FREEDOM OF OPPORTUNITY FOUNDATION | 


ENCOUNTERS INTERNAL DISSENSION 


Organization formed to gain support for 
Patman anti-chain store tax bill purges 
ranks and elects new officers at Chicago 


Bureau 
AGE) 


(Washington 
of HARDWARE 


The newly-formed Freedom of 
Opportunity Foundation, the 


group organized in Washington | 


on July 16 to whip up enthusi- 
asm for Representative Wright 
Patman’s anti-chain store tax 


bill, is waging a fight against in- | 


ternal disturbances but sponsors 
insist that it will regain its fight- 
ing trim shortly to carry on for 
all groups interested in indepen- 
dent distribution. The organiza- 
tion purged its ranks of 
Charles G. Daughters, self-styled 
president of the Foundation and 
Patman’s chief Washington 
henchman for the past two years, 
and plans to move its headquar- 


has 


before the Chicago meeting that 
he had any intention of relieving 
Daughters of his post. 

“I do not split with any indi- 
vidual, association or group work- 
ng for the things I am advocat- 


ing,” Patman wired Washington 


| from his home in Texas on Aug. 


25. “I am glad to go down the 
middle of the road working shoul- 
der to shoulder with any of them. 
If there is any leaving they do 
it, not me.” 

Nevertheless Patman_ wired 
Daughters three days later that 


| his services with the Foundation 


ters from Washington to Chicago, | 
at least until the next Congres- | 


sional session. 
Following the July 16 Potomac 
the Free- 


River cruise at which 


dom of Opportunity Legion, Pat- | . : 
| ecutive committee and board of 


man’s good right arm in his fight 
to find a place on the statute 
books for H. R. I. with its great- 
est show of strength in Indiana 
and Iowa, became the Freedom 
of Opportunity Foundation. Some 
of the original conferees were 
known at the time to be out of 
sympathy with Daughters’ or- 
ganizing program and it was the 
members of this faction who sub- 
sequently prevailed upon Patman 
to purge the ranks. 

The last straw came when 
Daughters distributed through 
his press agent in Washington 
charges that nine original spon- 
sors of the Foundation were sow- 
ing seeds of dissension, were se- 
cessionists and out of sympathy 
with certain organizing details. 
Key members also were disturbed 
when they learned that Daughters 
had taken steps to incorporate 
the organization and to represent 
himself as president. They called 
a meeting in Chicago for Aug. 26 
to take action and clarify what 


they called a badly snarled situa- | 


tion. 
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Representative Patman denied | 


Avery C. Adams Is 


Avery C. Adams, since Dec. 1, 
1938, vice-president and assistant 
general manager of sales for In- 
land Steel Co., Chicago, has been 
elected vice-president in charge 


of sales, a member of the ex- 


directors of the United States 


Steel Corp. of Delaware, effec- 
He 


Oct. 1. succeeds C. V. 


tive 





AVERY C. ADAMS 


READ IT IN HARDWARE 


were no longer needed and that 
he was to turn over the organi- 
zation’s funds, records and other 
prope:ty to Frank G. Stewart, of 
Washington, chairman of 


the | 


legislative committee of the Mo- | 


tor and Equipment Wholesalers’ 
Association and 


newly-elected | 


vice-president of the Foundation. | 
New officers elected at the Chi- | 


cago meeting include the fol- | 
lowing: 
President Theodore Christian- 


son, of Minneapolis, former Gov- 
ernor of Minnesota and ex-counsel 


for the National Association of 
Retail Grocers; Vice-president 
Stewart; Vice-president Jack 


Moseley, president of Dixie Tire 
Co., of Miami, Fla., and Trea- 
surer William L. Newman, secre- 
tary-manager, National Breakfast | 
Club of Glendale, Cal. Members 
of the board of directors include 
Chairman C. T. Habegger. Berne, 
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Ind... manufacturer; Russel E. 
McClure, executive secretary of 
the Wichita (Kan.) Independent 
Business Men’s Association: B 
W. Ruark, general manager of 
the Motor and Equipment Whole- 
salers’ Association, Chicago; 
George Schulte, organizer of In- 
dependents, Inc., and editor of 
The Independent Merchant of St. 
Louis, and Edward Wimmer, edi- 
tor and publisher of Forward 
America of Cincinnati. 

Although the organization was 
set up “to coordinate and supple- 
ment the activities of all trade 
associations and _ professional 
groups interested in independent 
distribution,” its primary purpose 
was to support the Patman anti- 
chain store bill. 

It is known, however, that 
pledges of support to the group 
are not forthcoming to the ex- 
tent sponsors had hoped. 


Vice-President of United States Steel Corp. 


McKaig, who becomes assistant | 
to the president. 

Mr. Adams has spent his en- 
tire business career in the steel | 


industry, having had __ several | 
years of experience with the | 
Trumbull Steel Co., Warren, | 


Ohio, specializing in metallurgy | 
before entering sales work. In 
May, 1928, he left the Trumbull | 


organization to become manager 


| of tin plate sales for Republic 


Steel Corp. Later the same year 
he joined General Fireproofing 
Co. as vice-president in charge of 
sales, which position he held 
until June, 1936, when he went 
with the Carnegie-Illinois Steel 
Corp. to become manager of 


sales, sheet division. 





Cc. V. McKAIG 
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el E. 4 NATIONAL SMALL BUSINESS MEN’S ASS’‘N general manager would be dis- TO SELL STAR HACK SAWS 
iry of TO MEET IN DETROIT, OCTOBER 10-12 continued, Mr. Peck, who has IN NEW ENGLAND 
ndent occupied these positions for the ee 
n: B } Organized small business men, | Bridgeport, Connecticut, who is past 14 Years, has not yet an- town, N.Y manufacturers of 
er of y first vocal in national affairs with | chairman of the Resolutions nounced his plans for the Star hack saw blades and Clem- 
Vhole- a program written at the first | Committee for the convention. future. son precision lawn machines an- 
_* convention of the National Small | While refusing to predict 
of In- Business Men’s Association at | actual attendance figures, na- 
wg Pittsburgh in September last | tional headquarters at Akron, WESTINGHOUSE MAKES 
of st. year, are to hold their second! Ohio call attention to the fact DISTRICT CHANGES 
=. convention in October. National | that registration at Pittsburgh ee 
officers have announced the ses- | last year included 372 represen- emai tes tes Hah Caen et 
sions for October 10, 11, and 12, | tatives from 32 states, and that rary it th — — se oe) 
cc at Detroit, Mich. The meeting | membership in the Association _ or the Westinghouse Elec- 
ipple- was originally planned for June.| has been extended materially tric & Mfg. Co., Mansfield, Ohio. | 
ee Formed in November of 1937, | during the past year. ae tes Phaser ge vagy 
10na os Ww , S pel: 
wlhont the aperser * a a = ———— Francisco, Los Angeles, Seattle, | 
: gram at its first convention calling > ; ss tig 
on for less competition of Govern-| PECK RESIGNS AS VICE- —o - — eggs al 
‘ } or ppointment of Mr. Dostal 
ment with business, the placing | PRES. DEVOE & RAYNOLDS will relieve vice-president Wil- | 
that of Social Security on a pay-as-/ Announcement has been made liam R. Marshall, who has super- 
roup yore basis, removal of relief | that E. D. Peck has resigned as_ vised the district since 1938, of 
> ex: from politics, amendment of the | vice-president and general man- managerial duties there so that 
W agner Labor Act, and tax re- | he may look after the broader 
7 vision. Leaders of the Asso- sales interest of the company in W. ROY MOORE 
ciation were active in the recent that section. 
session of Congress, particularly C. H. Guy has been transferred ounces the addition to theii 
in the fight against Government to Chicago, Ill, to succeed as Sales force of W. Roy Moore, 
ager ee ee ee merchandising _manager in the 9 pnts the ae 
iblic ne tenes at present tovehe i tax northwestern district. ‘ill i po ar pte ies 
coe no aaa Py sce fe The southeastern _and south Wil also comtiane to ree the 
ee prs mi oe ike dane , central districts of Westinghouse sale of the firm’s products in 
e of i : pais ia ia. will be consolidated under the | this territory. 
held ‘Proclamation of Business Ap- management of S. M. Davison. Mr. Moore became connected 
seals er Week — oa. with headquarters in Atlanta, Ga. with The Billings & Spencer Co. 
steel q ag been made by Governot of Hartford, Conn., in 1915 in a 
L. D. Dickinson of Michigan in = clerical capacity and progressed 
of r recognition of the impo:tance of to assistant purchasing agent. 
the meeting to all business in- BURK WITH GENERAL purchasing agent, sales manager 
terests. The Governor, as_ well SCREW MFG. CO. and finally vice-president, — in 
as Mayor Reading of Detroit, Howard Burk, for the past 2Q charge of sales, holding — this 
4 will speak ” the business “o% years in charge of the screw position until Dee. 14, 1938, at 
at their opening session. Nation- E. D. PECK products division of the Scovill | Which time he resigned tobe 


come associated with The Peck 
Stow & Wilcox Co., Southington, 
Conn., as director of sales. Due 
to his varied experience in both 


ally known speakers will share 
4 ee GH ve! x haters ager of Devoe & Raynolds Co., | become associated with the Gen- 
WHR memmers Of the Association, | 1... New York City, paint | eral Screw Mfg. Company of Chi- 


Mfg. Company in Chicago, has 


representative of various business | > . . 
I °° | manufacturers. Following Mr. | cago, manufacturers of machine 


interests, during the first two| p.o4?, resignation, the board | screws, stove bolts, carriage bolts, the mill supply and general hard 


Is days « e meeting, acc ing - | ej or fields , cide ( 
j ays of the m eting, according to announced that the position of | nuts, ete. ware jobber fields, he decided to 
: the program committee for the go into business for himself rep 
q convention. The annual banquet eer ee resenting a limited number of 


will be held on Oct. 11, and 
meetings the final day will be set 


recognized lines and concentrat 
ing his efforts entirely through 


Union Carbide Buys Bakelite Business 


aside for business sessions and | Directors of the Union Carbide | a son of Dr. L. H. Baekeland, the | legitimate jobbers in the New 
for planning the Association’s| & Carbon Co., New York City, | inventor and founder of the Bake- | England states. 
activities for the coming year. recently approved acquisition of | lite company, made the arrange- 


_Many local units of the Asso- | all of the assets of the Bakelite ments leading to the acquisition. EDWIN G. ROOS HEADS 
ciation are meeting during} Corp., New York City. The pur- Union Carbide had previously SALES FOR PLYMOUTH 
September to instruct their rep-| chase of the Bakelite business | supplied Bakelite with a large 








resentatives on issues which are | was paid for by exchange of 187.- | part of its basic raw materials Edwin G. Roos recently joined 
expected to come before the De- | 000 shares of Union Carbide & | and chemicals. the Plymouth Cordage Co. 
troit meeting. Members not! Carbon Corp. common stock for By this acquisition Union Car. North Plymouth, Mass., as 


affliated with units are being all the preferred and common | bide adds to its vinyl resins director of sales. He was pre- 
urged to express their opinions | stock of the Bakelite Corp. R. W.| Bakelite’s line of synthetics-- viously vice-president in charge 
on the Association program di-| White of the Union Carbide or- | phenolics, cellulose acetates, urea- | of sales of Certain-Teed Products 


rectly to J. S. Westbrook of | ganization and George Baekeland, | formaldehydes and poly-styrenes. , Corp. 
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MANUFACTURERS, WHOLESALERS MEET IN ATLANTIC CITY 
OCT. 16-19 AT THE MARLBOROUGH-BLENHEIM 


Program for joint annual convention announced 
Hardware Age Special will arrive Sunday Oct. 15 


An unusually interesting pro- 
gram has been prepared for the 


joint annual convention of the | 


\merican Hardware Manufactur- 
ers Association and the National 
Wholesale Hardware Association 
to be held at The Marlborough- 


Blenheim, Atlantic City, N. J., | 


from Monday Evening, Oct. 16 


to Thursday noon, Oct. 19. At- | 


tendance at the convention will 
not only tax the facilities of the 
Marlborough-Blenheim, but also 
those of several hotels adjacent 


to the headquarters hotel. This | 


session will mark the 79th semi- 
annual meeting of the manufac- 
turers’ association and the 45th 
annual gathering of the whole- 
salers’ organization. 

As in previous years THE 
Harpware Ace Special, via 
Pennsylvania Railroad, will again 
bring hardwaremen and_ their 
families to the convention city a 
full day prior to the opening ses- 
sion, the train arriving in Atlan- 
tic City 9.15 A. M. Sunday 
morning, Oct. 15. The schedule 
of this through modern, air-con- 
ditioned, all-pullman train, with 
no-change at North Philadelhia, 
is shown in the box, on this page. 
Data as to fares was published in 
the Sept. 7 issue on page 75. 

Registration will begin at the 
Marlborough-Blenheim ni n e 
o'clock Monday morning, Oct. 16. 
The opening session of the con- 
vention will, as usual, be a joint 
meeting of both associations held 
Monday evening. A musical pro- 
gram will open the evening meet- 
ing after which there will be 
brief talks by Mark Lyons, Me- 
Gowin-Lyons Hardware & Supply 
Co., Mobile, Ala., president, Na- 
tional Wholesale Hardware As- 
sociation, and H. B. Wilson, 
Mathias Klein & Sons, Chicago, 
president, American Hardware 
Manufacturers Association. The 
principal address of the evening 
will be given by Fitzgerald 
Hall, Nashville, Tenn., president, 
Nashville, Chattanooga, & St. 
Louis Railway. His topic will be 
“The Wages of Taxation.” 

Tuesday morning the whole- 
salers will meet in Ocean Hall, 
The Marlborough-Blenheim, at 10 
\. M., when President Lyons will 
deliver the annual president’s 
address, which will be followed 
by the report of George A. Fern- 
ley, secretary-treasurer, National 
Wholesale Hardware Association. 
O. W. Ahl, Hibbard, Spencer, 
Bartlett & Co., Chicago, will talk 


84 


on, “Increasing The Line Value 
of Orders.” The meeting will 
be concluded with a question and 
answer series. 

President H. B. Wilson will 
make the opening address at the 
Tuesday morning meeting of the 
American Hardware Manufactur- 


ers Association at 10 o’clock. Dr. | 


Leverett S. Lyon, executive vice- 
president, Brookings Institution, 
Washington, D. C., will deliver 
an address on the subject, “Prob- 
lems of Our Industrial Life.” 
The concluding talk at this ses- 
sion will be that of Charles R. 
Hook, president, American Roll- 
ing Mill Co., Middletown, Ohio, 
who will discuss, “What Are We 
Doing to Save the Private Enter- 


prise System.” Mr. Hook is a 
forceful speaker and a recent 
president of the National Asso- 
ciation of Manufacturers. He re- 
gards as an outstanding problem 
the finding of ways and means of 
enlightening the general public 
with respect to accomplishments 
under the private enterprise sys- 
tem of our country, and what 
will happen if any fundamental 
change is made in that system. 

Tuesday afternoon the Nation- 
al Association of Sheet Metal 
Distributors will hold its meet- 
ing with the opening address 
being made by A. W. Howe, The 
J. M. & L. A. Osborn Co., Cleve- 
land, Ohio, president of the asso- 
ciation. 


SCHEDULE OF THE HARDWARE AGE SPECIAL 


gig 





HARDWARE AGE SPECIAL 


Saturday, October 14 


Lv Chicago ...... 
Lv Fort Wayne .. 
Lv Mansfield ..... 


EM COREOR 2 cccce 


Lv Alliance (special 
Ar Pittsburgh .... 
Lv Pittsburgh .... 
Ar Atlantic City, Sun.. 

ee, BS waves 


Standard 
Time 


bavebeomen 11.00 a.m. 


1.38 p.m, 
5.24 p.m. 
7.05 p.m. 


stop). 7.25 p.m. 


eee rey 9.15 p.m. 


10.35 p.m. 


9.15 a.m. 


HARDWARE AGE SPECIAL 
CONNECTIONS 


Saturday, October 14 


Leave 


Detroit 12.40 p.m.... 
Toledo 2.05 p.m.... 
Cleveland 5.00 p.m. 
Youngstown 7.5i p.m.. 
Louisville 7.25 a.m 
Cincinnati 1.00 p.m 


Connect With 
Special Train at 
Mansfield, Ohio 


...Mansfield, Ohio 


...Alliance, Ohio 
.. Pittsburgh 


wi hakig te Pittsburgh 
err Pittsburgh 


To connect with special train at Chicago: 
Friday, Oct. 13, Lv. Kansas City 9.00 p.m. 
Saturday, Oct. 14, Ar. Chicago 8.30 a.m. 
Friday, Oct. 13, Lv. St. Louis 11.45 p.m. 
Saturday, Oct. 14, Ar. Chicago 7.00 a.m. 


Wednesday morning the man- 
ufacturers will hear James T. 
Williams, Jr., Washington, D. C.. 
former editor in chief of the 
Boston Transcript and at pres- 
| ent a Washington correspondent, 
| speak on, “Washington and the 
World.” He has known every 
president since Theodore Roose- 
velt and will evaluate the fast 
moving events of these critical 
days. Following Mr. Williams’ 
address there will be a joint 
meeting of the manufacturers 
and wholesalers to discuss what 
was formerly known as “National 
Hardware Week” but which will 
be known, in the future, as “Na- 
tional Hardware Open Huse.” 

Horace P. Aikman, Cazenovia, 
N. Y., president, National Retail 
Hardware Association, will open 
the discussion with an address 
entitled, “National Hardware 
Open House in 1940.” Paul M. 
Mulliken, vice-president, Simons 
Hardware Co., St. Louis, Mo., 
wholesalers, will discuss the same 
topic from the standpoint of the 
wholesaler. S. Horace Disston, 
president, Henry Disston & Sons, 
Inc., Philadelphia, will present 
the views of the manufacturer on 
the subject. Opportunity will 
then be presented for brief dis- 
cussions from the floor. The 
session will be concluded by 
Rivers Peterson, Indianapolis, 
Ind., managing direct r, Nation- 
al Retail Hardware Association, 
speaking on “How Can We In- 
duce a Larger Percentage of Re- 
tailers to Actively Participate in 
National Hardware Open House?” 

On Wednesday morning, prior 
to the joint session of the two 


associations, the National Whole- 
sale Hardware Association will 
hear John M. Holmes, Holmes 
Hardware Co., Pueblo, Colo., 
speak on “Improving the Whole- 
saler-Retailer System,” after 
which the wholesalers will con- 
tinue their question and answer 
series. That afternoon there will 
| be informal round table discus- 
| sions on employer-employee_re- 
| lations, the Fair Labor Standards 
| Act of 1938 and other related 
| matters. 

The concluding meeting of the 
National Wholesale Hardware 
Association will be held Thursday 
morning at which time there will 
be a continuation of the question 
and answer program with discus- 
sions relating to problems of 
management in the wh»lesale 
hardware business. Reports of 
officers and committees will be 
given at this session and officers 
will be elected for the year. 

The American Hardware Man- 
ufacturers Association will con- 
clude its convention Thursday 
morning with committee reports 
and election of officers. 
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Atlantic City Entertainment Program 


Complete data on the enter-| cago, The Carborundum Co., sec- 
ainment programs sponsored by | retary-treasurer of the group. 
he manufacturers and whole-| George T. Price, Chief X, X 
-alers associations will shortly| Club has announced that that 
be mailed from the offices of | group comprising all past presi- 
Charles F. Rockwell, secretary-| dents of hardware associations 
treasurer, American Hardware | participating in the fall wholesal- 
Manufacturers Association, 342] ers and manufacturers and South- 
Madison Ave., New York City,| ers conventions, will have its 
and George A. Fernley, secretary- | dinner in the Green Room of the 
treasurer, National Wholesale | headquarters hotel, Monday eve- 
Hardware Association, 505 Arch | ning, Oct. 16 at 6.30 P. M. His- 
St., Philadelphia, Pa. | torian George Harper promises 
The Central States Hardware | a good meal and good entertain- 
Club will hold its annual dinner | ™€"t- ; 
Sunday evening, 6.30 P. M., Oct. | The Old Guard of the S ruth. 
16, at Hackney’s Restaurant, on “a Hardware Jobbers Associa- 
die Danelcely ts ths tome of oi will hold its luncheon Tues- 
f | day afternoon, Oct. 17, at the 
ey A : Marlborough-Blenheim at one 
This party, which of — oe o’clock. George H. Harper, 1901 
members and their guests, is | Light St., Baltimore, Md., heads 
charge of Will J. Feddery, Haro-| the committee of arrangements, 
waRE Ace, Cleveland, chairman | jj, associates being Tillman 
of the board of the club; Charles | Cavert, Nashville, Tenn., Stanley 
J. Heale, editor, Harpware Ace, | Woodward, Baltimore, Md., and 
New York and Ben Leve, Chi- | Robert E. Vance, Buford, Ga. 





shore dinner and entertainment. | 


FULLER HEADS PAT-O-NEIL | agency business in Pittsburgh 
MARKETING DIVISION | since 1926 and is well known 
Clyde Fuller has been ap-| 28 the trade throughout that 
. P >.4, | Section. He will represent Laugh- 
pointed director of the new Pat- | i. hn hie icctaliaieah 
O-Neil Division of the O'Neil | West Virginia and + a tt eg 
Duro Co., Milwaukee, W is., ManU- | Horder towns of Ohio. 
facturers for the past 45 years | 
of high grade enamels and lac. | ae 
quers for furniture and indus- 
trial purposes. The Pat-O-Neil| BLANCHARD IN WEST FOR 
Divisiun of the company manu-} WARREN AXE & TOOL CO. 
factures Pat-O-Neil flat wall fin- |. The Warren Axe & Tool Com- 
ish, an oil paint now on sale in |pany, Warren, Pa. makers of 
F sa Sg of i as 7 | Sager chemical process axes and 
uller’s appointment ae an: | the complete “Bull Dog” line 
nounced by Joseph D. amas eid ‘ : 
: »gging tools, has appointed 
president of the company. i: £ ket of tet 
N. Y., to represent the firm for 
the sale of its products in Ohio, 
| Indiana, Illinois, Michigan and 
C. HAGER & SONS SAFETY | Southern Wisconsin. Mr. Blanch- 
CONTEST GROUP WINNER | ard is thoroughly experienced in 
C. Hager & Sons Hinge Mfg. sales work and leaves for his 
Co., St. Louis, Mo., established | M&W territory with the best 
wishes of his friends among the 


an exceptional record for safety ! : 
hardware jobbers of the Fast. 


in operation when it led the list 
in its division, Metals Section 
11 Safety Contest, sponsored by 
the National Safety Council. The 
company operated at a total of 
874,670 man hours from July 1, 
1938, to June 30, 1939, without 
recording a single disabling in- 
jury. 





LAUGHLIN APPOINTS 
PITTSBURGH AGENT 


The Thomas Langhlin Com- 
pany of Portland, Maine, manu- 
facturers of drop forged indus- 
trial and marine hardware, an- 
nounce the appointment of Har- 
old G. Jones of Pittsburgh, as 
their new agent. Mr. Jones has 
heen in the manufacturers’ 





S. A. BLANCHARD 


SEPTEMBER 21, 1939 





PAT-O-NEIL— Wag 
World's first © 
OIL PAINT “& 
reducible with 
water ti 


Amazing New . . . KYDROLATED 
FLAT WALL FINISH BUILDS IMMEDIATE 
SALES AND PROFITS FOR DEALERS 


Cash in now on mounting demand for 
this new ODORLESS OIL PAINT... 

dries in 30 minutes ... washable... 
leaves smart new suedelike finish of 
remarkable beauty. Easy to apply — 
economical — seven colors and white. 
Don't wait — send for FREE color card, 
complete information on PAT-O-NEIL 
Franchise, and generous Sales Help. 


Use Coupon Today — PAT-O-NEIL is 


made by successful 45-year-old Paint Company. 
Address... 


O'NEILL DURO COMPANY 


JOSEPH D. PATTON, Pres. 
MILWAUKEE, WISCONSIN 


we a 


FLAT WALL FINISH 





‘ a 
HA 

: O’NEIL DURO COMPANY, P.O. Box 1166, Milwaukee, Wisconsin . 

a 
: Send us FREE Color Card, information on 7 
: PAT-O-NEIL Franchise and Dealer Cooperation. . 
i : 
: Name.. 4 
4 
t 5 
' Nk ici sccsinhstnescctipian inet dsseceipshtbalaapebactianigdsicesanislactietinde . 
1 t 
iiss cscsncccecsscssnancnsvososntnsonnnsoes picbintesaseees ieee: i 
a a 
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SALES-PROVED! 











a) AMERICA’S 
MOST AMAZING NEW IRON 


PROCTOR 
Never-LFr 


Automatic Speed Iron 
You NEVER have to LIFT or TILT it! 








You can sell the Never-Lift because we took the 
guesswork out of selling, advertising and merchan- 
dising by actual tests in Wilmington, Delaware, and 
Philadelphia. 

Thousands of Never-Lifts Sold! All Quotas Broken! 
Now We Offer the SALES-PROVED Never-Lift to You! 


Backed by the Punch of the “POST” 

and the Biggest Newspaper Campaign 

on Irons Ever 
Released 


. a full page in 4 
colors in The Saturday 
Evening Post for Octo- 
ber 7, 1939... news- 
paper advertisements in 
major markets coast- 
to-coast ... plus win- 
dow displays, window 
decorating service, 
store demonstrators 
and direct mail. 





BOSS OF THE SPOT &, JACK eeAnOER 


WOMEN WANT THE NEVER-LIFT because .. . it banishes 
“ironing fatigue” forever ... it’s sold on a 30-day 
Money-Back Trial Offer...and guaranteed for 3 years! 


GET EXTRA PROFITS from America’s greatest toaster val- 
ues. Proctor toasters at $2.95, $3.95 and $9.95, or 
with tray sets at sensationally low combination prices. 


See your jobber or Proctor representative at once for details 


PROCTOR ELECTRIC COMPANY - PHILADELPHIA, PA. 


DIVISION OF PROCTOR & SCHWARTZ, INC. ° Established 1883 









| promoted to manager of advertis- 





| BROOKLYN DEALERS HOLD 
DUTCH TREAT OUTING 


The annual Dutch Treat Out- 
ing of the Brooklyn Hardware 
Association held Sept. 11 at 
Jones Beach, Long Island, N. Y., 
attracted a good crowd of deal- 
ers and manufacturers’ and 
wholesalers’ salesmen. With real 
fine weather interest in golf, 
baseball, and other outdoor 
sports was keen. For the third 
vear, in succession, the sales- 
men’s softball team trounced the 
dealers’ players, this time to the 
devastating tune of 20-3, again 
receiving the Hardware Square 
Club trophy. In the tug-o-war, 
however, the dealers showed the 
salesmen up in fine fashion even 
pulling the anchor man over on 
his face. The best cards, for the 
pitch-putt golf game were those 
of R. W. Muller, Minnesota 





Mining & Mfg. Co. and A. W. |} 
Henricks, Henricks & Howell, | 
manufacturers’ agents. For the | 
third year in succession Ralph 
S. Allen, Diamond Expansion 
Bolt Co., secretary of the asso- 
ciation, won the horseshoe pitch- 
ing contest, receiving the Hard- 
ware Boosters plaque for his 
victory. The 100 yard dash was 
won by Paul Reese, Sargent & 
Co. and the broad jump by 
George Eberlee, Jr., a dealer. 

At the banquet, held that 
night at the Brauhaus, Baldwin, 
there were more than 200 hard- 
waremen present. Entertainment 
was provided by the waiters and 
waitresses of the Brauhaus who 
sang. yodeled and danced. The 
committee in charge of arrange- 
ments was headed by Mr. Allen. 
Others were: Sam Singer, Frank 
Lezobi, Sydney Atkinson, Anthony 
Herrmann, Edw. F. Daily and 
Henry Bond. 


SIMMONS AND CREVISTON 
ADVANCED BY CRANE CO. 


H. H. Simmons, advertising 
manager of Crane Co., has been 





ing and sales promotion, succeed- 
ing Russell G. Creviston, who as- 
sumes a new position, director of 
trade relations, according to an 
announcement by P. R. Mork, 
vice-president. Both promotions 
became effective Sept. 1. In ad- 
dition to directing advertising 
Mr. Simmons will supervise the 
company’s related sales services: 
sales promotion, catalogs, dis- 
plays and exhibits, the two 
Crane magazines, The Home De- 
sirable and Valve World, and 
publicity. 

Mr. Simmons has had 15 years’ 
experience in advertising and 
merchandising a wide variety of 
industrial and building products 
before joining Crane Co. four 
years ago. He is actively inter- 


ested in association work, having 
just completed a term as presi- 
dent of the Engineering Adver- 
tisers Association of Chicago and 
a director of the National In- 
dustrial Advertising Association. 

Mr. Creviston has been direc- 
tor of advertising and sales pro- 
motion for Crane Co. for the past 
10 years. He is a member of 
the public relations committee 
of the National Association of 
Manufacturers and of the con- 
struction and community devel- 
opment committee of the United 
States Chamber of Commerce. 
He was at one time general 
manager of the Plumbing and 
Heating Industries Bureau. He 
has just completed a two-year 
term as president of the Pro- 
ducers’ Council, an association of 
manufacturers of building ma- 
terials affiliated with the Ameri- 
can Institute of Architects. 





MACHINE TOOL SHOW 
CANCELLED 


In view of the outbreak of the 
war in Europe, the members of 
the National Maci:ine Tool Build- 
ers’ Association have decided to 
postpone indefinitely the Ma- 
chine Tool Show which was to 
ave been held at Cleveland, Ohio, 


}on October 4 to 13. This also 
| involves the postponement of the 


Machine Tool Congress, a series 
of meetings which was =ponsored 
by a group of nine engineering 
and technical societies, and which 
were to have been held during 
the Machine Tooi Show. 


WABASH APPLIANCE CORP. 
PROMOTES YEATMAN 


H. L. Bernstein, director of 
sales of the Wabash Appliance 
Corporation, Brooklyn, N. Y., has 
recently announced the promo- 
tion of C. Guy Yeatman, formerly 
New England lamp salesman for 
the company, to the exclusive 
factory representation for the 
entire New England territory on 
Sun-Glo and Wabash Superlite 
light conditioning bulbs. 





Cc. GUY YEATMAN 
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HILO, HAWAII DEALER 
VISITING U. S.. CANADA 


P.. C. Beamer, well known 
Hilo, Hawaii, hardware dealer 
and Mrs. Beamer: are now tour- 
ing in Canada and later plan 
to visit New York City, the New 





MR. AND MRS. P. C. BEAMER 


York World’s Fair and _ other 
parts of the United States, driv- 
ing in their own car. Mr. 
Beamer’s visit is a combination 
business and vacation trip. He 
operates a large general hard- 
ware store in Hilo, which has 
been constantly growing since 
he started in business in that 
city. The store sells a number 
of American quality lines and 
one of its specialties is good 
quality cutlery. While in the 
United States, Mr. Beamer will 
visit offices of a number of 
(merican manufacturers. 

Among Mr. Beamas’s hobbies, 
fishing plays an important part. 
Pictured are Mr. and Mrs. 
Beamer with trout caught in 
Lake Summit, B. C., Canada. 
which he says is, “at the top 
of the world where rivers flow 
into the Arctic Ocean. Believe 
it or not the 10-inch one is mine. 
Mrs. Beamer got the 17 and 11 
Ib. ones.” 

Any mai] received by Harp- 
WARE Ace for Mr. and Mrs. 
Beamer will be turned over to 
them upon their arrival in New 


York. 


FALL PROGRAM PLANS FOR 
“BETTER LIGHT-SIGHT”’ 


J. E. North, chairman of the 
National Better Light-Better Sight 
Bureau, 420 Lexington Ave., New 
York, described and explained 
its fall program recently before 
the Westinghouse Lighting Con- 
ference at the New York Elec- 
trical and Gas Association, New 
York City. 

The fall program, Mr. North 
said, is outlined in the Bureau’s 
first Plan Book, which will be off 
the press shortly. Theme will be 
“The Dawn of a New Day 
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Through Better Light - Better 
Sight.” This theme is inspired 
by the themes of the two great 
World’s Fairs. “It is timed,” he 


declared, “to direct our efforts | 


toward the interest aroused in 
the public by the wonders of the 
Fairs. 

The program will open with a 
concentrated drive on “Better 
Living Through Better Vision.” 
during the week of September 24- 
30. This will be designed to at- 
tract nationwide attention to the 
value and importance of eyesight, 
its care and correction, and the 
relation of eyesight to light. The 
Institute is issuing special bulle- 
tins to its members, extensive 
newspaper publicity, a series of 
newspaper advertisements, sample 
letters to patients which may be 
used advantageously by eyesight 
specialists, attractive displays, 
syndicated newspaper sections 
and short radio scripts, and will 

in general—thoroughly drama- 
tize the importance of “Better 
Sight through Better Light for 

etter Living.” A sound slide 
film is now being prepared by the 
Better Light-Better Sight Bureau. 
and will be released early in Sep- 
tember. The presentation, it is 


expected, will hold the attention | 


of school children and leave a 
lasting impression of the impor- 
tance of Better Light. 

Basic advertising message of 
the program is “seeing.” The 
Bureau’s series of ten advertise- 
ments, with attractive, human-in- 
terest illustrations and attention- 
holding text, will round out the 
local “Dawn of a New Day” 
actively. A combination display 
set of five pieces, the central piece 
animated, will serve the same pur- 
pose for the individual dealer. 

Envelope stuffers, posters, sug- 
gestions for exhibits and shows, 
folders, radio scripts, recordings 
and spot announcements, contests 
and a special booklet containing 
a series of articles by five well- 
known eyesight specialists - are 
among other materials which the 
Bureau is making available for 
use this fall and which will be 
described: and illustrated in the 
Bureau’s new Plan Book. Mr. 
North said. 


TRIMSTIK CO. APPOINTS 
FEDERATED SALES SERVICE 


The Trimstik Company, New 
ton, Mass., manufacturer of gar 
| den tools, has appointed the Fed 
erated Sales Service, Inc., Boston, 
as its sales and marketing coun- 
sel. The Federated organization 
assists the Trimstik Company in 
all branches of sales and mar- 
keting and suggests that manu- 
facturers’ sales representatives 
communicate with them. 





BIGGEST LITTLE MONEY MAKER 
IN THE POCKET FLASHLIGHT FIELD 


Meet MICRO-LITE — the tiny (3” 
small) vest-pocket flashlight that 
swept to a sensational sales success! 
Now Micro-Lite presents 4 fast- 
selling styles— for men, women and 
children — set up on this new com- 
pact colorful display of 12. Extra 
profit — because you make 66% on 


your investment. 


* Small Space ¢ Small Cost 


¢ BIG TURNOVER 





Micro-Lite customers. 
Micro-Lite — and PROFIT! 





Forceful advertising in Esquire and 
other leading magazines and news- 
papers will make millions more 
Display 
























































small—fits 
in man's 
vest pocket 
lady's hand 
bag. RETAIL 
—29¢ 
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ORDER FROM YOUR JOBBER TODAY! 





te aor LITE CO. INC. 


45 W. 25th STREET 


NEW YORK CITY 
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THE SCREW POINT 
‘Business end” of the bit! 


EW know that the screw point plays a very im- 

portant part in the efficiency of an auger bit, 
but it does! The screw must take a quick, firm hold 
and draw the bit into the wood. If it clogs up and 
just revolves, the operator must do all the work! 

The screw of a Russell Jennings Auger Bit is al- 
ways clean cut and of just the right pitch and shape 
to make it “bite” into the wood and draw the bit 
after it. It is also in the exact center. This prevents 
binding and preserves the diameter as marked on 
the shank. In the Russell Jennings factory, only 
craftsmen of long experience or especial capability 
cut the screws and hand-sharpen the lips and spurs 
—and each bit is individually finished. 

So—when you pass one of these bits across your 
counter, you do your customer the sort of good 
turn he has a right to expect only from his nearest 
friend! 


LATEST CATALOG ON REQUEST 


x 


Your Jobber Can Supply You 
GENUINE 





a 


AUGER BITS 


Manufactured Only By 
THE RUSSELL JENNINGS MFG. CO. 


CHESTER, CONN. 
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DUREZ PLASTICS & CHEM- | will demonstrate Proctor’s “Styled 
ICALS, INC. FORMED for Service” appliances at Stix. 
Seeckhelders of Generel Pleo Baer & Fuller, St. Louis, Mo., and 


. Miss Price will demonstrate Proc 
tics, Inc., manufacturers of Durez 


phenolic molding compound and | tor’s appliances in the May Com 
resins, with executive offices and | pany in Los Angeles. 
plant at North Tonawanda, N. Y., Scrat 


\ zn ] 
on Aug. 30 approved the proposa CUTLER-HAMMER EXPANDS 


of the directors to consolidate the 
corporation into a new company WESTERN SERVICE 


to be known as Durez Plastics & Cutle:-Hammer, Inc., Milwau 
Chemicals, Inc. The corporation’ kee, Wis. has recently an 
started operation under the new | nounced an expansion in its Col 
name on Sept. 1. orado territory. The firm’s Den 
General Plastics was organized | yer office has been augmented 
in 1926 and is the second oldest by additional personnel and ex- 
manufacturer of phenolic resins! panded facilities and stocks 
and hot-press molding compounds | covering its complete lines and 
in the United States. Its preducts | js now equipped to provide com- 
are sold under the trade name | plete service. 
“Durez,” and the company’s | 
growth has been outstanding even 
in the fast moving chemical in- 


dustry. Skeet Champion 


The new Durez ae — Col. Walter F. Siegmund, 
porates in its name the trade ales executive of the Western 














in the management. 


| WALWORTH AND BALDWIN 
| MFRS. REPRESENTATIVES 


Walworth and Baldwin is the 
name of a firm of manufacturers’ 
representatives which has been 
recently organized with head- 
quarters in the Merchandise 
Mart, Chicago. The partners in 
the firm are Jesse J. Walworth 
and Charles A. Baldwin. Mr. 
Walworth has been operating as 
a manufacturers’ representative 
for several years, prior to which 
he was associated with Revere 
Copper and Brass, Inc. Mr. 
Baldwin was also with Revere 
and with Edward Katzinger Co. 

The new company is repre- 
senting the following firms: The 
Wooster Rubber Co., Wooster, 
Ohio; Columbian Enameling and 
| Stamping Co., Inc., Terre Haute, 
|Ind.; Jos. O. Flatt & Company, 
| Inc., Reading, Pa.; The Collins 
| Wire Company, Collinsville, 
| Conn.; Spargo Wire Company, 
|Rome, N. Y., and Milwaukee 
| Brass Mfg. Co., Milwaukee, Wis. 





PROCTOR ELECTRIC CO. 
NEW APPOINTMENTS 


Proctor Electric Company, 
| Philadelphia announces that Al- 
vin C. Leonard, Minneapolis, 
Minn., has been added to their 
| list of representatives. Mr. Leon- 
| ard will represent the Proctor 
| Electric Company in Minnesota, 
Jowa, North and South Dakota. 

Mrs. Mary Chinnock, St. Louis, 
Mo., and Miss Alice Catherine 
Price, Los Angeles, Cal., have 
been added to Proctor’s list of 
demonstrators. Mrs. Chinnock 





name “Durez” under which Gen-| Cartridge Co., East Alton, Ill., 
eral Plastics’ products have been | 
sold. There will be no change 


and Winchester Repeating 
Arms Co., Division of Western 
Cartridge Co., New Haven, 
Conn., was a successful con- 
testant at the National Skeet 
Championships held on _ the 
grounds of the Pacific Rod 
and Gun Club in San Fran- 
cisco, Calif., during the week 
of Aug. 7 to 12. Col. Sieg- 
mund won the professional 
20-gage championship; the pro- 
fessional championship, and 
and was runner-up in the .410 
professionul championship; 
runner-up in the all bore pro- 
fessional championship, and 
wound up with the professional 
high over all title. Mrs. Sieg- 
mund shot only in the 28-gage 
ladies championship and won 
first place in Class B. 





COL. WALTER F. SIEGMUND 


HARDWARE AGE 








PPR oy oP 


| eae 








‘Styled 
t Stix. 
0., and 
2 Proc 
; Com 


ANDS 


filwau 
y an 
is Col 
; Den 
nented 
id ex- 
stocks 
$s and 
: com- 


nund, 
stern 
; 
pating 
stern 
aven, 
con- 
Skeet 
the 
Rod 
Fran- 
week 
Sieg- 
ional 
pro- 
and 
410 
ship; 
pro- 
and 
ional 
Sieg- 
gage 
won 














JIMMY STEIN IN 


ACTION 


Jimmy Stein—Golfer 


James B. Stein, son of Luther 
R. Stein, vice-president and 
general sales director of the 
Beiknap Hardware & Mfg. Co., 
Louisville, Ky., recently won 
the Falls Cities Golf Champion- 


ship (Louisville, New Albany, | 


Ind., and Jeffersonville, Ind., 
being the Falls Cities). He was 
also runner-up in the state ama- 
teur championships held sev- 
eral weeks ago. He was six 
down at the end of the morn- 
ing round but lost the fight on 
the 36th hole after” a remark- 
able comeback. This is the 
second time Jimmy Stein has 
wor the Fails Cities tourna- 
ment. 





ats Lou 


he sends in a photo of the dis- 
play for entry in the contest 
Photographs should be sent, with 
the store’s name and address 
plainly marked on back to Con 
test Judges, Gillette Safety Razc: 
| Co., Boston, Mass., envelope en 
| closing entry to be postmarked 
| on or before Oct. 15, 1939. 
| Awards will be granted on the 
| basis of originality and selling 
| power of the display as rated by 
| the judges. All photos submitted 
| become the property of the 
| sponsor. 
Three 


cash prizes 





| and the District of Columbia. 


» | duplicate awards being given in 


| the of ties. Awards for 
| each and the District o! 


Columbia are: Ist—$25.00; 2nd 


event 
state 


5 | $15.00 and 3rd—$10.00. Judges 


Homer Johnson, Snyder & 
Black, window display experts: 
R. Maxon, Maxon, 
Advertising Agency and a rep- 
resentative of the Gillette Safety 
Razor Co. 


are: 


GIBSON ELECTRIC MAKES 
TERRITORIAL CHANGES 


F. E. Basler, general sales man 
ager for the Gibson Electric Re 
frigerator Corp., Greenville. 
Mich., has announced that Frank 
S. Gibson, Jr., now divisional 


will ln | 
| . . | 
awarded, in each of the 4¢ state- | 


Ine., | 


manager for the New York ter- | 
ritory, will relinquish that post | 
Oct. 1 and return to Greenville | 


to take over executive duties in 


connection with his position as | 


secretary-treasurer of the 
pany. 

Ed Edsall who has been actine 
divisional manager for the terri 
tory which includes Colorado. 
Wisconsin, the Dakotas, Ne 


| braska, Iowa, and Minnesota will 


| become divisional manager of the 


GILLETTE WORLD SERIES | 
WINDOW DISPLAY ta Co 

The Gillette Safety Razor Co., 
15 W. Ist St., Boston, Mass., is 
sponsoring a World Series win- 
dow display contest for dealers. | 
In order to participate dealers | 
must install their Gillette display | 
on or before Oct. 1, leaving the | 
display in the window until the | 
end of the World Series. For | 
use in the display contest a three | 
piece display, featuring the Gil- | 
lette Tech Razor and Gillette | 
Blue Blades, is offered dealers. | 
The display calls attention to the | 
Gillette World Series special in- | 
cluding Tech razur and five blue 
blades for 49 cents and to Gil- 
play-by-play reports on 
the World Series over at 
150 leading radio stations. 

Each dealer installing one of | 
the displays, in his window, will | 
receive a check for $2.00 from the 
Gillette organization, providing 


lette’s 
least 
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| New York territory. Bill Browne. 


who has been abroad handling 
Gibson business with the Interna- 
tional Standard Electric Corp.. 
will take over Mr. Edsall’s terri 
tory. Mr. Browne ‘had been in 
charge of that territory before 


| going abroad. 


DU-ALL MFG. CO. EXPANDS 
Du-All Mfg. Co., Geneva, Ohio. 


manufacturers of mopsand polish- 
ing materials, is completing ad- 
ditions to its plant which will 
give the firm approximately 1%,- 
900 sq. ft. of floor space. A new 
one-story frame and tile building. 
now in process of construction, 


| will include a main room 120 by 


boiler 
will 


10 ft. 


room. 


and an adjacent 

The new addition 
house the equipment to handle 
the dyeing operation and to 
manufacture mop frames and 
sockets. 


com. | 





WHY IS IT seve 














YOU CAN DISPLAY SOME MERCHANDISE TILL IT 
HAS COBWEBS~=-~AND THE LADIES PARADE ON BY... 




















NOTHING 
: BUT 
_ BISSELL 
'( Suetbes PLEASE! 





ain 





BUT JUST PUT OUT THE BISSELLS...ANWD BOY # 











HERE'S WHY: 


Bissell displays stop women and se// sweepers 


—for one very simple reason... 


Half of the selling job has been done before they 


see them! 


Each of Bissell’s 123 million advertisements 
carries a picture of one of the models in your 
display. Women recognize these models. Women 
buy them. And proof of it lies in this fact: 
Bissell sweepers outsell all other sweepers 
combined, many times over. 

Consider the generous profit on Bissells. 
Then considerthe phenomenal success of Bissell 
merchandising. Then you'll figure it’s just plain 
horse-sense to display your Bissells promi- 


nently—and get your share of the profits. 


Coerybodys pushing Bisel 


BISSELL CARPET SWEEPER COMPANY 


GRAND RAPIDS, MICHIGAN 
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RUGGED and 
TIME-TESTED F 





Photoaraphed on Aafa Film 


Back of Union Hardware Fishing Tackle 
is an impressive record of proved per- 
formance—ruggedly 
with an established 
for meeting every demand of time and 


old, professional and amateur, find in 
Tackle the equip- 
ment that measures up to every test. 
Union Hardware quality construction 
and popular prices mean friends and 
profits for dealers wherever this well- 
rounded line is displayed and sold. 
Build your sales plans for the coming 
season around Union Hardware Fish- 
ing Tackle—and cash in on more busi- 


ness from better satisfied customers. 


Catalog No. 20 describes the {full 
Union Hardware Rods, i 
both steel and bamboo, and Union 
Hardware Reels for every type of 
Your copy will be mailed 





















No. 4529 
Telescopic 
Rod 
No. 4965 
One-piece 
Seamless 
Tubular 
Steel 
Casting 
Rod 
No. 53-527 
Split 
{ Bamboo 
| Two-piece 
Boat Rod 





NEW YORK OFFICE 








mEeWEE © Ww 
HARDWARE COMPANY 


ESTABLISHED 105% 


TORRINGTON, CONN. 


ISI CHAMBERS STREET 











HERCULES ANNOUNCES 
THREE APPOINTMENTS 


Hercules Powder Company, 
Wilmington, Del., has announced 
the appointment of three execu- 
tives to important positions in 
the Naval Stores Operating De- 
partment. 

A. S. Kloss, formerly manager 
of Georgia Naval Stores Opera- 
tions, with headquarters at 
Brunswick, Ga., has joined the 
operating department of the 
Naval Stores Department in Wil- 
mington. He will devote his time 
to the coordination of naval 
stores sales with naval stores 
manufacturing and _ operating 
problems. 

Reginald Rockwell, formerly 
superintendent of the ~ naval 
stores plant at Brunswick, Ga., 
has been appointed manager of 
Georgia Naval Stores Operations. 

George E. Bosserdet, formerly 
a supervisor of the naval stores 
plant at Hattiesburg, Mississippi, 
will succeed Mr. Rockwell as 
superintendent of the naval 
stores plant at Brunswick, Ga. 

Mr. Kloss joined the Her- 
cules organization in 1913 as a 
member of the staff of the plant 
at Hercules, California. Since 
1920, when Mr. Kloss became 
superintendent of the naval 
stores plant at Brunswick, Ga. 
and later in the capacity of man- 
ager, he has been an important 
factor in Hercules naval stores 
expansion, 

Mr. Rockwell brings to his 
new position long experience in 
the naval stores industry. He 
came into the industry in 1920 
as an engineer at the naval 
stores plant at Hattiesburg. Miss- 
issippi, and served as assistant 
plant engineer at Brunswick and 
as assistant superintendent of 
Hattiesburg plant, respectively, 
from 1926 to 1938 when he was 
made superintendent of the 
Btunswick plant. 

Mr. Bosserdet entered the em- 
ploy of Hercules Powder Com- 
pany in 1925, and since that time 
has been connected with the 
Hattiesburg, Miss., naval stores 
plant. 


BIRDSEYE ELECTRIC CO. 
SOLD TO B. E. SALES CORP. | 

The Birdseye Electric Co., | 
manufacturers of reflector lamps | 
with factory at Gloucester, Mass., 
and general sales offices in New 
York City, has been sold to the 
B. E. Sales Corp., New York 
City, according to a recent an- 
nouncement by Clarence Birdseye, | 
president of the former company. 
Sale was made under the terms 
of a purchase agreement entered 
into August 11. 

It is stated that, the new cor- 
poration will continue the same 


general policies followed by the 
Birdseye Electric Co. and will 
be officered by executives thor- 
oughly experienced and success 
ful in the management of busi- 
nesses. W. R. Freeman will re- 
main as general sales manager: 
B. McRonald has been appointed 
mid-west sales manager and S. 
Herst has been appointed west 
coast sales manager with head- 
quarters in San Francisco. The 
entire sales promotion, office and 
key operating force will also con- 
tinue intact. Mr. Birdseye will 
not be active in the management. 
but is expected to continue in a 
consultant capacity. 

The same basic policy of dis- 
tribution ‘through recognized 
wholesale channels will be con- 
tinued. 


CRANCER TO REPRESENT 
F. D. KEES MFG. CO. 


John W. Crancer has joined 
the sales force of the F. D. Kees 
Mfg. Co. of Beatrice, Neb. He 
will call on the wholesale hard- 
ware trade in the Central West. 

Mr. Crancer comes from a 
line of pioneer hardware men. 
In 1857, his grandfather came 
to Leavenworth, Kan., and estab- 
lished the Crancer Hardware 
Co. which was operated later by 
his father the late Edward W. 
Crancer. A wide and_ varied 
experience selling both to the 
consumers and to merchants 
make John Crancer well quali- 
fied for his new position. 


POT AND KETTLE NEWS 


As a feature event of San 
Francisco’s “Open House Mar- 
ket Week,” the San Francisco 
Pot and Kettle Club held a spe- 
cial mid-summer luncheon meet- 
ing on Friday, August 11, at the 
Western Merchandise Mart. D. J. 
Bartelme, president, conducted 
this meeting. James H. Hart, of 
the M. Seller Co., was master of 
ceremonies and introduced the 
guest speaker, Milton S. Meyer, 
general sales manager, M. Seller 
Company, San Francisco. 

In his talk Mr. Meyer pre- 
dicted a bright future for Ameri- 
can manufacturers of gifts and 
housewares, and stated, “Of course 
the American manufacturer can- 
not compete with the low-priced 
labor of foreign countries, there 
fore, it is practically impossible 
to offer the goods on the same 
basis as the imported merchan- 
dise, but let me say that the 
American manufacturers are do- 
ing a real job in an effort to 
produce the class of merchan- 
dise for ‘Gifts’ demanded by the 
American Public.” 
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| OBITUARIES 








PASSING OF FINIS E. PHARR SHOCKS TRADE; 
—HAD ENJOYED LONG AND HONORABLE CAREER 


With the sad death of Finis E. | also a member of the Old Guard. 


Pharr, 
trade has lost one of its 
outstanding members. Although 


most 





FINIS E. PHARR 


believed on the road to recovery, 
following a lengthy illness, Mr. 
Pharr, who was president of 
Buhrman-Pharr Hardware Co., 
Texarkana, Ark., wholesale hard- 
ware distributors, passed away 
Sept. 1 at the age of 63 at his | 
home in that community. In his 
39 years of activity in the hard- | 
trade he received many 
honors both from the trade in 
which he was so well liked as a 
member and from local business 
and social organizations. His at- 
tendance and help at conventions 
of the Southern Hardware Job- 
bers Association and at gather- 
ings of the National Wholesale 
Hardware will be 
greatly missed. 

Mr. Pharr was born Nov. 23, | 
1876, in Camden, Ark., and fol- 
lowing completion of his college 


ware 


Association 


course he entered the former 
Chatfield & Buhrman organiza- 
tion, which became Buhrman- 
Pharr Hardware Co. in 1905. 
When the present name was 
adopted he became secretary- 


treasurer and general manager. 
When W. J. Buhrman passed 
away in 1921 Mr. Pharr became 
president of the company, which 
office he held until his passing. 

Long prominent among hard- 
ware wholesalers, he served two 
years as president of the South- 
ern Hardware Jobbers Associa- | 
tion and was for many years a 
member of the executive com- | 
mittee of the National Wholesale | 
Hardware Association. He was 
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the wholesale hardware | When 


.Mitchell 


the N.R.A. was formed 
Mr. Pharr represented the south- 
western states wholesale hard- 
ware distributors in drawing up 
a code for the wholesale hard- 
ware trade. He also served the 
national government during the 
World War as a member of the 
exemption board. 

At the time of his death he 
was chairman of the board of di- 
rectors of the State National Bank 
of Texarkana. He was a deacon 
of the Congregational Church, a 
Mason, a former president of 
the Texarkana Chamber of Com- 
merce and past president of the 
Texarkana Country Club. 

Surviving are Mrs. Pharr, two 
daughters, a brother, and Mr. 
Pharr’s mother. 


GUY MITCHELL 


Guy Mitchell, veteran hard- 
wareman and a former secretary- 
treasurer of the Old Guard, 
passed away Aug. 26, at his home 
in Hendersonville, N. C., after 
more than a _ year’s complete 
paralysis. As a young man Mr. 
entered the hardware 
Atlanta, Ga., later 
the Buffalo 


business in 
representing 


Scale | 


Co., Buffalo, N. Y., in the South. | 


Several years later he joined the 
late Henry H. Beers, manufac- 
turers’ agent, in the firm of Beers 
& Mitchell. Following Mr. Beers’ 
retirement Mr. Mitchell formed 
a partnership with W. A. Corry 
(Corry & Mitchell) as manufac- 
turers’ agents, an organization 
that was very successful. At the 
time of the Florida real estate 
and building boom, Mr. Mitchell, 


who had previously retired from | 


the hardware business, success- 
fully participated in the boom in 
Miami. 

Guy Mitchell, who was well 
known and of fine character, was 
a founder of the Old Guard and 
for several years served as secre- 
tary of that organization. 


JOSEPH WEBER 


Joseph Weber, who for 33 years 


| conducted a retail hardware busi- 


ness at Olney, Pa., died August 
31 as the result of heart attack. 
He was 71 years of age. Mr. 
Weber was a member of the 
Masonic order. 
by his widow. 


He is survived 


-as the most durable material 























































PROSPECT: ‘But doesn't this (Samson Spot 


Sash Cord) cost more than ordinary 
sash cord?" 
YOU: "It actually costs less! Its relatively 
higher price is offset by the twenty- 
five years, or longer service it 
gives." 


PROSPECT: 
YOU: 


"But do | need such quality?" 


"Most architects and builders be- 
lieve that you do, for Samson Spot 
Sash Cord is what they specify and 
use. They know that the labor cost 
of replacing a single broken window 
cord is often more than the dif- 
ference in first cost between Spot 
Cord and the cheapest kind for a 


whole house." 


"That sounds like the voice of expe- 
rience. It's good enough for me!" 


PROSPECT: 


Samson Spot Cord has been nationally advertised for 
forty years. The advertisement below is one of a 
current series reaching architects and builders—your 


customers. 








sash cord. 


Samson Spot Sash Cord has never 
abused the confidence of an archj- 
tect, builder, dealer or user. 
Known for more than 40 years 

























for hanging windows. Made 
in one grade only from the 
finest 3-ply cotton yarn, 
spun in our own mills. 
Firmly braided and 
smoothly finished to 
resist wear and 
stretch. Always 
identified by the 
Colored Spots — 
our trade- 
mark. 





In addition to Samson 
we manufacture 
brands of sash 
to meet all re- 
quirements for quality 
and price; also braided 
cord of all kinds and 
sizes including awning 
line, mason’s line, shade 
cord, venetian blind 
cord, etc. Samples glad- 
ly sent upon request. 






















CORDAGE WORKS 
BOSTON, MASS. 













An Accessory you can Sell 
to Every Oil Burning 
Circulator User 








Comes to you as a 
Packaged Unit... 


Easily added to any) mode 
240-DR or LR Control 


Yes, your Circulating Heaters can now be made 
as convenient, and efficient as the most modern 
heating plant—with A-P AUTOMATIC CONTROLS, 
complete in “Packaged” Sales Units. 


Ye For THERMOSTATIC TEMPERATURE 
CONTROL ... New @ Electric 
“Auto-Heat” Top Unit 


Adds new convenience, new pleasure, comfort, 
and economy to Oil Burning Circulating Heaters. 
Controlled through attractive Wall Thermostat, reg- 
ulating temperature accurately within only 2° vari- 
ation from Thermostatic setting. Simple to install. 
Everything complete in a single package. Connects 
to present A-P Manual Oil Control Valve on Heater. 


Show these Control Units to your Customers. They'll 
help you sell MORE Circulating Heaters . .. and 
sell them FASTER . . . with added profit to you. 


This profitable accessory is available to you 
direct from us, from your Jobber, or from 
your Manufacturer. 


AUTOMATIC PRODUCTS COMPANY 


2442 NORTH THIRTY —SECOND sTReeT 
MILWAUKEE ® WISCONSIN 


@ Manufacturers of Oil Controls for all Oil Burning Appliances 


DEPENDABLE 


THE BYWORD FOR A-P CONTROLS 











A. J. BIHLER PASSES AWAY AT AGE OF 69 
—ONE OF MOST BELOVED HARDWAREMEN 


The sudden passing of Adolph 
J. Bihler, veteran hardware 
wholesale man, at his home in 
Pittsburgh, Pa., on Sept. 4, takes 





A. H. BIHLER 


from the hardware fraternity one 
of its most widely known and 
most highly respected members. 
His loss is mourned by whole- 
salers, manufacturers and retail 
dealers in all parts of the coun- 
try, who knew him as an admir- 
able and unselfish person. His 
life was dedicated to service to 
others and particularly to the 
welfare of the hardware indus- 
try to which he so freely gave 
of his time and energy. At the 
joint manufacturers and whole- 
salers convention in Atlantic 
City, next month, he will be 
sadly missed as he had attended 
all meetings of the National 
Wholesale Hardware Association 
since its first convention held in 
Pittsburgh in the fall of 1894. 

Mr. Bihler, who was born in 
Pittsburgh, Oct. 15, 1869, had 
been in good health until about 
two weeks prior to his demise. 
At that time he suffered a minor 
illness, from which he succumbed 
following a heart attack. Fol- 
lowing his graduation from high 
school in 1883 he was employed 
by Lindsay, Sterrett & Co., Pitts- 
burgh, hardware wholesalers as 
bill clerk and cashier. Later the 
firm name was changed to James 
C. Lindsay Hardware Co., of 
which Mr. Bihler served as trea- 
surer, vice-president and _presi- 
dent. From 1912, until the com- 
pany was discontinued in 1937, 
he owned the controlling interest 
in the company and was its 
president and treasurer. 

His interest in the hardware 
industry, particularly the whole- 
sale field, continued until his 
passing. He served, for two 
years, as president of the Na- 
tional Wholesale Hardware As- 
sociation and following comple- 





tion of his terms of office was a 


member of the organization’ 
advisory board. He was activ: 
in the affairs of the Pittsburg! 
Chamber of Commerce for many 
years and had served as a direc 
tor of that organization. Fo: 
several years he was a director 
of the Anchor Bank. In 1935 
he was made a member of th 
Harpware Ace Fifty Year Club. 
All his life he had been a staunch 
member of the Presbyterian 
Church. 

Mr. Bihler, who was a bache 
lor, is survived by two sisters. 
Miss Emma Bihler and Mrs. 
William G. Rossiter, and a 
brother, Louis C. Bihler. 





GEORGE WORTHINGTON. SR. 


George Worthington, Sr., son 
of George Worthington, founder 
of the Geo. Worthington Co.. 
Cleveland, Ohio, wholesale hard- 
ware distributors, passed awa) 
Aug. 31 at the age of 85 at his 
summer home “Worthlea” in Old 
Bennington, Vt. His father had 
founded the Worthington busi 
ness in 1829 with $500 capital. 
later founding the Cleveland Iron 
Co., now the Cleveland-Clifi- 
Iron Co., and organized the old 
First National Bank of Cleveland 
later a part of the Union Trust 
Co. George Worthington, who 
had been actively affiliated with 
the Worthington company for six 
years, had retained his financial 
interest in the company after his 
retirement. 

He was at one time co-holder 
of the Ohio doubles title in ten- 
nis and co-holder of the 
doubles championship in Ver- 
mont. Until his passing, he was 
one of two last surviving charter 
members of the Cleveland Troop 
A, Ohio National Guard. He is 
survived by his son, George 
Worthington, Jr. advertising 
manager, The Geo. Worthington 
Co. and a grandson, George 
Worthington, IV. 


CHARLES C. SCOTT 


Charles C. Scott, president 
O’Shea-Hinch Hardware Co.. 
Fort Smith, Ark., passed away 
recently as the result of a hear! 
attack. Mr. Scott had owned 
the controlling interest of the 
company for the past 12 years. 


D. M. WATKINS 


D. M. Watkins, president o! 
the Watkins Hardware Co.. 
Mena, Ark., passed away re 
cently at his home in Mena. He 
is survived by his son, Edward 
W. Watkins, who succeeds to the 
presidency of the company. 


HARDWARE AGE 
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FRANK U. S. GILBERT 


Frank U. S. Gilbert, president | 
and treasu~er of The Cleveland | 
Cleaner & Paste Company, Cleve- | 
land, Ohio, passed away on Aug. | 
16. He was 75 years of age. | 

Mr. Gilbert was born on a farm | 
near Mansfield, Ohio, in 1864 and | 
came to Cleveland when a young | 
man. He was one of the first to | 
see the possibilities in wallpaper | 
cleaner and began its manufac- 
ture in 1888. In 1914 he or- 
ganized the Cleveland Cleaner & 
Paste Company and became its 
president and treasurer, offices 
which he continued to hold until 
his death. Mr. Gilbe:t was a 
member of the Masonic order 
and a member of Woodward 
Lodge, McKinley Chapter, Holy- 
rood Commandery, the Consistory, | 
Al Koran Shrine, Al Sirat Grotto | 
and the Knights of Pythias. He | 
was a member of the Lakewood | 
Country Club, Cleveland Yacht- | 
ing Club, the Swiss Club and the 
West Side Turnverein. He is sur- 
vived by his widow, two sons, 
Frank, Jr., secretary of the com- 
pany, and John, and four daugh- 
ters, Mrs. Hazel Stumph, Mrs. 
Prudence Scholl, Mrs. Katherine | 
Senghas and Mrs. Ora Wieburg, | 
all of Cleveland. 








PIERPONT M. COWAN 


The tragic passing of Pier- 
pont M. Cowan, well known and 
much beloved member of the 
hardware industry on Aug. 27 
was a shock to all who knew 
him. In the prime of life when 
he succumbed Mr. CdéWan, who 
was but 51 years of age, was 
manager of the heavy hardware 
department of Kelley-How-Thom- 
son Co., Duluth, Minn., whole- 
sale hardware distributors. On 
Friday evening, Aug. 25, he was 
cleaning a shotgun in prepara- 
tion for a holiday visit with his 
family at Lake Chetek, Wis., 
when the ejector on the gun be- | 
came jammed. When he sought 
to free the ejector he accident- | 
ally shot himself. His plight was | 
not discovered until late the | 





| next afternoon, when he was 


rushed to a hospital where he 
passed away the next day. Prior 
to his accident he had cleaned 
two other shotguns, belonging to 
himself. 

During the N.R.A. he was a 
member of the Wholesale N.R.A. 
Yode Committee for the Nation- 
al Wholesale Hardware Associa- 
tion. A native of Sharpsburg, 
'a., he was educated at the 
Boston Latin School and Dart- 
mouth College. Following com- 
pletion of his college course he 
joined the Marshall-Wells Co., 
Duluth, wholesale hardware dis- 
tributsrs with which company he 
remained until 1919 when he be- 
came affiliated with Kelley-How- 
Thomson. Mr. Cowan was a 
member of the Ionic Lodge, A.F. 
&A.M., Duluth Athletic Club, 
Chamber of Commerce, Phi 
Kappa Psi fraternity and was a 
member of the 1911 bantam crew 


| of the Duluth Boat Club which 


later won national honors. 

Surviving are Mrs. Cowan, a 
son, a brother, a sister and his 
parents. 


BERTRAND L. MOORE 


Bertrand L. Moore, former 
head of the Noyes Hardware 
Company, Brockton, Mass., died 
at his home in Brockton recent- 
ly. He was 57 years of age and 
for the past eight years had been 
manager of the hardware de- 
partment of the Taunton Lum- 
ber Company, Brockton. He is 
survived by his widow, a son, 
Linwood E. Moore, and _ three 
daughters. 


R. W. HARWOOD 
Robert Winch 


mer president of Harwood & 
Sons, baseball manufacturers, 
Natick, Mass., passed away Sept. 
1. He was 69 years of age. Mr. 
Harwood was born in Natick and 


Harwood, for- 


| graduated from Harvard in 1892. 


He became associated with the 
firm upon graduation and _ re- 
tired several years ago. He is 


| survived by one son. 





PIERPONT M. COWAN 
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WANTS CATALOGS FOR 
NEW STORE IN TUCSON 


J. J. Gordon is planning to cpen 


| a new hardware store in Tucson 
| Ariz., in 
| would like to receive hardware, 


the near future and 


housefurnishings and paint cata- 


| logs at his home address 928 N. 


oth Ave., Tucson, Ariz., from both 
manufacturers and wholesale 


| distributors. Mr. Gordon was for 


many years a traveling salesman 
for David Linzer & Sons, 10 
Astor Pl., New York City, manu- 
factures of paint brushes. 

















A screw driver and 
the thumb quickly 
set the cutter for the 
size of hole to be 
bored. A quarter 
turn of the screw 
driver locks or un- 
locks the parts. 


Here is an expansive bit that 
not only bores with unusual 
ease, but is in a class by it- 
self when it comes to adjust- 
ing the cutter for the size 
of hole to be bored. It is as 
easy to do as the above 
photograph indicates, and the 
cutter always stays locked. 


In addition to this quick-ad- 
justing feature, the Greenlee 
Setfast Bit has a wide, open 
throat, or chip channel, 
which eliminates clogging 
and permits uninterrupted 
boring. It is a feature that 
every user of expansive bits 
will appreciate. 


Let us tell you more about the Setfast Bit. And if you would like in- 
formation on other Greenlee Hand Tools for working wood, ask for Catalog 
No. 31, giving the name of your jobber. 


Greenlee Tool Go. 


1715 Columbia Avenue 
ROCKFORD, ILLINOIS, U.S.A. 











APPOINTED TO TRU TEST STAFF 





GEORGE T. EVANS 


Three recent appointees to the staff of Tru Test Marketing & Merchandising Corp., Mer- 
chandising Mart, Chicago, Ill., were George T. Evans, R. D. “Bud” St. John and J. R. Fille- 
brown, as announced in the Sept. 7, 1939, issue of Haroware AcE on page 70. 
appointed in a field executive capacity. Mr. S‘. John will devote his talents to the work of 
catalog building for Tru Test distributors and Mr. Fillebrown was appointed to the merchan- 


dising department. 


P. A. & S. SMALL CO., INC., 
CELEBRATES 130TH YEAR 


The P.A. & S. Small Co., Inc.. 
York, Pa., 


wholesale hardware 


and food distributors, celebrated | 


on Aug. 25 its 130th anniversary. 
To commemorate the milestone. 
in the company’s history, an al 
tractive booklet, “Through the 
Years 1809-1939", was issued by 
the company with a dedication. 
“To our 
present”. 
part, “We 
favorable record to the direction 
of the Small family alone. but 
rather in very large measure to 
the host of loyal, competent and 


employees, past and 
An epilogue states, in 
cannot attribute out 


efficient men who have given the 
best years of their lives to the 
company. 

George Small founded the busi- 
ness, in 1809. when York was a 
town of but 2,800 receiving its 
freight hy Mir. Small 
conducted a private bank, which 
successfully withstood the panics 
of 1837, 1857 and 1873, and later 
conducted flour inills and a plani 
for the drawing of wire. His 
sohs and partners bought the 
business in 1833, the company 
being renamed P.A. & S. Small, 
for Philip Albright and Samuel 
Small. The wire business was 


wayon. 


discontinued later. being replaced | 


by twe charcoal iron turnaces. 
In 1847 the firm associated with 
the Pattersons of Baltimore in 


the erection and operation of the 


Ashland Iron Co., Ashland, Md.. | 
manufacturing gray iron. The | 


banking business was discon- 


tinued about 1875 and the flour 


and iron activities discontinued | 


in later years. The flour business 


was continued until 1920. Samuel | 
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R. D. ST. JOHN 


Small had no children but his 
brother’s three sons George, W. 
Latimer and Samuel were ad- 
mitted into the joint partnership 


'tribution channels and works to 





J.R. FILLEBROW N 


Mr. Evans was 


Direct selling by manufacturer 
and wholesaler complicates dis- 





the disadvantage of retailers ac- | 





CENTRAL STATES CLUB 

HOLDS GOLF TOURNEY 

Seventy members and guests 
of the Central States Hardware 
Club attended the first annual 
golf tournament of the organiza- 
tion and the luncheon and dinner 
which accompanied it at the 
Olympia Fields Country Club, 
Olympia Fields, Il]., on August 
18. Winners of golf prizes were 
as follows: Members: low gross, 
Ole B. Bergersen, Harpware 
Ace; low net, K. C. Warner. 
Harpware AGE; runner-up, low 
gross, Ollie Eggleston, Richards- 
Wilcox Mfg. Co.; runner-up, low 
net, Jules Kersten, Cordage Sales 
Company. Winners of guests’ 
golf prizes were: low gross, R. 
J. Donahue, Wabash Screen Co.; 
low net, John Carnell, Kroyden 
Company; runner-up, low gross, 
Gordon Robinson, American 
Furniture Mart; runner-up, low 
net, F. S. Whiting, American 
Furniture Mart. 

E. R. Swift, president of the 
club, acted as master of cere- 
monies. After dinner the prizes 
were awarded to the golfers fol- 
lowing which a drawing was held 
which was conducted by George 
H. Beaudin, chairman of the 


+ ° ° | . 
Philip and George, sons of W.| cording to M. F. Miller, Miller | golf committee. 


Latimer Small and Samuel Small’s 
con. Samuel, Jr., eventually be- 
came fourth generation members 
of the firm. 

Operated as a partnership un- 
til 1903 the business was incor- 


| porated that year, following the 


death of W. Latimer Small 
Until i908 the business was con- 
ducied at 1 E. Market St., being 
moved that year to larger quar- 
ters at George and North Sts. 
In recent years the company 
adopted a profit sharing plan and 
group life insurance. 


40 ATTEND MEETING OF 
JERSEY TRAVELERS ASSN. 


More than 40 attended a meet- 
ing of the Hardware and Allied 
Travelers Association, Inc. in 
Hotel Robert Treat, Newark, 
N. J., on September 6. Hardware 
retailers, wholesalers, and manu- 
facturers were guests at the meet- 
ing during which the question of 
greater cooperation between all 
branches of distribution in the 
hardware field was discussed. 


Hardware Co., Jersey City one of 
the guest speakers. Mr. Miller 
also serves thé North Jersey Re- | 
tail Hardware Association as 
secretary-treasurer. 

George G. Hoy, associate edi- 
tor, Harpware Ace, New York. 
cited examples of hardware in- 
dustry cooperation in the country 
and emphasized that as _ retail 


hardware merchants become 
better distributors for manufac- 
they will be a 


turers’ goods, 


greater influence on manufac- 
turers’ sales policies. 

An open forum discussion fol- 
lowed the formal meeting with 
M. B. Pearlman, president, Hud- 
son County Hardware and House- 
furnishing Association; Theodore 
Yecies, president, Essex County 
Retail Hardware Association, and | 
D. Kahane, president, Hardwa-e | 


THREE GENERATIONS AT 

LINZER’S SALES PARTY 
David Linzer & Sons, Ine., 
New York City, manufacturers 
of paint brushes, held a World’s 
Fair Sales Party in New York 
City on September 1-4. About 
20 representatives and their wive: 
were guests of the firm. Mr. and 
Mrs. David Linzer, founders oi 
the firm were present, together 
with their four sons who are 
now running the business, and 
two grandsons who are learning 
the business. 

After a three hour trip through 
the brush factory, Aaron Linzer, 
president, and Abraham Linzer. 


| secretary, tock the group in hand 


for the four day party program. 
A good part of the four days 
were spent at the World’s Fair. 
Luncheons at the Hotel New 


and Housewares Club of New! Yorker Ice Show, Hotel Lexing- 


York, taking part. Philip E. ton Hawaiian Room, dinners at 
Strassburger, president of the} Claremont Inn, [International 
association, presided at the meet- | Casino. and a_ theatre party 


ing. 








were some of the high spots. 





Some of those who attended the W orld’s Fair celebration of David Linzer & Sons, Inc. 
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DEPENDABLE WATER SUPPLIES 
OFFER YOU A 


Profilable Partnership 


in this LARGE AND RAP/DLY 


GROWING F/ELD 





overlook ... it holds so many possibilities for 

sales and profits. And already, the experience 
of thousands of dealers proves you can expect 
the most of this business by selling dependable 
Dempster Water Supplies. For Dempster has much 
to offer that makes for profitable partnership. You 
have every essential type of equipment to make 
every type of sale... plus the most advanced 
engineering features . .. the utmost economy... 
up-to-the-minute designs, simplicity, and per- 
formance... all backed by over 60 years of qual- 
ity leadership. « 


In addition, Dempster aids your sales 
with consistent farm paper advertising, 
tested local campaigns, and plenty of 
other powerful promotion material. If 
you want to step out and go places in 
the water supply field, write today for 
complete details of this profitable 
Dempster partnership. A few valuable 


pj water supply field is one you can’t afford to 


territories are still available to jobbers. Pet, Semryee 7 


Pump. 


\ 

















SEPTEMBER 21, 


4 i DEMPSTER PUMPS AND CYLINDERS 


Be. 1ER BUILT FOR BETTER SERVICE. From 
Left to Right: Fig. 216FS, Sani-Top Set Length Pump; 
Fig. 224FBS, Sani-Top Stand Pump; Fig. 210F 
Heavy Duty Feree Pump; Fig. 78, tron Cylinder; Fig. 
79, Brass Lined Cylinder; Fig. 83, Brass Body Cylinder. 





DEMPSTER MILL MFG. CO. 
Beatrice Nebraska 


BRANCHES: Omaha, Nebr.; Kansas City, 

Mo.: Des Moines, ta.; Sioux Falls, S. D.; 

Denver, Colo.; Oklahoma City, Okla.; Ama- 
rillo, Texas; San Antonio, Texas. 
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We Are Responsible 


Torthe satisfaction of your customers when 
you sell them Quikwerk Tools. Scrupulous 
care is exercised in the selection of every 
pound of steel of which they are made. 
Accurate meters and charts assure precision 
heat treating. Quikwerk Tools are finished 
carefully by craftsmen, old in their trade, 
who are proud of their work and their 


company. ; 





You can recommend 
Quikwerk Tools with 
confidence, knowing that 
you and your jobber will 
receive our “full” co- 
operation. 


WARREN TOOL CORPORATION 





WARREN, OHIO 













Atter Hours! 
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retail hardware firm of Brown & Robinson. 

It’s beginning to get dark outside and the two 
partners, Frank Brown and George Robinson, are 
relaxing a bit before they call it a day and start home 
for dinner. Robinson reaches under the counter, 
draws out a large envelope and slides a magazine 
into it. 

ROBINSON: Yes, Frank, it’s the September 7th 
issue of Harpware AGE. Tonight’s the night I read 
it. You had it last night. 

BROWN: Well, you'll find a lot of interesting 
things in it. Gosh, there’s a touch of autumn in the 
air isn’t there? 

ROBINSON: Yes, it’s getting a bit chilly at home 
in the morning. Not cold enough to make you want 
to start a furnace, but just enough to make your 
teeth chatter. 

BROWN: A lot of people are beginning to feel 
that way now and a good many of them haven't 
furnaces to fall back on when it gets colder. Say, 
when you get home, George, turn to that article on 
oil-burning space heaters. As I remember the title 
is “There’s a $750,000,000 Heater Market Waiting 
for You!” Read it and then start all over and read 
it again. You'll find some facts and figures in that 
article that will just about knock you out of your 
chair. There’s a tremendous market there, my boy. 
Let me have your reactions on it after you've read 
the article.. I bet we'll think alike on the subject. 
And I bet we'll go in for that line hook, line and 
sinker. If we don’t we’re neglecting a first class op- 
portunity for profits. 

ROBINSON: Well, thanks to HarpwaRE AGE, we 
can’t be accused of neglecting many opportunities. 
It’s given us many a hint and suggestion that we 
have turned into money in the bank. Say, I see by 
this morning’s paper that the John Russells have a 
new arrival. 

BROWN: Yes, and you'll find an article in that 
issue that tells what to do about it. It’s a story 
about the Tri-City Hardware & Furniture Co. of 
LaSalle, Ill. They send a baby booklet to all new 
parents. It’s just a short article but it’s a mighty 
good idea. 

ROBINSON: What else caught your eye in this 
issue? 

BROWN: Plenty. For instance there’s a story 
about the S. Wilkerson store in Union Star, Mo. 
The town has a population of only 410 but what a 
business that firm does in major appliances! They 
catch the entire surrounding countryside and also do 
business with a lot of people from St. Joseph, Mo. 
Sure, they have a good location, but they also have 
some A-l merchandising ideas. Not only that but 


ke has been a hard day for the members of the 
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they have applied pschology to their store layout. 
When a woman enters that store she is automatically 
led from one department to another. And nine times 
out of ten she probably doesn’t realize that she is 
being led along on a personally conducted tour. That 
firm has the right idea. 

ROBINSON: By the way, Frank, isn’t it about 
time for Harpware AGE to publish that annual chart 
on the seasons for migratory birds? 

BROWN: George, you're almost psychic. It’s 
right inside of those covers waiting for you. You 
know that chart has always made a hit with the 
local sportsmen. We can always use it to good ad- 
vantage in this neck of the woods. 

ROBINSON: We certainly have a lot of hunters 
in this section. Too bad we haven’t more manufac- 
turing firms and heavier payrolls. 

BROWN: There you go again! There’s something 
uncanny about you. Why there’s an article in that 
issue about that very thing. Tells how Danville, IIl., 
is attracting manufacturers. There’s a town that’s 
on its toes. They attract out-of-town industries and 
build standardized factories that can be enlarged by 
the addition of units. And they get real going con- 
cerns. No fly-by-nights can get in on the ground 
floor there. Every firm is investigated and they have 
to be good. Danville’s going to bring 25 manufac 
turing firms into its city limits within the next five 
years. The local hardware firms are all supporting 
the plan. It’s a sure thing that all of those hardware 
firms will profit as a result of it. 

ROBINSON: What’s Saunders Norvell discuss in 
this issue? 

BROWN: He has some pertinent comments on the 
modern educational system, particularly interested 
in what the upper schools are teaching. Says that 
they are giving the boys and girls some misleading 
ideas—particularly about advertising. And he backs 
it up. He has some mighty good thoughts in his 
article. But say, George, why don’t you read it all 
for yourself? 

ROBINSON: 1 was just trying you out, Frank. 
Wanted to see what you had read. 

BROWN: What a waste of time! You knew 
darned well that by this time every other week I 
have read that magazine from cover to cover. And 
that goes for every advertisement too. 

ROBINSON: Yow’re right Frank. And by this 
time tomorrow I'll be able to pass a written examina- 
tion on everything that’s in it too. It’s the only way 
to keep up with what’s going on in your business. 
Well let’s go home and have dinner. 

The partners turn out the lights inside of the store 
and exit through the front door. 

G. M. S. 
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The true spirit of the time and country 
that gave it birth is retained in the 
design of every piece of McKinney 
Forged Iron Hardware. English, Spanish, 
Italian or American Colonial, McKinney 


designs are authentic designs, and the 
texture of the metal is maintained as it 
was by craftsmen of long ago. 

Accurate for application and priced 
within the range of the most modest 
home owner. Write for details. 


McKINNEY MANUFACTURING CO. 


PITTSBURGH, PA, 
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Show Customers How They Roll 


Demonstrate “ACME” Ball Bearing Casters,—show 
how “smoothly “ACMES” roll in any direction. Then 
let the customer try it and,—a sale is made. Dealers 
everywhere use this method to sell more “ACMES.” 


Mt cin ” 


BALL BEARING 


CAS MS ats 


The ball bearing feature of “ACME” Casters makes 
moving furniture a pleasure on floors, rugs and carpets. 
Heavy furniture moves with ease. Here is the modern 
caster that appeals to every housewife who takes pride 
in her home. Demonstrate “ACMES” and increase 
your caster sales. 


THe ScHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 
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GEORGE SAUPE, senior 
member of the firm of Geo. 
Saupe & Son, Pittsburgh, Pa.. 
retail hardware dealers, is 73 
years of age and started his 
career on April 19, 1879, with 
the firm of Emil Freiberg, 
hardware and sheet metal, in 
a small village in Saxony, 
Germany. After four years, 
and in order to avoid military 
service, he emigrated to the 
United States and landed at 
Old Castle Garden, New York 
City, on May 13, 1883. Not 
being able to obtain employ- 
ment in New York, he decided 
to travel as far west as his 
finances would permit and 
eventually reached Pittsburgh. After working on a farm 
for several months, he found employment with the firm of 
Charles F. Fischer, Inc., at 88 South 12th Street, hard- 
ware dealers and sheet metal workers. He remained in the 
employ of the firm until September 1898 when Mr. 
Fischer turned the business over to Mr. Saupe and his 
co-worker, William Fries. The firm was successfully 
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conducted under the firm name of Saupe & Fries until the 
death of Mr. Fries on December 23, 1936. Since that time 
the business has been carried on by Mr. Saupe and his 
son, George E., under the name of Geo. Saupe & Son. 
Mr. Saupe has not interested himself in civic affairs but 
has been prominent in hardware circles, having been 
president of the Pittsburgh Retail Hardware Association 
in 1917. He is also very much interested in fraternal 
organizations, particularly the Masonic Order and the 
Odd Fellows. His hobby is duckpin bowling with a two- 
team league composed of some of the leading hardware 
men of Pittsburgh, which will begin its 35th consecutive 
season this month. 


E. A.CHERRY 
rounded out 50 
years of service 
with Stanley Tools 
of New Britain, 
Conn., on Septem- 
ber 9, 1939. He 
was born Septem- 
ber 4, 1874, and is 
still active in rep- 
resenting his firm 
in the school field 
of the country. On 
September 9, 1889, 
Mr. Cherry started 
work at the Stan- 
ley warehouse in 
New York City. 
then located at 93 
Chambers Street. 
He was mail and 
errand boy, and 
copied letters on 
the press. After 
about three years 
he made local calls on the hardware trade around New 
York, and soon became one of the two salesmen of the 
company who were then covering the United States. He 
called on the jobbing trade east of the Mississippi River. 
During the World War Mr. Cherry represented the 
Stanley Rule and Level Company in Washington. In 
1923 it was decided to establish an educational depart- 
ment, so as to get in closer touch with the schools and 
the educational men of the country. For several years 
Mr. Cherry both called on the trade, and made contacts 
with school men. Beginning in 1932 he devoted his entire 
time to the industrial arts field throughout the country 
east of the Rockies. His school acquaintances are legion 
and he has earned for himself the title of “Dean” of 
commercial travelers in the industrial arts field. 
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partner and manager of Geo. J. 
Huebner Company, Pittsburgh, Pa., 


hardware business in 1883 at the 
age of 17. First identified with 
Peoples & Rafferty of Pittsburgh, 
he later changed his allegiance to 
Walter Wormold of the same city. 
He opened his own store in 1889 
and has been at the same location 
ever since. Mr. Huebner’s princi- 
pal hobby is hunting and he avails 
himself of every possible oppor- 
G. J. HUEBNER tunity to enjoy it. He has neve 
been identified with civic activities 
and has never held public office. He is at present a 
director of the Polithania State Bank and president of 
the Improved Washington Building and Loan Associa- 
tion in his own home city. 





CHRIST HETT, pioneer 
hardware dealer of Wilton, Wis., 
and 79 years 6f age was born in 
Hoenbach Rhein Hesson, Ger- 
many, in 1860. As a boy he 
worked at the blacksmith’s trade 
and later served in the cavalry in 
the army. In the spring of 1885 
he came to the United States 
moving to Tomah, Wis., and later 
to Wilton which still remains his 
home. He first started with a 
small blacksmith shop which he 
later developed into a wagon and 
sleigh factory employing 25 men. 
From there he entered the hard- 
ware and implement business and ‘6 
later into the automobile busi- CHRIST HETT 
ness. The hardware business, 
however, is the line of activity he enjoys most of all and 
it is the common expression regarding this business to say 
in Wilton “If you can’t get it at Christ Hett’s you can’t 
get it anywhere.” Mr. Hett has been extremely active in 
his community and has been largely instrumental in its 
becoming a thriving village and trading center. Has been 
village president for 29 years and has held the office of 
school treasurer, deputy sheriff and many others. He 
helped start the town’s first bank and the water system 
and has led many civic movements including helping 
found the local telephone company and having the streets 
paved. And, although 79 years of age, he is still active in 
the hardware business and in the affairs of his community. 
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was 73 years of age on June 28, 
1939. Born in 1866 he entered the 
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Announcing 


the LCN “422” 


Double Acting Overhead Concealed 


DOOR CLOSER 


Light to medium weight double acting doors, up to3 x7 
ft. in size, such as those between kitchen, butler’s pan- 
try and dining room, are now being perfectly controlled 


with the new LCN ‘422’ Door Closer. Advantages: 


T Smooth, continuous closing and checking action, 
* under full rack-and-pinion control, throughout the 
swing in either direction. Hold-open feature standard. 


2 Door always comes to gentle Stop in center. No 
* “flapping” of door at end of swing. 


3 No complicated fitting problem between carpeted 
* and smooth floor areas. Door mounted on ball bear- 
ing center pivot (furnished). 


4 Closer simple to install and adjust; entirely con- 
* cealed in head frame and top of door. No cutting 
of floor. A superior closer at a moderate price. 


Send for folder with full details of the LCN “422”. 
Norton Lasier Co., 466 W. Superior St., Chicago, Ill. 


Concealed and Surface 


DOOR CLOSERS 


in 86 Types and Sizes 
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New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


Hammered Iron Ware Display 
The Griswold Mfg. Co., Erie, Pa., has 


announced a new display for merchan- 
dising both at point of sale and in the 
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window, its hammered iron ware in 
three finishes, chrome, silverlike and 
black. These utensils are provided with 
finger holds to make them easy to han- 
dle. A special hinged cover is inter- 
changeable for the skillet, chicken 
fryer, and the dutch oven, and also for 
the bottom half of the double skillet. 


Carpenter’s Hatchet 

This professional carpenter’s hatchet, 
No. 99, is designed to combine in one 
tool all the various uses of all the old 
hatchet patterns. Has special patented 
crowned blade, higher in center and 
flowing each way, to prevent binding. 
Long crescent bevel is shaped like a 
drawknife for fast and close cutting. 
Width of cut is 3% in. Head is full 
polished and has sufficient weight for 
fast and easy cutting. Has cushion 
handle to help absorb shock of each 
blow. Handle is 13% in. long and is 





designed to fit hand and has a bell- 
shaped end to prevent slipping. Vaughan 


& Bushnell Mfg. Co., 2114 Carroll Ave., 


Chicago, Il. 


“Frogil” Oil Heaters 

This new line of “Frogil,” heaters 
features: down-draft, hot-blast construc- 
tion; lightning starter; stainless steel 
hurners that are easily removed for 
cleaning: improved forced air circula- 
tion: flue-openings that are fireplace 








high; grained two-tone, porcelain en- 
amel finish. Several models also fea- 
ture cast-iron radiator type, combustion 
chambers. Gray & Dudley Co., Nash- 
ville, Tenn. 


**All-In-One”’ Cement 


An all-purpose mending material for 
wood, glass, china, metal, cloth, lino- 
leum, tile, paper leather and _ bric-a- 
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brac. It is non-inflammable transparent, 
has no odor, and does not stick to han- 
dle. Rubs off the hands. Sold in one- 
half ounce bottles, ounce bottles, and 
in cans of one-half pint, one pint, one 
quart and gallon sizes. All-In-One 
Cement Co., 4663 Page Blvd., St. Louis, 
Mo. 


Compton Shears 


“U-Set”—hardened adjusting screw so 
that tension may be increased or de- 
creased. Lock spring holds connecting 
screw at any desired adjustment. Shears 
easily and quickly taken apart for clean- 
ing. The W. H. Compton Shear Co., 
Newark, N. J. 
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Quality Products 
Manufactured Since 1899 


DOOR BUTTS 
Strap and Tee Hinges 
Wrought Steel Shelf Brackets 
Safety Hasps and Hinge Hasps 
Ornamental Hinges 
Garage Door Hardware and Door Handles 
Screen Door Hardware 
Cellar Window Sets 
Back Flaps and Chest Hinges 
Cornes Irons and Corner Braces 
Heavy Pressed Steel Door Handles 


Barrel Bolts 


All Are Available Through Progres- 
sive Jobbers and Are Fully Described 
in Our Catalog No. 19, a Copy of 
Which Will Be Sent Upon Request. 


ERIE, PENNSYLVANIA 











AGENTS: 
BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market St. 


NEW YORK: 45 Warren St. 
CHICAGO: 162 N. Clinton St. 


SEPTEMBER 21, 1939 





@ When you sell known quality, you sell more than mer- 
chandise. With each sale you make, you include a small 
bit of your reputation. A satisfied customer keeps com- 
ing back. That’s how reputations for square dealing are 
built. 
For more than 65 years, Wickwire Brothers have 
served the industry—65 years of specialization in the 
| manufacture of wire and wire products. From the scien- 
tific melting and rolling of the steel from which we draw 
our wire, to the final steps of coating and inspection, each 
operation is performed at Wickwire Brothers mills and 
subjected to rigid Wickwire Brothers standards of qual- 
| ity. Today, in the hardware trade, the quality of Wickwire 
| 
| 





Brothers products is unquestioned. 

You, too, can cash in on that prestige by selling known 
quality Wickwire Brothers wire and wire products. Spec- 
ify Wickwire Brothers products to your jobber on that 
next order. 


MISCELLANEOUS WIRE NAILS AND BRADS + STONE WIRE 
WIRE CLOTHES LINES + STANDARD NAILS + BARBED WIRE 





WICKWIRE BROTHERS.INC 
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Electric Heater 

These fan-forced, circulating electric 
heaters are made in four models to re- 
tail from $4.95 to $9.95, slightly higher 
in Denver and West, also in the extreme 





South. All models operate on™ 110 to 
125 vilts AC only, 50 to 60 cycles. Heat- 
ing elements are nichrome helical coils 
with molded porcelain supports. Motors 
are induction type, with two-blade pro- 
peller fan and are said not to interfere 
with radios. Heaters are enclosed in 
heavy gage steel case with rubber feet 
and are complete with six feet of HPD 
cord and rubber plug. Convenient car- 
rying handles make it easy to transport 
the heaters from one room to another. 
Maker states children can’t burn their 
fingers and heaters will not cause dam 
age if upset accidentally. A sales build- 
ing counter display demonstrator and 
other sales literature are offered free. 
Noblitt-Sparks Industries, Inc.. Colum 
bus, Ind. 


Floor Fan 


“Floor-Aire”—primarily designed for 
floor or low placement. Housed and 
completely protected in a walnut-fin- 
ished grilled cabinet. Grilles are verti- 
cal steel wires, % in. apart and finished 
in antique bronze. Felt feet protect 





is enclosed in a steel case. May be ad- 
justed for different directions of air 
stream through a 40 degree angle. Maxi- 
mum capacity is 950 cu. ft. of air a 
minute. Motor operates on 110 volts, 60 
cycles, consuming 55 watts at high speed. 
Westinghouse Electric & Mfg. Co., 
Mansfield, Ohio. 


Freezetester 


Designed to test the different brands 
and kinds of anti-freezes now in use. 
“The General,” illustrated, is the leader 
in a line of freezetesters. It is a ther- 
mal-correcting tester and is said to be 
especially accurate and fast reading. 
Reading is simplified by means of a 
system of colors and numbers. In ad- 
dition, correction tables and figures are 
twice the usual size. Other features 








prevent breakage and speed up cleaning. 
“The General,” No. 525-T is furnished 
complete with a protective carrier and 
a cleaning brush. The Imperial Brass 
Ufg. Co., 1200 W. Harrison St., Chi- 
cago. 


“True Temper” Items 


“Dynamic” Nail Hammer and Tommy 
Axe. Compact head of hammer cen- 
ters the weight for faster, easier drivy- 
ing; length and degree of claw curve 
to give increased pulling power. Fin- 


Bathroom Items 


A comfortable and convenient cross 
seat for the bath tub. Can be adjusted 
to three positions: high, low, and 
medium. Fits new and old style bath 











tubs. Available in wood and metal, and 
some types equipped with convenient 
back rests. The bath tub Safety-Grip 
and towel rack to assist one from a 
reclining position in the tub or for en- 
tering and leaving the tub. Bath Essen- 
tials. Inc., 2082 First Ave., New York 
City. 


ish is a satin-smooth rustless black. 


Handles are white, handshaved, second- 
growth hickory with butt-beveled grip. 
Both nail and ripper hammers of this 
new design are offered in two grades. 
The model, described above to retail at 
$1.25 each, and Vulcan Dynamic models 
in slightly less costly but in durable, 
non-rusting black finish—1l6 oz. nail 
hammer to retail at $1.00 each. The 
Tommy Axe has a real cutting and 
chopping blade; a powerful driving 
head for everything from lathing nails 
to 80d spikes, with pulling claws that 
grip brads and big nails with equal 
ease. Finish is satin-smooth rustless 
black. Handle is second growth all 
white hickory, hand-shaved. Made in one 
model and size, No. T.A., Wt. 1% Ib. 
to retail at $1.50. The American Fork 
& Hoe Co., Cleveland, Ohio. 











floors as well as cabinci base. Has deep- 
pitched quiet Micarta blades to insure 
maximum air circulation with a mini- 
mum of sound. Unit is portable. Motor 





102 HARDWARE AGE 














**Fastemp” Heaters 


The 1940 line of Fastemp console 
home heater has been redesigned to 
bring them down to approximately 
waist height. The new heat chamber 





is in the shape of an inverted “L” to 
provide 40 per cent more heating sur- 
face. Heaters have triple-action syn- 
chro-control. Flick of control first, ad- 
justs oil flow, second adjust air flow 
through the down-draft ‘“Whirlator” 
and third, adjust chimney draft. The 
“Whirlator” carries fresh air into heart 
of the flame which is said to burn com- 
pletely and convert into heat, every oil 
atom. Because of the low height, these 
heaters are said to circulate heat at a 
lower level and deliver radiant heat 
down to the floor all around the front 
and sides of the cabinet. The “Fastemp” 
has a double-pot burner with separate 
levels for high flame and low flame. 
Forced air circulation is available in 
two large models at slight exfra cost. 
Norge Division, Borg-Warner Corp., 
Detroit, Mich. 


Washer and Ironer 


Washer Model 240 features; 17-gal- 
lon porcelain tub of the new bullet-type 
with heavy gage, rubber-edged cover 
with heavy suspension hook: stream- 
lined wringer with triple-pressure selec- 
tor level and visible pressure indicator: 
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instantaneous touch release bar; French- 
type agitator; enclosed silent precision- 
built gear mechanism; one-piece solid 
steel chassis; sturdy leg construction; 
easy-rolling casters; full %4-h.p. West- 
inghouse oversize motor, rubber- 
mounted, noiseless; finish, white en 
amel. The cabinet ironer, Model YF 
features fully automatic pressing de- 
vice; oversize diameter, 26-inch roll of 
non-warping, rust-proof metal covered 
with resilient table felt and muslin; 
oversize chrome plated ironing shoe, 
rust-proof and scratch-proof; thermo- 





two-speed _ roll 


controls; 


static heat 
operation; mechanism entirely sealed 
in, lubricated by self-feeding Jubrica- 
tion system. Altorfer Bros. Co., Peoria, 
Ill. 


Stainless Steel Ware 


This new line of Carlton stainless 
steel ware cooking utensils has been an- 
nounced by The Carrollton Metal Prod- 
Carrollton, 


ucts Co., Ohio. Utilizes 
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Bakelite molded handles, grips, and 
knobs. Shown here are the double 
boiler, covered, kettles, griddle, and 
spoon. 





‘Protective Eye” 


Makes it possible for householder or 
apartment tenant to observe anyone 
on the outside of the door without that 
person knowing he is seen. It is easy 





to install and requires no screws in th¢ 
mounting. Available in six different 


finishes and also has a door knocker 
feature: The Protective Eye, 201 N. 
Wells ‘St., Chicago, Ill. 





Toy Sets 

No. 687 fire set—mounted on three- 
color false bottom illustrating active fire 
scene. Set contains a fire chief coupe, 
fire ladder truck, fire engine, ambulance. 








a ladder, and a fireman’s axe. No. 684 
laundry set includes an ironing board, 
clothes drying rack, doll dress, clothes 
pins, sad iron, electric hot plate, boiler, 








and four miniature play things. Packed 
one set in a colored display box. No. 
686 farm set includes five cast iron mini- 
atures of farm implements mounted on 














a four-color false bottom illustrating a 
typical farm scene. A separate white 
cardboard fence surrounds the box. Set 
contains a tractor, disc harrow, corn 
planter, hay mower, and drag harrow. 
No. 4319 road construction set consists 
of 14 toys: tractor and dump trailer; 
wheelbarrow; dump truck; the follow- 
ing signs, “Curve,” “Men Working,” 
“Road Closed,” and “Slow”; flag, two 
lanterns, shovel, pick axe, hatchet, and 
sledge hammer. The background on 
which toys are mounted illustrates a 
country highway scene. Suggested re- 
$1.00 each. Arcade Mig. Co., Freeport, 
Ill. 





















No. 2861 


All America demands smooth, sleek 
lines in housefurnishings . . . so 
JUDD offers these smarter, modern 
items, worlds apart from conven- 
tional coat and hat hooks. Solid 
brass finished in enduring chromi- 
um plate, they pack an appeal your 
customers can’t refuse. Moderately 
priced for a generous mark-up. Men- 
tion Judd’s new hooks to your jobber. 
or write direct for details and prices. 


Other Profitable Judd Staples 
include: 


Serew Eyes and Hooks; Shoulder Hooks; 
Gate Hooks and Eyes; Cornice Hooks and 
Eyes; Bridle Rings; Head Rod Hooks; “S” 
Hooks; Pipe Hanger Hooks; Storm Win- 
dow Eyes; Sereen and Storm Sash Hang- 
ers; Cup Hooks; Caster Cups; Clamps; 
Eye Bolts; Shade and Awning Hardware 
pulleys, cleats, turnbuckles; Drapery Fix- 
tures; Wardrobe Fixtures; Bathroom Hard- 
ware; Bird Cage Hardware; Carpet and 
Linoleum Hardware; Wood Goods: Pie- 
ture Hardware; Mail Boxes. Large Stocks 
Assure Prompt Delivery. 


HOUSEFURNISHING HDWE. 


H. L. JUDD COMPANY 


INCORPORATED 
WALLINGFORD, CONNECTICUT 








NEW YORK CITY OFFICES AND SALESROOM 
87 CHAMBERS STREET 





104 















Estate Gas Ranges 


New line of Estate gas ranges have 
Air-Flow oven. This new oven is said 
to heat up faster—preheats from room 
temperature to 500 degrees in 10% min- 
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utes; saves gas; assures uniform bak- 
ing; provides extra panroom without 
taking up additional space. Other fea- 
tures are waist-high drawer broiler; 
griddle plate in cooking top; flush-to- 
wall cabinet. Suggested retail prices 
range from $59.95 to $99.95. The Estate 
Stove Co., Hamilton, Ohio. 


“Sandy” Meter 


Maker states the “Sandy” Meter 
works on a new principle and it times 
five minutes accurately and can be 





turned quickly for immediate use over 
and over again. Convenient as a timer 
for eggs, telephone calls, laboratory 
testing, games and other purposes where 
timing up to five minutes is required. 


Oyster Knife 

No. 7 Providence oyster knife. Has 
blade length of 25% in. Made of one- 
piece forged stainless steel. No han- 
dles or ferrule to harbor germs or work 
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Put up on counter service carton con- 
taining six “Sandy” Meters. Suggested 
retail selling price, 25 cents each. Ni- 
agara Insul-Brake Specialty Co., Al- 
bany, N. Y. 


Fulton Sander 


Sand paper, emery paper or emery 
cloth can be inserted instantly. Easily 
adjusted for different thicknesses of 
paper or cloth. Each sander is equipped 





with sand paper. Suggested retail sell- 
ing price, 25 cents. Patent Novelty Co.. 
Fulton, Ill. 


Circulating Heater 


This Deluxe Modernaire oil burning 
heat circulator has tamper-proof heat 
control valve located conveniently near 





top. Below is stainless steel glowing- 
flame grille. Attractive stainless steel 
grille decorated with contrasting black 
circles the front and side cabinet base. 
Cabinet has two-tone brown ripple fin- 
ish. Made in three sizes. The Globe 
Machine & Stamping Co., 122 W. 76th 
St., Cleveland, Ohio. 


lsose. Other type knives available are 
clam knife, scallop knife, and crab 
meat knife. Suggested retail selling 
price, $1.00 each. Robert Murphy’s 
Sons Co.. Ayer, Mass. 
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THIS season’34 million men and women will read the story of SEYMOUR SMITH products through 
leading national publications . . . And, once again, “more people will ask for SEYMOUR SMITH 
Pruning Tools by name than any other.” SEYMOUR SMITH tells the story of the famous “Snap-Cut” 
pruner and other quality products to the folks who shop in your store. Your own local and display 
advertising will click faster and better if you tie up with this powerful nation-wide program. Your 
Jobber has SEYMOUR SMITH Pruning Tools, Hedge and Grass Shears in stock. 


SEYMOUR SMITH & SON, Inc., 93 Main St., Oakville, Conn. 
Sales Representative: John H. Graham G Co., Inc., 105 Duane St., New York, N. Y. 
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@ Pruning Shears he Garden 
and Commercial Use. 







@ Tree Trimmers. and renee 
Saws. 
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"82, MVE & ESTATE, pa 
SPRAYERS 


The Small Power Sprayers with 
Abundant Pressure to Provide 
Effective Control of Both Insects 
and Fungus Diseases and Priced 
to Fit the Pocketbook of Small 
Operators. 


With the coming of Fall plants and flowers 

are moved from outside lots and fields to 

greenhouses for maturity during the winter 

season. This activity affords =e a fine 

opportunity to sell Myers Greenhouse Spray- 

ENGINE POWERED pt ed needed for inside work where 

aT] —————— flowers, plants and vegetables are being 
Steel or Rubber grown under glass. Engine or motor powered, Steel or Rubber 
Tired Wheel é compact and durable, hundreds now in ser- Tired Wheel 

‘ ae vice in greenhouses, on estates and at coun- 





try clubs, speed up and reduce spraying 
costs to a minimum. 


lf not familiar with Myers Greenhouse 
Sprayers and their sales possibilities, write 
us. 


THEF.E.MYERS & BRO.co. 


ASHLAND, OHIO, U.S.A. 
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Write for catalog No. 126 
and order popular numbers 


from your jobber along 


with BASSICK CASTERS 


THE BASSICK COMPANY 


Bridgeport 


LEMITE 


IL Lt 
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Electric Carving Kit 


Running at a speed of 25,000 r.p.m., 
or more, these motor-in-hand electric 
tools are ideal for carving modern 
plastic materials. They are also adapted 
for carving in wood as well as for other 
grinding, cutting, and polishing jobs. 
These “Nick-Nack” carving kits con- 
sist of a high speed “Moto-Tool,” an 
assortment of attachments and a supply 
of plastic materials in various shapes 
and colors, packed in an attractively 
finished hinge-lid wood box with an 
illustrated manual of instructions for 
making 41 items. Two different outfits 
are offered, the larger “Master Nick- 
Nack” kit containing a heavier, faster, 





more powerful “Moto-Tool” and a larger 
assortment of attachments and _ plastic 
materials. Dremel Mfg. Co., Racine. 
Wis. 
Juicer and Ice Shaver 

The “Juice-O-Mat” is said to extract 
the juice without the heavy pulp. All 
moving parts are fully enclosed. It is 
non-corrosive, rust-proof, and easy to 
clean. It is light in weight, portable 
and has rubber feet. Streamlined in 
design, chromium plated, it is available 
in six colors, white, black, red, ivory, 
green, and blue. The “Ice-O-Mat” pro- 


Wooster “Brush Bar” 


A complete brush department in five 
feet of space. Dealer may display 18 
or more different styles and sizes of 
brushes in quantities of three or four 
of each model. Brush stock is displayed 
at eye level, ready for customer-inspec- 
tion. Made of metal, this brush mer- 
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vides finely or coarsely crushed ice. 
Talon double blades are individually 
ground and made of stainless steel. 





Metal fingers guide the ice. Will handle Eas 
all shapes of ice cubes or lump ice. 
It is 9% in. high and has a no-tipping 
base. Top, hammer, and handle are 
chromium plated. Base available in 
red, black, ivory, and “Snow White.” 
Rival Mfg. Co., 307 Westport Rd., Kan- 
sas City, Mo. Do 
Sec 








Rolls Razor Assortment 


No. 40—contains six Rolls Razor No. 
2 Imperial to retail at $10.00 each; 2 
Rolls shaving bowls to retail at $1.00 
each, one Rolls shaving stick to retail 
at $1.00; one demonstrating razor (not 
to be sold) free, and one permanent 
counter case, free. Total retail value is 


$63.00; dealer’s cost, $40.00: Rolls Full 
Razor, Inc., 305 E. 45th St., New York Ca; 
City. Ass 





chandiser is five feet long by 32 in. 
high. It consists of a steel panel, enam- 
eled in colors and supported by two 
chrome-plated legs. Brushes are held 
by adjustable pins in a channel. Three 
electric lamp sockets fixed inside the 
central section provide brilliant illumi- 
nation. The Wooster Brush Co., Woos- 
ter, Ohio. 
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9 Distinct Features 


MakeDeluxe Oil Cans 


Hexagonal 
Screw Cap 


Easy Pouring 
Spout 
a 


Individually 
Tested 











Full 
Capacity 
Assured 





ciehieencealaan corrugated 
body for greater strength 















Ask your Jobber’s Representative about the ser- 
viceable, long-lasting, goodwill-building, profit- 
making DeLuxe Oil Can. And be sure your stock 
includes the 1-, 2-, 3- and 5-gallon sizes. 













SCHLUETER MFG. CO., ST. LOUIS, MO. 





Schlueter Mfg.Co. 


SEPTEMBER 21, 





1939 








It's a fact, as dealers everywhere 
will tell you, that PLAX, the 
new beauty-gloss finish of a 
thousand uses is topping sales 
records from coast to coast. 
And that means nice, juicy plus- 
profits to cheer about. 

That’s not all that the PLAX 
Program of demonstration, dis- 
play and advertising is doing 
for dealers. No sir, the real 
pay-off comes in the tonic effect 
that the sensational sales of 
PLAX have on your entire line. 
PLAX builds store traffic and 
holds customers longer ... and 
what’s more, PLAX brings ’em 
back to buy again. 

No wonder! PLAX’S long- 
lasting, rich, colorful beauty re- 


Brouex 





sists wear, weather and abuse. 
PLAX goes on with a brush to 
add new beauty to woodwork, 
furniture, walls, utensils, toys, 
automobiles and similar sur- 
faces. PLAX’S 20 beautiful 
colors have so many uses that 
every member of the family finds 
new places to use it. But why 
not get all the details today 
about PLAX, the sales booster- 
upper? Wire or write today, 
Lowe Brothers, Dayton, Ohio. 

















IT SELLS 
TAPE-RULES 





OFAIN 


DISPLAY UNIT STEPS-UP 
YOUR TAPE-RULE SALES 


Here's a tireless worker —a 
salesman that produces busi- 
ness for you every hour of 
the day. Yet it costs you 
absolutely nothing! 


Attractively colorful, this all- 
metal display with glass front 
takes up less than a square 
foot of counter space, dis- 
plays a picked assortment of 
the fastest selling, most pop- 
ular tape-rules in various 
models. 


Put this free salesman to 
work for you now! See your 
jobber — he has this display 
unit in stock. 


Wd ills 


SAGINAW, MICHIGAN . New York City 


TAPES’. RULES . PRECISION TOOLS 








Electric Fence Controllers 


“Electro-Line” controllers employ a 
timing mechanism that directs a charge 
lasting only one-one-thousandth of a 
second through the fence. This permits 
the use of a stronger, more powerful 





shock, but one that is safe. Two models 
featured, include battery and line-oper- 
ated units. Completely weatherproof, 
these models include a built-in light- 
ning arrestor, wet-dry weather switch 
and radio interference eliminator. Spe- 
cial scratch-proof baked enamel pro- 
tects the steel case. The Electro-Line 
Fence Co., Milwaukee, Wis. 


Wood Scraper 


“Quick Grip’—has double edge 
“quick change” blades, securely held in 
scraper handle by a vice clamp. Tension 
on vice clamp is adjustable and regulated 
by a knurled clamping unit. Blade can 





be shifted to extend beyond either edge 
of the handle and can be tilted, making it 
possible to use the scraper in hard-to- 
get-at places. Scraper is sold with two 
extra blades. Blades are 2% in. long. 
Suggested retail selling price of com- 
plete tool is 75 cents. The Fletcher 
Terry Co., Forestville, Conn. 





Streamlined Norca Line 


Hoover’s low-priced Norca line is 
appearing in new models of advanced 
design with newly added features. One 
is no-adjustment construction, thus 
eliminating screws and pedal for nozzle 





adjusting. Cleaner adjusts itself auto- 
matically. New model Norca dusting 
tools contain additional brushes, ar- 
ranged in a kit. Hand cleaner is also 
in a new design to match other items 
in the line. Norca cleaner is a brush- 
type cleaner with a new type beating- 
sweeping brush. Suggested retail sell- 
ing price, $39.75. Dusting tools retail 
for $8.95 and hand cleaner for $14.50. 
The Hoover Co., Chicago, Il. 








Gear Lubricant 


Galena “X-18” is a new lubricant an- 
nounced by the Galena Oil Corp., Cin- 
cinnati, Ohio. The company states it is 
the only lubricant needed for transmis- 





sions, overdrives and differentials, sum- 
mer and winter, and replaces 18 gear lu- 
bricants heretofore necessary. “X-18” is 
available in five-pound tins, 25-lb. pails 
and 100-lb. and 400-lb. drums. 


ALL SEASON 
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Gift Assortment 


No. 5900 includes a crumber set: 
candy and nut basket; olive leaf tid bit 
server; candy and nut server; candy 
basket; bread boat, four-piece smoker’s 


reo 


. ? 
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oe ’ _ i, 
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set; double decker hostess tray; tiffin 
toast rack; lotus leaf tray, and the 
“Jacks ’R Better” ash tray. Assort- 
ment also includes a distinctive new 
three-color easel display card and sug- 
gestions for effective display of this as- 
sortment. Dealer’s cost is $9.98 and 
retail value is $16.80. The Everedy Co., 
Frederick, Md. 





Mickey Mouse Watches 


Three new Mickey Mouse timepieces 
have been announced—a pocket watch 
with Mickey in colors on the back and 
Donald Duck on dials. Retails for $1.00. 


A streamlined wrist watch in a chrome 





plated case with unbreakable crystal. 
For boys, a leather strap; for girls, a 


cord band bracelet. Retails for $2.95. 
The third is a wrist watch in a 14-karat 
gold-plated case with stainless meta! 
back and pig-grain leather strap. Re- 
tails for $3.95. The Ingersoll-Waterbury 
Co., 9 Rockefeller Plaza, New York 
City. 


Flex-O-Glass Special Deal 


Flex-O-Glass Mfg. Co., 11048 N. 
Cicero Ave., Chicago, Ill., is offering a 
special deal comprising a 50 yard roll 
of Flex-O-Glass and a 50 yard roll of 
Warp’s Window-Fabric, both flexible 
glass substitutes, together with a dis- 
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pensing outfit that holds both rolls. The 
deal, which is available for a limited 
time, to dealers not handling these two 
flexible glass substitutes at the present 
time, cost the dealer $12.95 and has a 
total suggested retail selling value of 
$21.50. For dealers already handling 
the line the company has a special dis- 
penser that holds either a 50 yard or 
100 yard roll of Flex-O-Glass. The dis- 
pensers rewind material for delivery to 
customers. Yards are counted along 





the edge of the material as the crank 


is turned. The dispensers can be re- 
filled, when stock replacements are 
needed. Dealer helps are available. 





Winchester Folder 


Model 12 catalog folder presents 
Model 12 repeating shotguns. New num- 
bers introduced in this folder are the 
Model 12 trap gun, replacing the stand- 
ard trap and special trap grades, and 
the new Model 12 skeet gun with Cutts 
compensator. The line now contains 9 
separate numbers in a range of styling 
from a light 28-gage upland game and 
skeet gun to the Model 12 heavy duck 
gun in 12-gage and chambered for the 
powerful long range three-inch shells. 
Winchester Repeating Arms Co., Divi- 
sion of Western Cartridge Co., New 
Haven, Conn. 


Food Slicer 


“Slicette”’—made for kitchen. Said 
to slice all sliceable foods quickly and 
conveniently from paper thin up to one 
inch thick. It can be quickly clamped 
on kitchen table and after using can 
be folded up into a small, compact unit. 
Blade can be resharpened without re- 
moving from machine. Has safety de- 
vice and is easily cleaned. Finished in 
non-tarnishing chrome and oyster white 
enamel. Base is of polished gum wood. 
Suggested retail selling price is $5.95. 
Farber & Shlevin, Inc., 375 Kent Ave., 
Brooklyn, N. Y. 




















PICKED 
WINNERS 
—READY 
TO SELL! 
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DISPLAY UNIT 
ATTRACTS CUSTOMERS 


Because it is so attractive 
and colorful, customers are 
naturally drawn to this all- 
metal display with glass 
front. And that means more 
folding rule sales for you at 
absolutely no extra cost. In 
the case are displayed the 
six fastest selling, most popu- 
lar wood rules oh the market, 
covering a complete price 
range. To make a sale you 
simply remove tray with 
rules from case. It saves time. 


Add this free salesman to 
your sales force. See your 
jobber — he has this display 
unit in stock. 


Md lls 


SAGINAW, MICHIGAN New York C 
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BALL PEIN 


HAMMER 


Display It and 
You'll Sell It 


An excellent value, priced to 
sell fast, with good profits. 


Made of fine hammer steel 
with polished face and pein. 


Select hickory handles. In all 
popular sizes. 


ASK FOR CATALOG 


THE VLCHEK TOOL CO. 


3001 E. 87th St. Cleveland, Ohio 


QUICKER SALES 
FASTER TURNOVER 
MORE VOLUME 
BETTER PROFITS 


VLCHERK 
TOOLS 
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Utensil Heat Demonstrator 


Revere Copper and Brass Inc., Rome, 
N. Y., has available a dramatic display 
card enabling dealers to forcefully dem- 
onstrate the heat transferring qualities 





Revere Copperelad Stainless 


on 








stainless _ steel 
The display card con- 
tains two thermometers and across the 
bottom a bar, one half of which is of 
ordinary stainless steel and the other 


of Revere Copperclad 
cooking utensils. 


half of Revere Copperclad stainless 
steel ware. A lighted match held to 
the center of the bar demonstrates the 
heat conducting qualities of Copperclad 
stainless steel ware. 


Gem Sets 


150 consists of a 
chrome-plated Gem Micromatic razor 
and two blades with an Ever-Ready 
shaving brush. “Hang-up” brush con- 
tainer of matching Catalin. Choice of 
Transparent acetate packing. 


Shaving set No. 


colors. 











The razor set contains a gold-plated 
Gem Micromatic razor, 10 Gem Micro- 
matic blades and two ivory plastic blade 
sheathes which match the case. Case is 
ivory plastic with gold-plated hinges 
and clasp. American Safety Razor 
Corp., 303 Jay St., Brooklyn, N. Y. 


Toastmaster Items 


Two new sets—Toastmaster Junior 
Toast ’n Jam Set and Toastmaster waffle 
service to retail at $8.50 and $16.95, 
respectively. Every item in the Toast- 


master line has been restyled from the 
standpoint of increased eye-appeal and 
performance. McGraw Electric Co., 
Toastmaster Products Division, Elgin 
Il. 


Flashlight Assortment 


An assortment of 14 streamlined 
flashlights in four styles, in addition to 
a supply of unit cells, has been an- 
nounced by the Ray-O-Vac Co., Madi- 
son, Wis. The entire line of flashlights 





is of the new type with permanent pre- 
focus to assure sharp long distance 
beam. Dealer’s cost of this deal, No. 19 
is $15.81; retail value, including bat- 
teries, $23.60. Ray-O-Vac Co., Madison, 
Wis. 
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Packaged Gum Turpentine 


The American Turpentine Farmers 
Association Cooperative, Valdosta, Ga., 
is offering gum turpentine in colorful 
lithographed cans bearing the AT-FA 
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PURE GUM SPIRITS OF 


urpentine 


ACCEPT NO SUBSTITUTES, 


| 





A five-color litho- 


Seal of Approval. 
graphed window and counter display for 
paint and gum turpentine is also avail- 


able. 


“Rig” Display Carton 


“Rig” display carton has been rede- 
signed. On sides of the carton appear a 
series of pictorial uses for “Rig” as well 
as the National Rifle Assn. approval. 
On back are listed selling suggestions 
for the dealer. On the botfom are 

















printed directions for keeping complete 
dealer display stocks fresh and salable. 
Rust Inhibiting Products, Chicago, Il. 


Automatic Products Co. 
Space Heater Manual 

A sales manual, “The A-P Album of 
Space Heater Selling,” has been pub- 
lished by The Automatic Products Co., 
1324 W. Wisconsin Ave., Milwaukee, 
Wis., for dealers and their salesmen. 
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One important phase of heater selling, 
covered in the new manual, is a com- 
plete knowledge of the function and 
uses of oil control valves, especially in 
their adaptation to the new thermo- 
static heat controls and remote fuel 
feed controls. The “Album” covers the 
story of oil controls and their many 
advantages for increasing the sales of 
circulating heaters and details of pre- 
cision methods of manufacture, as well 
as descriptive illustrations of the A-P 
Electric “Auto-Heat” Top Unit that pro- 
vides completely automatic temperature 
regulation on circulating heaters. The 
extreme accuracy of A-P’s constant 
level oil control valves, says the manu- 
facturer, has resulted in their adoption 
as standard equipment by a majority of 
the leading manufacturers of space 
heaters in the United States. The names 
of heater manufacturers using A-P con- 
trols are indicated in the booklet. 


Batteryless Flashlight 


“Flashmaster” operates on new prin- 
ciple of power source. Incorporates a 
self-generating device. “Flashmaster” 
is compactly constructed and is oper- 
ated by a finger-tip driving handle. 
Speed at which driving handle func- 





tions determines intensity of light de- 


sired. Lamp used is standard G-E or 
Westinghouse miniature flash lamp, 
G-3%-06-2 volts. Monarch Mfg. Co., 


711 W. Lake St., Chicago. 


Adjustable Draft Stop 


Said to prevent drafts and dust from 
entering under door. Lifts automati- 
cally when door opens and drops auto- 
matically when door is closed. Adjusts 
from 28 in. to 40 in. and requires no 
extra parts, no cutting of felt or adding 
felt, and can be installed in a few min- 
utes. The Marshallan Mfg. Co., 5716 
Euclid Ave., Cleveland, Ohio. 
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' 
| SCREW PLATES 


THEMSELVES 


. . . literally and otherwise. That’s 
because the tool-buying public 
know “Little Giants” for what they 


are—tough, rugged, reliable! 


A million profit-making sets in 
daily use have opened up a trenten- 
dous replacement market for you. 
Stock up with this lively selling line 


and boost your screw plate sales. 


GREENFIELD TAP & DIE CORP. 
Greenfield, Mass. 


Detroit Plant: 2102 West Fort St 


Warehouses in New York, Chicago, Los Angeles en 
San Francisco 


In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., 
Galt, Ontario 


GREENFIELD 
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“Charlie McCarthy” Clock 


No. 4734 alarm; 4% in. square. Has 
gunmetal frame, ivory panels, animated 
“Charlie McCarthy” dial and 40-hour 
spring, alarm movement. Suggested re- 





tail selling price, $2.50. Made in two 
other models. The William L. Gilbert 
Clock Corp., Winsted, Conn. 


Pat-O-Neil 
Flat Wall Finish 


The Pat-O-Neil Division, O’Neil Duro 
Co., Milwaukee, Wis., offers Pat-O-Neil 
Wall Finish. The maker states that 
this Hydrolated (reducible in water) 
Oil Paint is odorless, washable and that 
it dries in 30 minutes giving an im- 
proved hiding quality which enables 
one coat coverage of many surfaces as 
well as a new type finish resembling the 
suedelike texture of doeskin. It is 
water resistant, may be used as a primer 
for enamels or other glossy finishes. 
Offered in seven ready mixed colors 
and two whites—ivory, cream, buff, 
peach, grey, green, blue, white and tint- 
ing white. There are seven toners in the 
line—yellow ochre, raw sienna, burnt 


“Blue Line” Kitchen Tools 


The new Blue Line kitchen tools in- 
clude the following, cake turner, three 
spatulas, two spoons, fork, ladle, batter 
whip, apple corer, small scoop, potato 
masher and small can opener. Two-tone 
comfort-grip handles are featured. 
Handles are permanently enameled in 
attractive color combinations of red and 
white, green and white, blue and white, 
green and blue, or solid red. Another 
new development is the “Kan Master” 

—a can opener designed to open almost 
every size and shape of household can. 
Said to remove top without leaving jag- 
ged edges. This new opener is attached 
conveniently to the wall surface. The 


umber, Venetian red, chromium oxide 
green, ultramarine blue and iron black. 
The wall finish is available in quart, 
gallon, 5-gallon sizes and 55-gallon 
drums. Toners are offered in half pints, 
quarts and gallons. 


Home Mending Kit 


Housewife may hang this all-purpose 
unit on the wall and use it for most any 
type of quick repair work that may be 
necessary. Each tube is for specific pur- 
poses: liquid solder, rubber cement, 
china cement, and mending cement. 
Tubes are mounted on hanger; are 
lithographed in same design but in dif- 
ferent colors, and a list of uses for each 





T 











of the mending cements is imprinted 
on the panel of the hanger, directly be- 
hind the tube to which it refers. The 
American Products Co., Cincinnati, 


Ohio. 


Turner & Seymour Mfg. Co., Torring- 
ton, Conn. 
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Clothesline Tightener 


“Jiffy-Tite”’—a twist makes the line 
taut. Eliminates tugging at either end. 
Can be placed anywhere along the line. 
Size is 6 in. and is available in wood 





or metal in gray, blue, green and ivory. 
Suggested retail selling price, 25 cents. 
Eclipse Mfg. Co., 333 N. Michigan Ave. 
Chicago. 


“*Mini-Max” “B” Battery 


g” BATTERY 


pios 


poRTABLE RA 





This battery weighs only two pounds 
but its service life is said to equal that 
of the average battery twice its size. 
National Carbon Co., Inc., 30 E. 42nd 
St., New York City. 


Streamlined Sprayer 


All connections and parts securely 
soldered; nothing to get out of order. 
Positive in action, said to spray continu- 
ously with least amount of effect and 
all liquid is said to be atomized to the 
last drop. Has funnel type can screw 
to avoid spilling when filling. Attrac- 


tively lithographed in black and silver. 
Universal Metal Products Co., Lowell, 
Mich. 
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Buffalo “Super” 
Fire Extinguisher 


This one quart C.T.C. type fire ex- 
tinguisher has a patented, moisture- 
proof breather designed to prevent 
corrosion. The maker, Buffalo Fire Ap- 
pliance Corp., 44 Central Ave., Buffalo, 
N. Y., states that it is shock-proof, and 
will not freeze at 40 degrees below zero. 
Has forged brass pump handle; “leak- 
proof,” shut-off valve, heavy, seamless, 





drawn brass shell; double acting pump; 
double-end pick-up, and an extra heavy 
brass nozzle to protect it 
against breakage. For use on trucks, 
buses, railroad cars, automobiles, in 
garages, service stations, electric sub- 
stations and wherever there is an elec 
trical fire hazard. Tested, approved and 
labeled by the Underwriters Labora- 
tories. 


recessed 


Putty Knife 











Maker states straight, uniform bevels 
are easy to make with this tool that has 
V-shaped blade to guide it. One blade 
follows the frame, the other forces the 


putty along the glass. International 
Metal Products Co., 3200 Carroll Ave., 
Chicago, II. 

















JUST PUT ACME 
TACK-POINT CORRUGATED 
FASTENERS ON THE 
COUNTER AND LET THEM 





Here’s a product that will add to your 
profit by just being displayed. Homeown- 
ers, carpenters, cabinetmakers — nearly 
everyone who works with wood can use 
these improved fasteners. The attractive, 
convenient, ten-cent package has a sales 
appeal that creates fast turnover. 

Acme Tack-Point Corrugated Fasteners 
make strong joints on all kinds of wood 
products: signs, screens, furniture frames, 
barrel heads, etc. 

If your jobber can’t supply you, write us 
direct. 





PACKAGED IN 3 POPULAR SIZES 


Each package contains fifty fasteners of 
one size % x 4, Y2 x 5 or ¥% x 5— 
12 boxes to a display carton. For larger de- 
mands Acme Corrugated Fasteners are 
available in: standard cartons of 250, 500 
and 1000 fasteners; 100 to a box, 10 boxes 
to a carton; and in 25, 50 and 100 Ib. lots. 


Let us send you a sample package so that 
you can judge their sales possibilities for 
yourself— 


ACME STEEL COMPANY 


General Offices: 2838 Archer Avenue, Chicago, Ill. 
Branches and Sales Offices in Principal Cities 


WRITE FOR ee Til)" 
FREE SAMPLE AU 


Acme Steel Company 

2838 Archer Avenue 

Chicago, Illinois 

Gentlemen: 

Send me, without charge, a sample 
box of Acme Tack-Point Corrugated 
Fasteners. 


Name 
Address 
City 




















EVERY HOUSE 
SHOULD BE 


CALKED 


STOPS DRAFTS AND LEAKS 
CUTS FRC eteLs 


Owners today recognize the importance 
of calking all building joints. And when 
they consult men who have had experi- 
ence with calking, they are told 


aap "DECORA COMPOUND 





Stock and sell this time tested material. 
Used by leading architects and build- 
ers everywhere. Now also available in 
non-refillable metal cartridges for use 
with new Pecora Streamline High Pres- 
sure Calking Gun illustrated below. 


PECORA 
CARTRIDGE CALKING GUN 





New Streamlined Model 
At a New Low Price 


We created the cartridge type high pres- 
sure gun. In this greatly improved form, 
it has no equal for quick, clean and thor- 
ough work. Cartridges contain approxi- 
mately one quart of Pecora Calking Com- 


pound. 


With 3 Nozzies and 
4 Filled Cartridges $620 .50 


Shipped ee ee ee xe Collect for 


Other Pecene Bi Products 
ROOFING CEMENTS 
FURNACE CEMENTS 
CASEMENT PUTTY 
METAL SASH PUTTY 
-GLAZING PUTTY 

STOVE & BOILER PUTTY 

PERFECT PATCHING PLASTER 


FOR 
stole) ¢ a a 8) 





Pecora Paint Company, Inc. 
Member of Producers’ Council, Ine. 
Lawrence & Venanvo Sts., thila , Pa. 
Established 1862 by Smith Bowen 
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Planning a Customer’s Direct Mail Campaign 
(Continued from page 53) 


ate the same as one of your sales- 
men making a personal call. As in 
the case of personal calls, it will 
take repeated communications to 
build up confidence on the part of 
the buyer, and these repeated calls 
will also have an accumulative ef- 
fect. Some sales promotion men 
advise against trying one piece of 
literature. They say, “Don’t do it, 
the result will be disappointing.” 
They urge that a campaign should 
be planned that will have the 
power of repetition and frequency 
of calls. On the basis of the above 
figures, one could have an initial 
mailing which includes addresso- 
graph plates and follow-up mail- 
ings for a total cost of about 
$900.00. 

In summary, a direct mail cam- 
paign in our humble judgment will 
pay, if handled carefully; not as a 
step-child, but as an integral part 
of your sales program, and if it is 
tied up with the efforts of your 
salesman’s personal calls and di- 
rected by proper analysis to the 
proper persons. 


Important Phase 


There is one very important 
phase of a direct-mail campaign. 
I have said it should be regarded 
as a legitimate part of your sales 
program. Therefore, it should be 
tied in definitely with your sales 
organization’s efforts. Mailing 
should always be merchandised to 
the salesmen so that they know 
what is being mailed, on what 
product, and to whom. They 
should be urged to follow up the 
direct mail effort, on their per- 
sonal calls immediately after the 
mailing has gone out, while the 
subject is fresh in the minds of the 
prospects or customers. In this 
way, direct mail is of untold value 
to your salesmen if they will make 
use of it by co-ordinating their 
personal efforts during the cam- 
paign on the particular product. 
These salesmen mop up after the 
artillery in the shape of direct 
mail has prepared the way. 

I have been asked to review a 
mail sales promotion campaign 
which our company conducted. Of 
course, what will work in one ter- 


ritory with one jobber’s customers 
may not work in another, but | 
shall review it with the hope that 
some aspects may prove of pos- 
sible interest to you. 

The product selected was pipe, 
steel, iron, copper and brass. The 
time of the campaign was from 
Oct. 15 to Dec. 15—a time of the 
year when pipe business is on the 
decrease. 

Our thought was to make an in- 
tensified effort on buyers whom we 
had been soliciting and found to 
be difficult prospects for pipe. 

The campaign included a sales 
promotion mailing which consisted 
of 24 postcards (in four different 
colors) similar to the one in my 
hand which was mailed each day 
for 24 consecutive working days. 
The copy on the postcards varied; 
each one representing a different 
phase of service or attribute of 
pipe. Each card, however, had 
one standard headline emphasizing 
“Chandler-Boyd will appreciate an 
order for pipe.” We could visual- 
ize these cards being put in the 
waste basket as fast as received 
and in order to slow up the process 
and cause them to be saved or 
accumulated, we conceived a 
scrambled letter puzzle; each card 
having a different letter printed 
prominently on the mailing side— 
one day “C,” the next day “H,” 
etc., until the accumulation would 
enable the receiver to select sixteen 
cards, the letters of which when 
properly arranged, would spell 
“Chandler-Boyd Pipe.” To induce 
the saving of these cards and their 
return to us, we printed on the 
card the statement that everyone 
returning them would receive a 
useful gift for a man. We were 
astonished at the number who re- 
turned completed sets to us. The 
mailings were made to a selected 
list of 500 pipe prospects. We re- 
ceived 212 completed sets; making 
it necessary to award prizes which 
consisted of an autographed pipe 
and smoking tobacco costing $1.00 
each. This was accompanied by a 
contest for the salesman with 
points awarded for certain activi- 
ties such as: 

100 points for each new customer 
(never sold before) 
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CLOVER 


Quality and Service Since 1907 


ABRASIVE-COATED PAPERS .* CLOTHS 
GRINDING .“ LAPPING COMPOUNDS 


CLOVER MFG. CO. 










Norwack, Conn. 








PREPAR hes Season With 


fo AIR deo EQUIPMENTT 


HARDWARE 
CLOTH 


A product of a 
thousand uses. 
Why not carry 
the highest 
grade in 
stock? It 


costs no 


more. 





“CASH. " with 1 HELLER’S 5-POINT PLAN! 


FOR MORE CUSTOMERS, INCREASED SALES, LARGER PROFITS! 
















| TAKE ADVANTAGE OF HEJLER’S 5-POINT PLAN to make your store the most 
| attractive in your iocality—1. Survey of Requirements. 2. Planning Store Arrangements. 
| 3. Preparing Picture of Proposed Sections. 4. Installation. ‘5. Merchandising. a wv 
} you can have high-grade sales producing equipment planned in the famous ATTR 
| ae HELLER MANNER at surprisingly low prices and on a convenient time “es 

Sigae | ment plan. To Climax 1939 with a banner Holiday Season—PREPARE NOW WITH 

HEL LER 

WRITE FOR HELLER'S STREAMLINED 

W| RE (<e) EQUIPMENT CATALOG NO. 40A TODAY! 

m ne . Send as many details of store as ” ace and Heller will advise you by return mail 





| F REE OF COST OR OBLIGATIO 


WORCESTER =: MAS S. | Ww. C. HELLER & CO. 


| 939 Bryant St. 20 Vesey St. 
Montpelier, Ohio New York City 
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YOU OFFER TESTED RELIABILITY 
WHEN YOU SELL THE 


RANSON 
APARTMENT 


BATH SCALE 


This model offers unusual scale values . . 
Built with a new type of mechanism at we 
cost. Designed and sized for the smart 
modern bathroom — with rounded corners 
and no projecting parts. 250 pounds gradu- 
ated by pounds. 


Ask your jobber for details. 


HANSON 


SCALE COMPANY 
(Est. 1888) 





New York 


1150 Broadway 





PIPE STRAPS 


Paine pipe straps 
for conduit. over- 
head BX and 
pipe, are specified 
for their strength 


Prominent bead or 


emergency 


27 YEARS OF 
QUALITY 
WORKMANSHIP AND 3 
MATERIALS : 


Approved by the Un 
derwriter’s Labora 
tory, Paine Sectional 
Switch Boxes are FQ 
preferred by elec 
trical contractors, 
maintenance men and 
the building trade 
because: they are 
gangable (interlock- 
ing) .. . can be 
furnished to any 
specifications; have 
nail holes in sides 
(exclusive with 
Paine); and are de 
signed for rapid, easy 
installation of con 







finish. 


IMPROVED CABLE CLAMP 


ete. Malleable shield—can be u 





stall). Entire clamp is hot-dip gal 
vanized to resist weather 


- 





dependability 


center rib gives strap added strength Snug. form fitting 
BX STAPLES 

Standard in every electrical kit Conforms 

in shape to BX Cable—for wall installation 

Light, strong and convenient, Paine BX 

Staples should be kept on hand for every 


P 2963 Carroll Ave. 

OMP NY Chicago, U.S. A. 
New York Sales: 48 Warren St. 
Branch Offices in Principal Cities 


duit, BX or Flat cables. Strong, 
rigid, convenient Sides pry off 
easily . . . japanned or galvanized 


For use on cross arms, poles, beams, 
sed 


on brick, concrete or stone. The 
lag screw has a gimlet point riveted 
to base of the clamp (easy to in- 
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50 points for each old customer 
(have not sold for one year) 

100 points for largest total num- 
ber of pipe orders 

100 points for largest number of 
different customers 

50 points for each order of large 

O.D. pipe (anything over 12 
in. ) 

50 points for each order of stain- 

less pipe or tubing 

20 points for each order of seam- 

less pipe 

20 points for each order of X or 

XX pipe 

10 points for each order of steel 

pipe 

10 points for each order of W. I. 

pipe 

10 points for each order of cop- 

per, brass or other than steel 
or W. I. pipe 

2 points for every pipe prospect 

called on and asked for a pipe 
order (so reported on regular 
daily reports) 

To each person who returned the 
sets of postal cards to us, a letter 
was written acknowledging same: 
advising that they would receive 
their prize shortly and thanking 


them for any pipe orders which 
they had sent if pipe orders had 
been received. In the cases where 
no pipe orders had been received, 
we explained that they would still 
have a part in making the cam- 
paign a success by sending us a 
pipe order. The total cost of the 
campaign was: 

Printing of cards—12,000 $ 74.24 


Postage—12,000 120.00 
Prizes to customers 212.00 
Salesmen’s prizes 55.00 
Novelty blotters 32.00 
Follow-up letters at 4 cents 
plus postage 25.00 
Approximately $518.24 


The results were gratifying to 
us. During the two months cam- 
paign pipe sales showed an aver- 
age increase of 50 per cent over 
September which was the month 
which preceded the contest. 

There were added 23 new cus- 
tomers who had never bought any- 
thing before—eight old customers 
who had bought nothing for the 
previous year—there were 2,315 
calls reported by our salesmen as 
pipe calls. 





The Work Goes On 


(Continued from page 72) 


desperate or the potentialities 
for useful advances more prom- 
ising. It is not necessary to re- 
call the fact that cases of mental 
and nervous diseases occupy 
more hospital beds in this coun- 
try than all other diseases com- 
bined. One has only to look 
about him at the tragic exam- 
ples of human maladjustment 
and inadequacy in everyday life. 
Because the field is relatively so 
difficult, it has lagged far behind 
other developments in medicine. 
It has been invaded all too often 
by the incompetent practitioner 
or the charlatan. One wonders 
if even its terminology is much 
more accurate or significant than 
the terminology of general med- 
icine in the period when doc- 
tors discoursed learnedly of the 
body’s ‘humors.’ ” 

Meeting the editor of a great 


Philadelphia popular magazine, I 


suggested the good they could do 
by having some well-known physi- 
cian write an article on this sub- 
ject. He shook his head. “Not a 
pleasant subject.” But I said in the 
Readers’ Digest one of the most 
widely-read articles was the story 
of a patient’s experience in an 
asylum, written after he had been 
cured. How can the story to told 
so it will reach families and make 
them helpful instead of being 
actual menaces to their depressed 
relatives? 

In closing I must quote what 
The Rockefeller Foundation have 
to say about their war experiences 
in China. I read the papers close- 
ly, but I have seen no such report 
in the daily press. 

“The tragedy that war brings 
to the intellectual life of a nation 
is vividly illustrated by what 
has happened in China. Accord- 
ing to a recent survey, there 
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MR. DEALER: 


Never forget that you can safely recommend any roofing—IF its 
| surface (that is, its outer protective coating) is composed of 
STA-SO; a surfacing material of hard, crushed, everlasting 

Vermont slate widely used by leading manufacturers to com- 
pletely seal and permanently protect their make of roofing 
against age, weather, sun and fire. STA-SO is non- fading; 
non- porous; wear-defying. STA-SO, as you see it on roof- 
ing, shows no brand name 

NO ROOFING IS BETTER THAN ,,. label. Always make sure 
ITS SURFACE that any roofing you carry, 
z or order, has this complete 

protection of STA-SO sur- 
facing. Write for the facts. 


: CENTRAL COMMERCIAL CO. 
Ans CHICAGO 


YOU CAN ALWAYS SAFELY RECOMMEND 
ANY ROOFING SURFACED WITH 


* STA-SO"s2 ° 
















wy Surgery 
TO REMOVE PRICE-LABELS? 


e Wuy vse penknives or finger nails to scratch away ‘‘glue 
tacked’’ price labels when modern KUM-KLEEN labels peel 
off readily without leaving a trace of paper, gum or stain. For 
price marking on cellophane, metal, porcelain, bakelite, wood, 
leather, etc., there’s only one answer: KUM-KLEEN labels. 





We'll gladly send liberal FREE SAMPLES of various sizes 
and shapes for price marking hardware, cutlery, art and gift 
ware, furniture and all non-porous surfaces. Address 
AVERY ADHESIVES, 334 East 4th Street, Los 
Angeles, In Canada: Enterprise Sales & Dist., 30 Front 
Street, West, Toronto 


* Need no moistening... Stick 
until peeled off... Leave no * ‘leen 
mark...Try them and you'll AumKben 


never go back to old-fashion- ne PATENT OFFICE 
ADHESIVE 


ed “glue-backed” labels 
PRICE-LABELS 
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BOMMER 


SPRING HINCES 


ARE THE BEST 


Replenish Your Stock with 
BOMMER 


They are in universal demand—are quickest 
to sell—easiest to apply and the most satisfac- 
tory spring hinge made. 





Follow the line 
of least resist- 
ance. Sell 


BOMMER 


products. 
Type 29 Type O 
Bommer Spring Hinge Co., Brooklyn, N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 














... or Why a Hand 
Has 4 FINGERS! 


Without using that index finger, try 
turning the pages in your daily order 
book to see how sales of paint and fin- 
ishing supplies are moving. Something 
missing? Awkward, to say the least. 








And, it is equally awkward to try to compete with larger hard- 
ware dealers in your territory, if you do not have a dependable 
Sander Rental Service. Because carpenters, contractors, home- 
owners, painters, decorators and others actually buy their sup- 
plies at the same time they rent sanding equipment, you 
may be missing those EXTRA REVENUES that should be YOuRS! 


Install This New Lincoln HIGH-SPEED 9” 


Contractors and maintenance men have asked us to build a 
new medium-capacity rental sander that will turn out 800 to 
1600 sq. ft. of average old floor work, or 1000 to 3000 sq. ft. of 
average new floor work in an 8-hr. day. We meet this demand 
with the new Lincoln HIGH-SPEED 9”. Install 
it. Then watch Lincoln dealer advertising draw 
them in to PAY you as much as $5 per day 
to use this fast-cutting Lincoln HIGH-SPEED 
9” sander. 


Up to $8 per Day in Rentals Alone! 


Add the new Lincoln Portable 
Dustless Dise Sander that brings 





















up to $8 per day when rented an 
in combination with the new Lincotn 
HIGH-SPEED 9”. Ideal for HIGH- 
edges, stair treads, panel, trim, ~~ 


window sills, ete. Another REAL 
PAINT SALES STIMULATOR! 


(©) Write for Circulars, Prices and Liberal Time-Payment Terms NOW! 


- LINCOLN-SCHLUETER 
EB io: Waect= ft aes ee Oo oe ee 





12 WEST GRAND AVENUE CHICACO, ILLINOIS 
Mai —E 





World’s Manufacturer of the Most Complete Line of Floor 
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SLIPKNOT 
- FRICTION - 


TAPE 





Highest in Quality, 
Competitive in Price— 
Attractively Packaged— 


Sold only through 
reputable wholesalers. 


PLYMOUTH RUBBER COMPANY, Ine. 











= CANTON, MASS. — 


HAMDSZE 


Tool of 100/ Uses 


Get on the Hobby 
BAND WAGON 


Hobbyists, mechan- 
ics and repairmen 
prefer the Handee. 
Merchants like it 
too—requires small 
stock investment and has rapid, profitable 
turnover. 

Throughout the world Handee has pres- 
tige, because of its startlingly efficient per- 
formance—-because since it was invented 
10 years ago, it has been advertised in 
more than 100 leading national, trade and 
professional magazines. 

Every buyer becomes a steady customer 
for the 300 quality Handee accessories to 
grind, drill, polish, cut, rout. sand, saw, 
carve, engrave, etc. 

Standard Model $10.75 with 3 Accessories. 
De Luxe Model $18.50 with 6 Accessories. 


SELLS MORE 
ACCESSORIES 







Increases accessory 
sales up to 40%. 
Glass-top, dust- 
proof case contains 
87 livest varieties 
of the fastest-sell- 
ing accessories 


Special Deals Make It Easy for You to 
Stock This Money-Making Handee Line. 
Write Today. 


CHICAGO WHEEL & MFG. CO. 
Makers of Quality Products for 40 Years 
1101 W. Monroe St. Dept. HA Chicago, Il. 
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were in China, a year and a 
half ago, 114 universities, col- 
leges and professional schools. 
Of the 82 that were located in 
cities and towns which have 
since been swept by war, only 
six are operating as usual; 4] 
have moved to new locations in 
the interior provinces, some of 
them merging to form new con- 
solidated institutions; and of the 
remaining 35, the survey makes 
the astonishing report: ‘Where- 
abouts unknown.’ Inasmuch as 
52 of the 82 were either de- 
stroyed or damaged, it seems 
likely that some of these ‘lost’ 
schools have ceased to exist 
Apart from colleges and uni- 
versities, many valuable public 
and private libraries have been 
destroyed, including the price- 
less Sinological Library at Nan- 
king, which housed rare manu- 
scripts of ancient Chinese liter- 
ature as well as some of the 
earliest printed works. 


Contributions 


“In addition to its support of 
the Peiping Union Medical Col- 
lege, opened in 1921, the Foun- 
dation since 1934 has been con- 
tributing to a series of projects 
in China related to rural recon 
struction and public health. To- 
ward this work a total of 
$1,200,000 over the last four 
years has been appropriated 
almost wholly to Chinese insti- 
tutions. Although many of these 
institutions weve included in 
the orgy of destruction, and 
although most of them have 
been forced to find new homes 
in other sections of China, the 
amazing fact remains that all 
the projects in the rural recon- 
struction work are still fune- 
tioning.” 

The Foundation report com- 
ments on international relations: 

“To speak of research in the 
field of international relations 
in such an anxious and dis- 
illusioned hour as this may seem 
almost like a jest. Everywhere 
reason is on the defensive and 
we live in danger that mass hys- 
teria will completely overwhelm 
it at a time when it is most 
needed as a safeguard. If there 


have always been wars and 
rumors of wars, never before 
has there existed the possibility 
of such material havoc and cul- 
tural disintegration. It may be. 
as a recent writer has said, that 
this arid period in which we are 
living is the watershed between 
two forms of civilization, and 
that the future beckons to a 
Promised Land more pleasing 
than we dream. This optimism 
is creditable, but for the mo- 
ment at least the world is facing 
a cultural crisis in which reason 
is everywhere in retreat. 

“Never has there been a 
greater need of intelligent un- 
derstanding of the social forces 
that are molding the future. 
Such an understanding must be 
based on realities, and not on 
intuition or wishful thinking. 
If the problems arising out of 
human relations are to be solved 
at all, it will be through the 
same scientific approach to 
facts, made in the same dispas- 
sionate spirit of inquiry, which 
has given man command over 
his physical environment. That 
this course presents infinite dif- 
ficulties no one will deny, but 
along this road lies the only 
ultimate hope.” 


Stationery That Sells 


Instead of having an ordinary 
setup for his business stationery. 
a Kansas City, Mo., appliance 
dealer had it made up in the form 
of a four-page folder. The front 
page, except for the firm name, is 
blank, to be used for correspond- 
ence. The other three pages con- 
tain pictures of the merchant’s 
establishment, his radio, washer 
and refrigerator repair depart- 
ments, and copy further explains 
the whole setup and gives the 
firm’s history. Each time this 
merchant sends someone a letter 
bearing a three-cent stamp, this 
letter-head advertising message 
goes with it. The appliance dealer 
claims this method of advertising 
has helped him to increase his 
business and to keep reminding 
regular customers what a fine 
establishment he has. 
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~( CHICAGO)~ 
SPRING HINGES 


THE 
“SIMPLEX” 


(No Hanging Strip Required) 
Dealers will find it of 
interest to examine im- 
portant features in the 
construction and design of 
the “Simplex.” 

The Simplex Spring 
Hinge, designed for sim- 
plicity and economy in 
application, requires no 

jamb strip and only one mortise cut. 


The construction of barrels and web from one con- 
tinuous piece of metal eliminates joints where the 
metal forming the barrels continues as the web and 
avoids exposing the spring to moisture which would 
cause rust and breakage. 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U. S. A. 














There’s Profit-Quality 
In TRIPLEX Stove Bolts 


It’s clean, profitable business supplying 
Triplex Stove Bolts that speed customers’ 
production with time-saving fit, deep head 
slots, quick-starting nuts. Round, flat or 
oven head, all sizes—made of high quality 
wire. Ample stock for quick shipments. 
Write today for samples and prices. 
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CAP AND V SET SCREWS, BOLTS, NUTS AND RIVETS 


ae 5317 Grant Avenue « Cleveland, Ohio 
Millions Sold—Used in Every Industry 


* 
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SELL TO A 
New FARMER... 


A farmer with an estimated 
gross income of 10 billion 
dollars . . . a farmer with 
his primary needs of ma- 
chinery and equipment 
pretty well taken care of . .. a farmer who is now buying 
for his home .. . and a farmer who wants in his home 
above all else a good running water system. But this new 
farmer still demands dependable performance from that 
water system. The Roper Sys- 
tem with its many exclusive 
features will give him a con- 
tinuous better service. The 
Shallow Well System shown 
will pump down to 22 feet with 
a capacity of 250 gallons per 
hour. 


* Write for Catalog 
of Shallow and Deep Well 









SELLS FAST 
Users Like it. 


Custom Built — fits per- 
fectly. Easy to install 
—no cutting. Instant 


re TH shting. Perfect 


New — just what oil 

burner users want. The popular 

Kwik-Lite Asbestos Wick in Custom-Bilt Sets for popular 

“Blue Flame” burners. Fit perfectly. Easy to install— 

no cutting. Instant lighting. Perfect flame. Attractively 

boxed. Priced to sell. Interesting discounts. Ask your 
Jobber or mail coupon. 


| ASBESTOS TEXTILE COMPANY, Inc. _ | 


Kwik-Lite | 167 W. Wacker Drive, Chicago. ! 
' Send l d pri KWIK.LITE 
ASBESTOS md samples and prices on 


OlL BURNER WICK \o8 Burner Wick and Circle-Lite Sets. 


also in Rolls, 51/2-ft. \ a a a a aR aa ee \ 
boxes and cut strips.) Address... o.oo... ececscescecsecesessseeesessesneseceesseeneeees i 
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ARMSTRONG 


The Socket Wrench 
with the DRIVELOCK! 


Have you tested the ARMSTRONG 
Vanadium Super Quality Socket 
Wrenches featuring the patented 
ARMSTRONG DRIVELOCK? This 
exclusive Armstrong feature locks 
socket to driver, driver to exten- 
sion, extension to handle—heads 
positively will not knock off. 
These are the only safe wrenches 
to use around moving machinery. 
Parts are quickly and easily de- 
tachable. 












a copy of the ARMSTRONG 
Wrench Catalog handy, write to- 
day for P-35 Manual showing 
complete ARMSTRONG Line — 
these are guaranteed quality pom 
the finest manufactured. You c 

miss sales with ARMSTRONG 2 
QUALITY. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 WN. Franeiseo Ave., Chicago, U.S.A. 
Eastern Warehouse and Sales: 

199 Lafayette St., New York 
San Francisco London 








Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


239 West 39th St, New York City 
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This Display Brought Publicity 


(Continued from page 76) 


Decatur to loan him a portion of 
Martin’s outstanding collection of 
autographed baseballs and _ bats; 
pictures of baseball notables and 
teams; authentic literature about 
the national pastime, and certain 
bound volumes dealing with the 
sport. 

Armed with this propaganda. 
Mr. Taylor looked about for a 
suitable place in which to make 
effective use of it, and reasoned 
that the show windows of the Mt. 
Zion Lumber & Hardware Com- 
pany would make for an ideal 
spot. Farmers came to the store. 
The people in the village proper 
visited it. Motorists passed it. 
You simply couldn’t miss the 
hardware store. : 

The nature of the dein was 
such as to lure men, women and 
children to come and look at it. 
It even attracted people from the 
surrounding territory. 

Baseballs autographed by Babe 
Ruth, Carl Hubbell, Chuck Klein, 
Chuck Dressen, and other notables 
were in the trim. Baseball bats 
bearing the signatures of George 
Sisler, Chuck Dressen, Rogers 
Hornsby, Whitehead, Ferrell and 
others were included. The picture 
of Babe Ruth before the crossed 
bats in the immediate foreground, 
and baseball autographed by him, 
came in for particular attention 
and interest. 

At last, came the eventful and 
thrill packed night, when all roads 
led to Fans Field,, Decatur. Pre- 
ceding the celebration, all of the 
1909 players on hand, out-of-town 
visitors, and a small delegation of 
Decatur men, gathered at the De- 
catur club for a dinner given by 
the Decatur baseball club. 

The Mt. Zion Township dele- 
gation of close on to a hundred 
fans, and headed by the Bethany 
school band, all under the leader- 
ship of Mr. Taylor, entered the 
park at 7:30 p. m. The band went 
out on the ball field, and took up 
its position, before the two boxes 
reserved for the delegation. 

A crowd of 2500 was in the 
brilliantly lighted park when the 
program was touched off. A stir- 
ring parade to home plate includ- 
ing participants of the 1909 un- 


forgettable game, visiting notables, 
members of the present-day De- 
catur and Bloomington clubs, and 
the Goodman Band, paving the 
way. Mayor Charles E. Lee was 
master of ceremonies. 

Annamary Dickey, Decatur’s 
young soprano who'll be seen and 
heard around the Metropolitan 
opera stage in New York City this 
winter, sang the “Star Spangled 
Banner.” 

Mayor Lee then introduced 
President Tom Fairweather of the 
1.1.1. League; President L. J. 
Wylie of the Commies, and Emil 
Behrman of Bloomington. The 
latter was score board boy the 
day of the longest game. Five of 
the six surviving members of the 
1909 “Commie” team that made 
baseball history were then intro- 
duced and received a big hand. 


The Old Timers 


A three-inning Old Timers’ 
Game was then put on with the 
ex-leaguers taking a 1 to 0 deci- 
sion over the semi-pros of De- 
catur. The old-timers, many of 
whom hadn’t played for longer 
than they care to remember, put 
on a surprisingly good show. 

The wind-up to the celebration 
was a seven-inning tussle between 
the Bloomington club and _ the 
“Commies” of Decatur and re- 
sulted in the Bloomers nipping 
the Decatur lads, 3 to 2. It was 
a spirited affair while it lasted, a 
fitting climax to a night that will 
long linger in the memory of 
those who were in the stands. 

“For generations, heralds in 
colorful dress and with trumpets, 
brought word of highly important 
events, and other public announce- 
ments,” states Mr. Barclay. “In 
Mt. Zion, it was the show win- 
dows of our hardware store that 
centered attention on baseball and 
whetted up interest in the forth- 
coming Burns-Fisher Night. 

“Many people who viewed the 
humanized display of autographed 
baseballs, came into our store and 
made purchases. Others inquired 
about certain items on sale and 
business may result later. Some 
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IN SYRACUSE IT'S — 


a : = 





SYRACUSE SUPPLY CO. 


This outstanding New York State distributor of BERNARD 
TOOLS is noted for its desire to be of real service to the 
trade. Because of this fact, it is most logical that they should 
stock the well known Bernard Pliers and Plier Action Tools 
in such variety and quantity as to be able to fill your require- 
ments promptly. 


Here you will find the famous Bernard Parallel Action Pliers 
that are used the world over as well as punches, nippers and 
other similar tools. 

We will gladly send you a copy of the new Bernard catalog. 


MADE IN U.S.A. BY 
THE WM. SCHOLLHORN CO. 


NEW HAVEN, CONN. 











It’s New—Both in Price and Design 


DOES—Everything But Talk 


7 Waller's 
is>| QUICKVISE 


| Handy From 
Every Angle 


$200 
List price 


@ Instantly adjustable to any angle 

@ Attached in a jiffy to any support 

@ Converted to a convenient clamp 

@ Lowers to bench level 

@ Light in weight, strong in construction 
@ Made to withstand hard usage 

@ New price will fit any budget 

@ Indispensable in any tool kit 

@ Demonstrations make sales pay 

@ Unlimited Guarantee 


If Unable To Obtain Thru Your Jobber 
Write, Wire or Phone 


EMCO MANUFACTURING CO. 


784 Gladys Ave. Los Angeles 














Wo ltsi voles ¢-1 ate) a w Co) (-) eee Wels 
Drake is distinguished for the 
spacious luxury of its rooms, 
the excellence of its cuisine. Yet 


tariffs are always moderate. 


Under the Same Management as 


The Gotham The Blackstone 


The Evanshire The Town flouse 


° 


The Drake 


LAKE SHORE DRIVE + CHICAGO 
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All Brass 
Including 
Handles 


SHERMAN 
BARREL FAUCETS 


Fig. 106 Self-closing-lock lever type. 
Easily operated — closes with the pres- | 
sure. Leak proof. Long wearing renew- | 
able flat washer. Completely theft proof 
—liquids cannot be drained through fau- 
cet when locked, even if very small lock 
is used. 


Full Flow Assured Even 
When Barrel Is Nearly Empty | 


Fig. 105 Ground key—lock lever faucet of 
extra large capacity. Key has spring 
which keeps it in perfect alignment. Both 
types rough brass finish. 





Sold thru 
Jobbers. 











Fig. 105 
54” and 34” sizes 


H. B. SHERMAN MFG. CO. 
Battle Creek, Michigan, U.S.A. 









Only Speedway’s 30 
experience 






tools at these prices. 





69 . Correctly de- 
signed with real high torque 
drill motor ( RPM), 
Drills %” in steel, list $7. 95 
RPM) Hand Grinder. Collets 
and Grinder. ets 
od ” No. 229 Stand (above) for 
fit ee and 6" yes «No. 69° Drill or, 129 


Grinder, list ...... $3. 95 
No. 250 Kit—A 69 Drill and 
a 129 Grinder with 5 grinder No. 119 Bench Grinder, 
accessories in eg Oe 2-wheels and motor com- 


paaey encased in modern 
ee oe SS housing with adjustable 


No. 309 Router Frame (above) 

with No. 129 Grinder, makes — ae. $055 
a universal router or free 

shaper, list $3.95. 

Write Fang F nna mg Sheets and free 
Cown: Stuffers, displays, ete. 







Y2** Drill 
Most sensational drill 
development in vears. 
ae new 

for %” drills. Equals 
or leet power, per- 
Samenee and life of other more costly 

andard %” industrial drills. 
List, $24.50. ow  —. streamlined die cast housing. 


SPEEDWAY MANUFACTURING CO., 1835 S. 52nd Ave. Cicere, 18. 
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folks merely dropped in to ask 
questions or say ‘hello’. 

“In any event, new contacts 
were formed, old friendships were 
renewed. People entered the store 
who never before had paid us a 
visit. All told us that we were 
putting on a good show, unself- 
ishly doing our bit. 

“While our window hasn't 
brought us an immediate and 
wonderful up-swing in our sales 
chart, it has given us a lot of free 


publicity, some new business, 
prospects for other business a bit 
later, and a whale of a lot of 
added good-will, prestige and per- 
sonal gratification that we could 
contribute something toward a 
worthy cause. 

“In short, the window can be 
likened to a lubricant on the 
wheels of progress—our progress 
on the firing line of the hardware, 
lumber and paint business,” con- 
cluded the hardware merchant. 








On Being Earnest 
MONG the secrets of the late 


Will Rogers’ success were the 
earnest periods that punctuated his 
humorous talks, in which he made 
deep impressions upon his listeners. 
We loved him because of his earnest 
periods. / 

To really be in earnest it is nec- 
essary to perform your tasks thor- 
oughly without a thought as to whom 
the credit belongs. A task so per- 
formed is the only one that leaves 
a favorable impression on those who 
observe. A wavering mind fails to 


command respect for lack of earn- | 


estness. Throw your whole life into 
the undertaking, give yourself to it, 
and the returns will be proportion- 
ate. There is no substitute for sin- 
cere and ardent thoroughness and 
when a sincere man fails to find 
means, he just sits down and pro- 
duces the means, because an earnest 
man has creative ability—he be- 
comes clever as a result of his earn- 
estness. He never lacks enthusiasm 
like the half-hearted tired brother 
who wavers at the least difficulty. 
He has learned the value of pa- 


tience and perseverance, but when 
he does things they are well done 
and worth while, because there was 
no thought of who would get the 
credit. Being truly honest, he makes 
no display of his talents, but they 
are seen, nevertheless, and acknowl- 
edged by his admirers, who are 
many indeed and who become gen- 
erous in their dealings with him 
because of his lack of arrogance. 
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YOUR CUSTOMERS NEED 


THIS NEW 
FUEL-OIL 
CAN 





This can meets the demand for a filler 
suitable for fueling tanks on oil burn- 
ing heaters. The filling opening is extra 
large and is properly offset for easy fill- 
ing. 
pouring quick and clean. The flexible 
spout (optional equipment) takes the 
place of a funnel. 5-gallon size. Stock 
these cans and profit by the demand for 
a fuel-oil filler. Leading jobbers have 


The large pouring spout makes 





FREE 


The attractive, sales- 
building, three-color 
display board shown 
at right will be fur- 
nished FREE with 
orders for one of 
each of the Drake 
“Automotive” Solder- 
ing Irons. 



















Small inventory 
meets all needs. 








There is a Drake Soldering Iron to meet 
every need — designed especially for the 
requirements of the hardware trade. 
Three groups of irons give a dealer a 
complete stock with a small inventory. 
The three Drake ‘“‘Automotive’’ Soldering 
Irons shown on the board above have a 


total list price of only $6.00. 
constructed with highest quality 
Nichrome elements, are fully nickel 
plated and have specially designed radiat- 
ing fins to keep handles cool. They come 
complete with 6 ft. heater cord, rubber 
plug and 7 in. stand. Get further infor- 
mation from your jobber or our repre- 


They are 


them in stock for prompt shipment. 


EAGLE MANUFACTURING COMPANY 
Wellsburg West Virginia 












sentative. 


3656 LINCOLN AVE. 











EST CUP OF cp 
qe ® Free 
ere’> you EVER TASTep , a 17) 


ant cORy 


Te) E 
BREWER 
TWO SPEEDY FILTERS! 
MATCHED FITTINGS 
* 








DRAKE ELECTRIC WORKS, INC. 


In the Sales Spotlight 









CHICAGO, ILL. 








The established recognition of a time- 
honored name is your best guide—as it is 
for your customers. In rivets, that name 
is recognized by the T R & S Co. trade- 
mark—rivets made by the world’s largest 
and oldest Tubular and Split Rivets fac- 






In addition to the 2 great filters, and the new streamlined models 
with a wider neck and lower center of gravity—~CORY Coffee 
Brewers offer a host of other popular CORY features: Bakelite 
Funnel Holder, Easy-Grip Handle, Bakelite Measuring Cup; Hinged 
Decanter Cover; Formed Pouring Lip; Beautiful Platinum decora- 
tion. All electric units are 2-heat (Hi-Low). All glass is by CORNING. 
Complete information is given in our new catalog. Write for it. 


GLASS COFFEE BREWER CORPORATION 
325 North Wells Street Chicago, Illinois 








World's Foremost Producers of 
Wollaston 
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tory—every rivet perfect, 100% usable, 
accurately gauged to drive easily and 
clinch with non-brittle smoothness. 


TUBULAR RIVET & STUD CO. 


Massachusetts 











Rivets 
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PREMAX 
DISPLAY ASSORTMENTS 





STAMPED AND EMBOSSED 
BRASS AND ALUMINUM 


LETTERS and FIGURES 


Embossed Letters 
DeLuxe House Numbers 
Embossed House Numbers 
Hy-Caste House Numbers 
“Houseful” Assortments 
Boat Letter and Numbers 


Send for New Bulletin 











ar = 
Bi» Same 


" 


ri | 


MBURYU MFG. co. 
NARSAW, N.Y. 
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How’s the Hardware Business? 


‘Continued from page 80) 


sale. Advances on Sept. 5 and 6 
brought lead pipe, sheet lead and 
lead wool up 50 cents per 100 pounds 
above the August basis, and lead 
traps were raised 12% per cent. 
Lead roofing washers advanced 14 
cent per pound. Lead pigments, 
litharge and dry red lead are up 
50 cents per 100 lb. On Sept. 11 
sheet zinc was advanced $1.25 per 
100 lb.—the first change since April, 
1938, and reverting to October, 1937, 
prices. 
* * * 


Paints and Oils—Fearful of 
interference with flaxseed importa- 
tions, prices rose sharply on Sept. 5 
and carried linseed oil up, in two 
jumps, a total of 1114 cents per 
gallon, but on Sept. 11 all but 714 
cents of the mark-up was cancelled. 
Also due to the risks on imports 
from India, shellac gum prices were 
withdrawn, and domestic makers of 
shellac varnishes are quoting on a 
day-to-day basis, for immediate ship- 
ment. Previously, the far Eastern 
war influences had carried China- 
wood oil up to three times its former 
or normal level, and costs of interior 
paints and enamels have been, and 
will be, substantially increased as 
a consequence. Jobbers report 1939 
dollar paint sales, to date, about 
ten per cent ahead of the same 1938 
period, and are expecting an even 
better gain during the fall months. 


% x * 


Steel Production Rise—A tre- 
mendous volume of steel orders, al- 
most unprecedented within so short 
a period, has been piling up on mill 
books since the outbreak of war in 
Europe. Bookings of the past week 
have greatly exceeded those of the 
week before, the totals in some prod- 
ucts, particularly sheets and bars, 
assuming almost fantastic propor- 
tions, reported The Jron Age in its 
Sept. 14 issue. Since business has 
come in so fast as to swamp the 
sales and clerical staffs of steel com- 
panies an accurate estimate of total 
bookings of the past 10 days is im- 
possible. However some products 
have gained from 35 to 200 per cent 
over their weekly averages of August. 
Comparatively little of the heavy in- 
flow of tonnage has come from 
abroad, export business having ex- 
panded but not as greatly as do- 
mestic buying. The sharp gain in 
business was accompanied by a quick 
rise in steel ingot production to 71 


per cent, a gain of 12 points over 
the Labor Day holiday week and 
advancing scrap prices. Owing to 
advances in raw material costs, steel 
companies have withheld announce- 
ment of fourth quarter prices until 
the situation could be more clearly 
appraised. 
* * * 

Cotton and Cotton Goods- 
Disregarding the news of an ex- 
pected increase in this year’s 
domestic yield, the cotton markets 
rose during the early September up- 
surge. under the stress of heavy or- 
ders from both domestic and 
European consumers. New Orleans 
spot cotton on Sept. 11 reached 944 
cents per pound, with an advance 
for the day of almost $1.50 per bale. 
Finished textile prices have been 
immediately affected, with several 
advances of 14 to % cent in yard 
goods. Among “hardware” items 
sure to be affected are cotton gloves 
and mittens, and the now seasonable 
waxed cloth glass - substitutes. On 
Sept. 6, several sash cord items were 
advanced one cent per pound, and 
sash cord clothes lines $1.80 per 
gross. for 100 ft. hanks. Cotton 
twines were raised two cents per 
pound in two days, and quotations 
on two numbers of jute wrapping 
twine were withdrawn. 


* * * 


Construction Activity — Con- 
struction contract volume in August 
increased substantially over both 
June and July, according to F. W. 
Dodge Corp., New York City. Last 
month’s total for the 37 Eastern 
States. amounting to $312,328,000. 
was practically equal to the figure 
for August, 1938, in spite of the 
current tapering of the public works 
program. During the first eight 
months of this year, total contracts 
awarded amounted to $2,311,575,000. 
which represents a 26 per cent in- 
crease over the same period last 
year and is the highest total recorded 
since 1931. Residential contracts 
awarded in August amounted to 
$127,163,000. With the exception of 
May of this year, this monthly total 
is the highest since October, 1929. 
and represents a 28 per cent increase 
over August, 1938. The cumulative 
total of residential building for the 
first eight months of this year is the 
highest of any comparable period 
since 1929 and is 50 per cent greater 
than the total for the same months 
of 1938. 
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PROFIT WITH THE WOMEN’S CHOICE 


Handiest Household and Garden 


Gloves ever Made 


ric 
coate® * 


Almost a million women have pur- 
chased Swaggerettes — testimony to 
the great appeal of these colorful, 
easy on and off, more comfortable, 
more useful, more durable, chore 
gloves. And alert retailers every- 
where are keeping Swaggerettes out 
front all year around—cashing-in on 
the demand —their many every day 
uses are creating every day profit- 
able sales. Put them on display and 
profit from the national advertising 


Order This Fast Selling 


Deal Today! 


FREE-three color count- 
er merchandiser with 
each dozen. Three 
colors, three sizes indi- 
vidually packed in cello- 

hane. Toes cost $3.60. 

etail Value $5.88. 
Your profit $2.28. Order 
from your supplier or 










reaching millions in magazines such 
as Ladies’ Home Journal and Good 
Housekeeping. 














Follow the LEADER 
in ““Warit Ad” Advertising— 


In every trade there is always a leader. \|n 
the Hardware Trade it is Hardware Age. 
Classified as well as National advertisers 
have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 
ployer and employee. 

Those who contact the hardware trade 
know from experience that HARDWARE 
AGE is the logical medium to use to secure 
RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., New York City 
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CAN OPENER 
COMBINATION 
api a 








Order No. 160-B.C. Vaughan’s Improved CAN OPENER 
COMBINATION ... BOTTLE OPENER ... CORK SCREW 

. AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One 
dozen to the box. A fine seller. Send for prices. 


Vaughan's 
SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed on 
three-color display card. 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. INC. 
3211-25 CARROLL AVE. CHICAGO, ILL. 














AN ALL-PURPOSE BORING TOOL 


Here’s a handy tool that every woodworker needs! 
The Forstner Auger Bit, unlike others, is guided by 
a circular rim instead of a center and can be oper- 
ated in any direction regardless of grain or knots, 
leaving a clean, polished surface. For scalloping, 
mortising, pattern and scroll work this tool is ideal. 
It will perform many operations commonly done with 
chisel, gouge, scroll saw or lathe tool. 









Forstner 
Auger Bits, 
for hand or 
machine boring, 
may be purchased 
singly or in sets of 
9, 11 or 17 bits. 
Write now for catalog. 
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“Uninspired Salesmanship’ 


HE thing that spawns war 
and anti-semitism and other 
disorders among us, is idle- 
ness. If we were all busily at work 
the energy wasted on these baser 
things would be sublimated to 
higher uses. To that end on recent 
Sunday evenings we have been 
urging some principles that should 
help all of us become self-starters. 
We have asked the public not to 
wait for business, we have asked 
business not to wait for the public. 
We have urged that all move to- 
gether, lest our idleness breed 
greater evils. 


Tonight we sketch the place the 


*Number 13 of the 1938-39 series of 
radio broadcasts over Nation-wide net- 


By W. J. CAMERON* 
Ford Motor Co., 
Detroit, Mich. 


salesman has in this picture. The 
present year is a salesman’s year 
if it is anyone’s. For the first 
time in the history of Amer- 
ican business the salesman moves 
up to the front line, to a position 
of recognized importance he never 
occupied before. He is not only 
to revive those who still are mor- 
bidly depressed by the last few 
years, he is to go further and bring 
into the rich stream of American 
life those who never yet have fully 
entered it. And what has he to be- 
gin with? 

He has a nation with the widest 
market, the most money, the great- 
est eagerness to buy of any on 
earth, and yet a nation where the 
poorest selling job of all time has 


work of Columbia System. Dec. 4, 1938. 
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A New Chance for Profits 


with Parsons’ Slate and 


Asbestos Cutters 
Portable... Efficient... Light Weight 
...Low Priced... , 

Pays for Itself on the First Job 


Carpenters, Contractors, Roofers . . . in fact 
all mechanics . . . have use for Parsons’ Slate and 
Asbestos Cutters. 

Light in weight . . . only 5!/2 Ibs. . . . they are 
portable and extremely simple in operation. Cut 
slate and asbestos shingles quickly and easily, any 
length or width to conform to all angles of Val- 
leys, Hips, Starters, End Row Pieces, Notches, etc. 

Measures 18" long, 3!/2"" high, 1" to I!" wide. 
May be carried in tool kit and actual cutting done 
on roof or scaffold, 

Slate cutter takes all slate up to '/4" thick . . . Asbestos cutter, all asbestos 
shingles and siding up to 3/16" thick. Have malleable iron frame and cadmium 
plated, drop forged, steel cutting blade, carefully heat treated. 





Prices boxed for Shipment— 


Slate Cutter, Retails for ows one 
Asbestos Cutter, Retails for 10.50 


Substantial discount assures liberal profit. 
Order a sample today—or write for descriptive circular. A ready market awaits you. 


PARSONS BROS. SLATE CO., Pen Argyl, Pa. 


Miners and Manufacturers of All Slate Products Since 1892 
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been done. Our people have been 
the greatest buyers in the world, 
which has led us to think that we 
must be the greatest sellers in the 
world. The facts dispute that con- 
clusion. About 65 per cent of the 
motor cars sold today are bought 
by people who walk unsolicited 
into dealers’ places of business. In 
all lines supposedly dependent on 
salesmanship, about 70 per cent of 
sales are not strictly sales at all, 
but purchases made on the initia- 
tive of the purchasers themselves. 
This initiative and enterprise of 
the people is a marvelous thing, 
and fully illustrates what we tried 
to show in our first talk, that they 
are the most important component 
of the American business com- 
munity. 

That is not the whole story: 70 
per cent of the goods that are 
sold by salesmen are sold by only 
20 per cent of the salesmen. There 
are some men and women whose 
business is always better that most, 
in good times and bad. We have 
Ford dealers, for example, whose 
business in all sorts of times is al- 
ways 25 per cent or more above 
average. Their opportunities are 
net exceptional in any respect; 
they are not even exceptional men 
~-have no more brains than others. 
But they do work—not frantically 
and feverishly, but methodically 
and steadily—five or six days a 
week, 50 weeks a year. They do 
not live on the golf course when 
business is good and rush back to 
grab the reins again when busi- 
ness goes bad—for by that time 
the reins are usually gone. One rea- 
son that 70 per cent of the general 
selling is done by 20 per cent of 
those engaged in it is that only 
20 per cent of us are that kind of 
man. 

So the salesman has at least 
these two things to begin with—a 
nation where a very bad selling 
job has been done, and where 
even that has been done by only 
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Our extensive line of ready te nail Horse, Mule, 

and Bronco shoes is growing in popularity. They } 
fit the average horse without alteration—per- ! 
fectly balanced and shaped. No turning heels or j 
welding calks. Nail holes are clean, correctly r 
tapered, and spaced. Tough, strong, long wearing. 


— Write for information. — 





Highest 
quality jar rubber 
made. Biggest seller. 

Used by experts and home 

canners for 20 years. Na- 
tionally advertised. Excel- 
lent profit. Big repeats. 10¢ a 
doz. Two gross (24 cartons) in 
full color display container. 


GOOD LUCK 


Jar Rubbers 
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The world’s most modern cordage plant, where Columbian 
Rope is made, uses only controlled quality fibre which is water- 
proofed and lubricated by the exclusive Columbian process 
This is but typical of the care that is taken in every operation 
to make Columbian Rope as good as rope can be made. 


COLUMBIAN ROPE COMPANY, AUBURN, "The Cordage City" N. Y. 
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A Complete Line of 
ATHLETIC EQUIPMENT 


Popularly Priced 
YOUR JOBBER CAN GIVE You 
COMPLETE INFORMATION... 
.. 1F YOU DO NOT KNOW THE 
NAME OF THE JOBBER IN YOUR 
TERRITORY Wacte us DIRECT! 


THE DRAPER-MAYNARD | 
“ad vyoRKn STREET 


“ys 








“Red Hot" 


ALUMINUM i. io © 
PAINT = , ENAMEL 


‘AN be applied to 
Crra hot aurtaces Super Ready Mixed R°** 
—stands 1200 «de resisting. High 


grees of heat. For ALUMINUM) aioss srack 


boilers, stoves, stove 


pipes, steam pipes, PAINT CHROMIUM For stoves, pipe, 
ovens, etc. Perfect, FINISH ) 
silver bright finish, ests 3 and all iron work 
smooth as silver ! SATIN smooth finish that é ] 
leaf. Long lasting ~. «can be sprayed, dipped or Extra quality at 
lustre. In %, 4, & brushed For interior or ex- 
terior use on wood, metal or 
brick. Will not lose its bril- , 
liancy regardless of how long it may stand on the shelf Lowest price in 
America for such quality. 1% pt. to * gal. cans. 


RUST and heat 


1 price 
% pt. cans y 


SHEFFIELD also manufactures these other types of Aluminum Paint: SHEFFIELD 
Asphalt Aluminum Paint ’ SHEFFIELD Government Specification Aluminum 
Paint @ SHFFFIELD Aluminum Screen Enamel @ Complete Printing Depart- 
ment at your disposal for special label 


ORDER FROM YOUR JOBBER. JOBBERS—WRITE FOR DETAILS. 


SHEFFIELD BRONZE POWDER & STENCIL CO. 


Ee SIRI 
SEBEL RE EE LAELIA ETOOLN 
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WITH STEWART FENCE 
AND OTHER PRODUCTS 


aT 
wet 
Mtl 


IRON 
and 


Tel. cur WIRE 
A | 3 Bak OF 
The Stewart Iron Works Co., Inc. 


637 Stewart Block Cincinnati, Ohio 


Fence Busiders Since 14% 








There’s a Mine 
_ of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
! methods in HARD- 
WARE AGE. Make 

it a habit to read 
your business paper 
| regularly and thor- 
oughly. 
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20 per cent of those engaged in it. 
He has, moreover, the further fact 
that, in this nation with its great 
taste for buying, salesmen are be- 
ing more and more welcomed as 
buying counselors. High-pressure 
salesmanship won a bad name for 
itself by not creating intelligent 
buyership. It was so eager to sell, 
it took no time to help its customer 
to buy. All of us have a warm 
memory of anyone who helped us 
to be wise purchasers; we look 
him up the next time. The sales- 
man who comes in with a lot of 
orders dangling like scalps at his 
belt is not a good salesman no 
matter how many orders he gets. 
for you can scalp a man only 
once. Making a customer is more 
important than making a sale. The 
constructive method may slow 
things up at first but will build 
them higher and with more sta- 
bility in the end. When we con- 
sider that most of the things we 
make and sell are used by others 
to make their living, we can afford 
to perform this part of social ser- 
vice properly. 

It’s not a question of enthusi- 


asm, it’s a question of persist- 
ence based on knowledge that, if 
not now, then later, every invest- 
ment of effort yields its return. We 
do not say that if you do this you 
will get results; we say that those 
who do this are getting results. 
How else do you think this coun- 
try has lived through these last 
few years? There are still 20 per 
cent of us who are this sort of peo- 
ple. We ought to raise it to at 
least 50 per cent in 1939. 

This is more than a commercial 
question, it is a matter of national 
life. Do you know anything you 
could do that would be of more 
help to the country than what you 
are doing? Then, in heaven’s 
name, go and do it. Often Mr. 
Ford has said, “If I knew any- 
thing better to do for the country 
than build motor cars I would do 
it.” Everything everyone of u- 
does now has a national signif 
cance. In a most real sense, it is 
for the country. Salesmanship 
next year will be a distinct na- 
tional contribution. Realizing this 
we shall be better salesmen, that 
is, real restorers of the vital na- 
tional circulation. 
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Treat every gun with the respect 
due a loaded gun. This is the 
cardinal rule of gun safety. 


5) 


Carry only empty guns, taken 
down or with the action open, 
into your automobile, camp, and 
home. 

3 


4lways be sure that the barrel 
and action are clear of obstruc- 
tions. 

4 


Always carry your gun so that 
you can control the direction of 
the muzzle even if you stumble. 


5 


Be sure of your target before you 
pull the trigger. 
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TEN COMMANDMENTS 
OF SAFETY 


Recommended by 
The Sporting Arms and Ammunition Manufacturers’ Institute 


“SAFETY FIRST—ALWAYS!”" 
' Make That Your Motto 


Published in the Interest of Making and Keeping Shooting a Safe Sport 


6 


Never point a gun at anything 
you do not want to shoot. 


/ 
Never leave your gun unattended 
unless you unload it first. 


8 


Never climb a tree or a fence 
with a loaded gun. 


9 
Never shoot at a flat, hard sur- 
face or the surface of water. 


10 


Do not mix gunpowder and 
alcohol. 
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D. P. HARRIS HDW. & MFG. COMPANY, INC. ROLLFAST BUILDING, 





MANY NEW MODELS 





price lined to the purse 


level of all customers 








WRITE FOR FREE CATALOG 


NEW YORK, N. Y. 








BUSINESS 


GET MORE TRACK and HANGER 





NO. 100 TRACK 





Model 90 





NO. 15 TRACK Sell Wagner No. 


100 and No. 15 
Track with 
Wagner No. 1500 
series _ Roller 
Bearing Hangers. 
Give better ser- 
vice to customers 
— simplify your 
stock. 500 
Hangers operate 
in both No. 100 
and No. 15 
Track. One 
hanger — two 
tracks. Write for 


Literature. line locking, cocks on 





RETAILS AT $309, 


* This perfectly balanced, quick-pointing, fast-shooting 
Wagner Track beauty will lift your shotgun sales! Made by Marlin 
and Hanger for a lifetime of reliable service. Hammerless, direct- 


MORE SHOTGUN SALES WITH MARLIN 






opening. 12, 16 and 20 gauges 


MFG. COMPANY and .410 bore. Send for catalog and dealer’s price today. 








W AGNE R Cates ttn, town The Marlin Firearms Co, New Haven, Con. 











if you are going to change your address 


please notify the CIRCULATION DEPARTMENT 
at least 3 weeks before you move. 


“HARDWARE AGE, 239 West 39th St., New York, N. Y. 











FAULTLESS CASTER CORPORATION 


1 FAULTLESS. 
CASTERS 


86% more BALL BEARINGS 


Provide Easier Swiveling 





en TER Nt 


DOUBLE BALL BEARING ; | 
aaad. 
«iz 


y. 





the spot where heat and e 





GET INTO A BIG MARKET 


Healthifier fits into the opening in center of radiat 


WITH 


FULTON 


HEALTHIFIERS 


The Winter months create an- 
other peak market for Fulton 
Healthifiers. In use in thousands 
of Homes ard Offices. LOW 
COST—home owners can afford 
one for every radiator. 


vaporation are greatest. Can’t tip 








Airmoisteners For Every Type of 
Register and Radiator 





...- Gncaler Resale Value over. 
EVANSVILLE, INDIANA 
Canada Factory: Stratford, Ontario 305 EIGHTH AVENUE 


Branches in Principal Cities 














Ask about our low prices 


PATENT NOVELTY COMPANY 





FULTON, ILLINOIS 











a) 











WOOD AND AL 
TILE SETTERS’ WOOD AND AL 


MASONS WOOD AND og SAND’S CARPENTERS’ 
SAND’S-STEVENS SURFACE AND LINE 











Write for Catalog World's Standard 
SAND'S LEVEL & TOOL CO. LEVELS For 48 Years 
8631 Gratiot, Detroit, Mich. TELi THE TRUTH “Factory Built-In Accuracy" 
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Red Devil’ 


ELECTRIC 


A/INT 
CONDITIONER 


Can of paint is scientific- 
To Keep ally shaken up and down 
and sideways —1350 
Paint 
shakes a minute. Thor- 


Stock 
oughly reconditions con 


In tents in 2 minutes. Cans 
Perfect easily, quickly inserted 
Condition All sizes fit from half-pint 

to gallon. Does not soil 


or mar can or label 


LANDON P. SMITH, INC. 
IRVINGTON, N. J. 


GLASS CUTTERS + GLAZIERS POINTS «+ GLASS PLIERS 
PUTTY KNIVES »« WOOD SCRAPERS + PAINT CONDITIONERS 














AT vour service J 


’ 
Tur “Who Makes It” 
Editor will be glad to 
help you in your search 
for the name of the man- 
ufacturer of that product 
you are interested in. 


If you do not find it or 
its trade name listed in 
the current Directory 
Number, in all probabil- 
ity it has been incorpo- 
rated in the revised list- 
ings that are being pre- 
pared for the next issue 
of the Directory Number. 
Many such changes are 
being made daily and the 
listings brought up to 
date. 


If your current Direc- 
tory does not give you 
the information you seek. 
write the “Who Makes 
It” Editor. He's at your 
service! 


HARDWARE AGE 
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American Hardware Mfrs. Assn. 
annual convention meeting with the 
National Wholesale Hardware Assn., 
Oct. 16 to 19, 1939, at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary of the 
manufacturers’ assn. George A. Fernley, 
505 Arch St., Philadelphia, is secretary 
of the wholesalers’ assn. 


Cooking and Heating Appliance 
Manufacturers, Institute of, seventh 
annual convention at the Netherland- 
Plaza Hotel, Cincinnati, Ohio, Dec. 13 
to 15, 1939. 


Golf Tournament of the Eastern 
Hardware Golf Assn., tentatively set for 
May 18 to 20, 1940, at the Cavalier 
Hotel, Virginia Beach. H. L. Gilliam, 
The Wood Shovel & Tool Co., 9 Rocke- 
feller Plaza, New York City, is secre- 
tary-treasurer. 


Machine Tool Show, Oct. 4 to 13, 
1939, at the Public Auditorium, Cleve- 
land, Ohio. Sponsored by the National 
Machine Tool Builders’ Assn. 


National Contract Hardware 
Assn. convention and exhibit, Oct. 2-5, 
1939, at Hotel New Yorker, New York 
City. J. Harold Dumbell, executive sec- 
retary, Fulton Bldg., Pittsburgh, Pa. 


Coming Conventions 
and Events 


Corrected each tssue 
according to latest data 


National Federation of Implement 
Dealers’ Association, 40th annual con- 
vention, Oct. 9 to 12, 1939, Hotel Sher- 
man, Chicago, Ill. H. L. Covert, 322 
Scarritt Bldg., Kansas City, Mo., is 
secretary. 


National Washer-Ironer Week, 
Oct. 14-21, sponsored by the American 
Washer and Ironer Mfrs. Assn., Chi- 
cago, Ill. 


National Wholesale Hardware 
Assn., annual convention meeting with 
the American Hardware Manufacturers 
Assn., Oct. 16-19, 1939, at the Mazl- 
borough-Blenheim Hotel, Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 
Philadelphia, is secretary of the whole- 
sale association, and Charles F. Rock- 
well, 342 Madison Ave., New York City, 
is secretary of the manufacturers’ asso- 
ciation. 


Packaging Exposition and Confer- 
ence, 10th annual, March 26 to 29, 
1940, at the Hotel Astor, New York 
City. Sponsored by the American Man- 
agement Assn., 330 W. 42nd St., New 
York City. 


Texas Hardware and Implement 
Assn., 42nd annual convention and ex- 
hibit, January 23, 24, and 25, 1940, at 
the Adolphus Hotel, Dallas, Tex. Dan 
Scoates, College Station, Tex., is secre- 
tary-treasurer of the association. 





Four Turnovers a Year 
(Continued from page 48) 





needed, such as nails, screws, 
hand tools, hinges, locks and 
paints. Although we do not use 
a lot of advertising, envelope 
stuffers are sent out several times 
a year. A direct mail letter and 
circular are used in advertising 
this equipment to industrial plants 
and schools. Some outside selling 
is done in the merchandising of 
the heavier tools among industrial 
prospects.” 

While the store averages about 
four turnovers on the entire line 
some individual items have as 
high as 10 to 12 turnovers a year. 
Real salesmanship, right in the 
store, is a big factor in pushing 
the line. Mr. Braught says, “Cus- 
tomers who come in to buy saws 
at $13.50 usually do not realize 
how much more work can be ac- 


complished with one selling for 
$28.50 or more. If the salesper- 
son will take the trouble to ex- 
plain the many advantages and 
better construction features of the 
higher priced units he can usually 
sell the better saw. When a high- 
er priced unit is sold the cus- 
tomer will frequently start telling 
the salesman about the things he 
wants to do, with the equipment. 
These comments generally lead to 
the sale of several other tools, 
both hand and power type. For 
example a man who buys a power 
saw will, no doubt, need a plane 
or a power jointer, and probably 
a dado set to use on his saw. 
Then he will need clamps, a 
square and many other small 
items. At the same time he is a 
prospect for paints, varnishes, etc.” 
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Why Customers Stick To 


STAR 


“Heeled” the shoes of men, 


break away from the shoe. 
9 sizes to fit all sizes of | 
shoes. 





Sold by Leading Jobbers 


Send for Samples and Prices 


'4 gross pairs in box. 


* STAR HEEL PLATE CO. +. 
NEWARK NEW JERSEY 


JIM DANDY 


er AND MOUSE RILLER 


Retails for FARM AND NATIONAL ADVERTISING 














Bag of this fall and winter will make your customers 
c ‘ ask for JIM DANDY—the positive way to ex- 
1 5 terminate rats, mice and other rodents. Harm- 

Poets less to humans and domestic animals. Drives 


rats out of doors to die. Made of Red Squill, 

A FAST SELLER recommended by U. S. Dept. of Agriculture. 

AT A GOOD COMES READY TO USE. Stock this money 
PROFIT maker in bags on attractive display card. 
ASK YOUR JOBBER OR WRITE US 


D. B. SMITH & CO., 9 Main St., Utica, New York, U.S. A, 


MONEY BACK IF 
RATS OON’TDIE 

















Heel Plates— 


For 30 years they have | 


women, boys and girls. Uni- | ; 
versally popular. Never | 


“andvik 3 aw & Joo/ | 


47 WARREN ST. CORPORATION |; NO JEFFERSON ST 


een 
NEW YORK. N.Y CHICAGO ILL 


ELECTRIC LIGHT BULBS 


Guaranteed 1,000 Average Burning Hours 
LIGHTMORE 


LiGat 
BULBS 
Made in 
U.S.A. 

Sold to 
Jobbers 
only. 


LIGHTMORE APPLIANCE CORP. 
16-20 East 12th Street, New York, N. Y., U. S. A. 














ROTABIN Saves 50% 


FLOOR SPACE 


ROTABIN stores, displays and sells nails, rivets, 
washers and other “binable” merchandise in a com- 
pact accessible manner in 4 the space now occu- 
pied by such items in your store. Each ROTABIN 
section rotates, bringing the merchandise right to 
your finger tips. No time lost in looking for the 
correct size--no boxes to open--no sticking drawers 
to pull out--no unnecessary steps running from bin 
to bin. ROTABIN seves hardware dealers, time, 
WRITE FOR steps, labor and money and makes storage space 

DETAILS pay a profit the year around 


THE FRICK-GALLAGHER MFG. COMPANY 
WELLSTON, OHIO 











THERE’S MUCH TO SEE 
IN PHILADELPHIA 
REFER YOUR GUESTS TO 


The 
BENJAMIN 
FRANKLIN 


2 blocks from Independence Hall. pf 


SAMUEL EARLEY 
Managing Director 











PHILADELPHIA S$ FOREMOSr HOTEL 
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3 
It’s a NATIONAL 
BRAND PRODUCT 
Tested and Guaranteed 


Furnace manufacturers prefer National Brand Fur- 
nace Cement for best results. 

Do as your furnace manufacturer does—use National 
Furnace Cement. 

Write now for special dealer's schedule and catalogue 
on our other items. 








FURNACE CEMENT 
MF ee JAYE MANUFACTURING 
INCORPORATED 


1081 W. 1th St. 
Cleveland, Ohio - 


























“Tune In” for PROFITS 


on Furnace Cleaning Time with 


SCHAEFER Flue and Furnace Brushes 


Savings yeur eustomers enjoy with clean furnaces will 
more than pay for these new SCHAEFER FLUE AND 
FURNACE BRUSHES. Put these attractive and 
serviceable Brushes on prominent display — they'll 
practically sell themselves, with their sparkling bril- 
liant RUSTPROOF 
Steel Bristles and han- 
dies. They wear from 4 
to 6 times longer than 
other brushes—and clean 
much better and easier 
Write for your story 
of Furnace Cleaning 
Profits. Tie in on this 
story early—for higher 

ummer, Fall and 
Winter Profits! 


SCHAEFER BRUSH MFG. COMPANY 
117 W. Walker St., Milwaukee, Wisconsin 







\ 


NO. 8-442 


FURNACE SLHAIEPER srusnHes 


BRUSH ... 


TDA) 444-4 
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Made Right—For You— 
Mr. Hardware Retailer— 
We protect you through Jobbers 


DAMASCUS STEEL PRODUCTS CORP. 
Rockford Ilinois 












O CUTLERY 





ROCHESTER ADJUSTABLE 
SASH BALANCES 

A product of Guar- 

anteed quality. Real 

profit in handling 

them. 


Write for prices. 





Rochester Sash Balance Co., Ine. 
Rochester, N. Y. 
















FUSES 


THE COLOR TELLS THE SIZE 


THEY SELL! 


Your customers are attracted by the all-col- 
ored shock-proof top and the clear mica 
window. The color-banded carton and the 
attractive 7-color display box also catch the 
eye. It all means MORE PROFITS for you. 

Ask your Jobber 


Salesman for 
COLORTOPS 





TRICO FUSE MFG. CO. 


MILWAUKEE WISCONSIN 














All-In-One CEMENT 


Holds everlastingly. Ce- 
ments wood, glass, china, 
metal, cloth, linoleum, tile, 
paper, leather and bric-a- 
brac. Non - inflammable, 
transparent, no odor, not 
sticky to handle. In % and 
1 oz. bottles, % pt., 1 pt., 
1 qt. and 1 gal. cans. Re- 
tails from 10¢ to $3.50 ea. 
in order given. In Display 
Carton that makes sales. 


All-In-One Cement Co. 











4663 Page Bivd., St. Louis, Mo. 


DENISTON 
















‘Lead Seal’ NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a protit-maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead under the head and down the 
shank actually pluys the nail hole with lead! .. . 
Ask your jobber or write us for samples and dem 
onstrator blocks. 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, AL. 


“GUNSHINE 
O15 





Bren 


cHAM 


MADE IN U.S.A. 


ASK YOUR JOQOBBER 
FOR GUAR EXTRA VALUE 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL, MASS. 
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The *““WHO MAKES IT?” issue of 
HARDWARE AGE enables you to 


quickly locate sources of supply and 


helps you answer many questions re- 


garding brand names, products, etc. 


Passaic, N. J.: Who makes the 
Tabor sash pivots? S. Zaentz & 
‘ 
Sons. 


ANSWER: Sorensen Tabor Sash 
Pivot Mfg. Co., 105 W. 40th St., 
New York, N. Y. 


College Point, N. Y.: Who makes 
the Nancy Neat floor mops? Queens 
Marine Sales & Service. 


ANSWER: Howard _ Dustless 
Duster Co., 493 C St., Boston, Mass. 


Richmond, Ill.: Who makes the 
Breese Oil burners? Krause Hard- 
ware Co. 

ANSWER: Oil Devices Corp., 
Santa Fe, N. M. 


New Canaan, Conn.: Where can 
we purchase IXL English razors 
made by Geo. Wostenholm & Sons, 
Ltd.? Murray’s Hardware & Paint. 


ANSWER: Geo. Wostenholm & 
Son, Ltd., 48 Duane St., New York, 
N. Y. 


Sayville, N. Y.: Where can we 
purchase Ferti-Lawn grass seed? 


R. P. Jeschke, Inc. 


ANSWER: Ferti-Lawn Co., Inc., 
Hamilton, N. Y. 


Florence, S. C.: Please furnish 
the address of the Wapakonita Ma 
chine Co., Schofield Hardware Co. 


ANSWER: 400 E. North St., 
Wapakonita, Ohio. 


HARDWARE AGE 











MAKES IT?” 


Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 
sented as an aid to others in the trade who may be seeking the 


same articles. 


The inquiries reproduced have been selected be- 


cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 


dered by the “Who Makes It?” issue. 


When writing to the firms 


mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


Birmingham, Mich.: Who makes 
the Acme medicine cabinets? Mc- 


Bride Hardware Co. 


ANSWER: Acme Metal Products 
Corp., 1845 W. 74th St., Chicago. 
Il. 


* * * 


Holyoke, Mass.: Who makes the 
Donald Durham self feeding floor 
waxer and polisher? J. Russell & 
Co., Inc. 


ANSWER: Donald Durham Co.. 


Des Moines, Iowa. 


Tampico, Mexico: Who makes the 
Star lemon squeezers? General 
Machinery & Supply Co., S. A. 


ANSWER: C. T. Williamson 
Wire Novelty Co., 53 Badger Ave., 
Newark, N. J. 


Who makes 


goggles? 


Philadelphia, Pa.: 
swimmers’ and_ divers’ 
Murta, Appleton & Co. 


ANSWER: H. S. Cover, 1936 
Clippena St., South Bend, Ind.; Chi- 
cago Eye Shield Co., 2308 Warren 
Blvd., Chicago, Ill. 
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Pittsburgh, Pa.: Who makes the 
Take-Along chairs? William Koss- 
ler Hardware Co. 


ANSWER: Take- Along 
Chair Co., Inc., Thomasville. Ga. 


Travel 


x * * 


Woodbridge, N. J.: Who makes 
the Case fishing knife? B. Ohlott. 


ANSWER: W. R. Case & Sons 
Cutlery Co.. Bradford. Pa. 


* * 


Stamford, Conn.: Where can we 
get repair parts for the Oliver field 
mowing machine? M. Sandhaus. 


ANSWER: Olive Farm Equip 
ment Co., 400 W. Madison St.. Chi- 
cago. IIl. 


% % % 


Pittsburgh, Pa.: Who makes the 
cushion caster cup? Martin Hard- 
socg Co. 


ANSWER: IL. Belloch & Son, Inc.. 
15 Wooster St., New York. N. Y. 


x 


Brooklyn,, N. Y.: Who imports 
the Sievert gasoline torches? H. P. 
Brown, Inc. 

ANSWER: Van Praag Sales 
Corp., 22 E. 17th St., New York. 
N. Y. 












J 
It's GOOD BUSINESS fo sell 
DURABLE SAFETY DOOR MATS 
Designed for BEAUTY . . . Built for 
SAFETY. Made of selected tire fabric on 
special heavy spring steel wire. Herring- 
bone weave. Durable Mats bring repeat busi- 
ness, offer bigger profits. . 
Note to Jobbers—All Durable Mats are now 
tagged with your name, assuring you of the 
reorders. 
Sold only through Jobbers and Dealers 


DURABLE MAT CO. 7%;,2°°9,< 














Ask about our beveled all-around 
Rubber Nosing 








KEY BLANKS 


OF EVERY DESCRIPTION 
Also, assorted skeleton keys. 


Catalogue on request 


GRAHAM MFG. CO. 








Dept. W. 
Derby, Conn., U. S. A. 








COOKS£ CH WAIL 
CLIPPERS 


The “Ansonia” 


Good looking, thoroughly 
dependable clipper re 
tailing at 10¢! Smartly 
designed counter card 
comes loaded with 12, 
, and sells them. At your 
jobber’s. Catalog price 
sheet on request. 


The H. C. Cook Co. 


27 Beaver St., Ansonia, Conn. 














Have been used 
for years 
because of 

their strength 
and lightness. 
All steel 





wnue 
«7° dees 


Me. 162 
Griek 
Prices Will Interesi 
The Cleveland Wire Spring Co. 
E. S8th St. and Hamilton Ave. 
@ @ .CLEVELAND,OHIO © ®@ 















COLORFUL 
WINDOW DISPLAY 


Foster products are lead- 
ers in stores featuring them 
— because Foster doesn’t 
miss a trick in helping you 
sell! We give you free a 
22 x 36” lithographic win- 
dow display ...a beautiful 
metal display stand ... col- 
orful folders imprinted with 
your name .. . attention- ING pROpUcTs 
getting newspaper electros ALT ROOF appried 
..+. plus a guarantee EASILY ano ov 
printed on every can that 
Foster products meet every 
U. S. Government Master 
Specification requirement. 


LBM ASPHALT Fibre 
ROOF COATING 
|-B-M Liou rooF coating 


-B-M ASPHALT PLastic 
ROOF CEMENT 


BLACK CAT Brand... A Quality 
Competitive Grade for Price Buyers! 


BENJAMIN FOSTER COMPANY 





20th St. & Erie Ave., Philadelphia, Pa. 
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Classihied Opporvtumitien Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| Clansified Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words...... $3.00 
All capitals, maximum, 50 words... 4.00 
Each additional word...... 0 


Positions Wanted 
(Special Rate) set solid, maximum, 
Be GME cco cccncccccccnsosesee .50 


Each additional word 01 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 


DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 10% off; 8 insertions, 15% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 








HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 














[Portions Wanted | 





| Positions Wanted =| 


| ‘Poritions Wanted | 








HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 








7 ATTENTION WHOLESALERS: 
YOU ARE SLIPPING if your business is standing 
still. Hardware wholesalers and retailers are losing 
ground too fast to chains, mail order and syndicaic 
stores. A man, in the $10,000 class, who is helping 
solve this problem for one wholesaler, and who is 
still employed, is offering his service to one or more 
non-competitive wholesalers who want to go modern 
and make more money. Prefers Middle West of 
Pacific Coast. Please give 1988 gross sales. Your 
replies will be kept 7 confidenti=' 

Address Box yo e of | sw AGE, 

239 W » 39th st. Y. City 














PURCHASING AGENT, 9 YEARS’ EXPE- 





RIENCE in the wholesale hardware and elec- | 


trical manufacturing field. Age 29. Now em- 
ployed. Desires position with future and oppor- 
tunity for advancement. Any location. Excellent 
education. Best of references. Address Box 
D-523, care of Harpware Acoz, 239 W. 39th St., 
N. Y. City. 





SALESMAN, 38 YEARS OF AGE, WITH 18 
years’ experience as store salesman and traveling 
salesman in general hardware and kindred lines, 
wishes position either as store salesman or travel- 
ing salesman with a good reputable firm, willing 
to go anywhere; can furnish good references as 
to character, habits and abiiity. Address A. A. 
DAVIS, Seminole Hotel, Donalsonville, Georgia. 





SALES PURCHASING, EXPORT PRU 
CEDURE THOROUGHLY understood by young 
executive with eighteen years’ experience in hard- 
ware, plum%ing and mill supplies and machinery. 


Positions held: storeman, bookkeeper, store mani- 
ager in West Virginia, export shipping clerk, 
export sales correspondent in New York City. 
Assistant purchasing agent large tool manufac 
turer, head of export department doing half 
million dollar yearly business. At present em- 
ployed in domestic sale of machinery. Would 
like to enter employ of small manufacturing con- 
cern in town of fifteen to thirty thousand popu- 
lation on sea coast. away from industrial centers 


where knowledge of above three departments could 
he used to advantage. Salary requirements very 
reasonable and will consider taking part of pay 
in stock. Address Box !)-637, care of Harpwani 
Ace, 239 W. 39th St.. N. Y. City. 








HARDWARE MAN, 29, MARRIED. 12 
YEARS’ EXPERIENCE buying and selling hard? 
ware, plumbing and electrical supplies; expert 
locksmith, door check repairs, desires position with 
retail store in metropolitan district. Address Box 
D-640, care of Harpware Ace, 239 W. 39th St., 
N. Yy. City. 





MANUFACTURER’S AGENT HAVING A 
FOLLOWING with hardware stores, industrial 
plants in the Chicago area, desires a proposition 
for distribution of hardware specialties or fac- 
tory items, 15 years’ experience, good references. 
Address Box Number 7673-A, care of Harpware 
Ace, 1012 Otis Building, Chicago, III. 





SALESMAN, EXPERIENCED, DESIRES 
TO REPRESENT Manufacturer or Jobber of 
General hardware or Agricultural hardware. Not 
afraid of hard work. Best references. Employed 
at present in retail store. Would like to return 
to a Jobber or Manufacturer’s line. Address 
Box D-633, care of Harpware Ace, 239 W. 39th 
St.. N. ¥. City. 


25 YEARS’ EXPERIENCE SELLING 
WHOLESALE and retail hardware, paint, wall- 
paper and electrical supplies. Wish to locate 
with good reliable firm, available at once. Not 
afraid of work and am a producer for the best 
results. Good references. Address Box D-639, 
care of Harpwarz Acre, 239 W. 39th St., N. Y. 
City. 

SALESMAN: TWENTY-FIVE YEARS IN- 
TENSIVE retail experiencg as salesman, buyer 
and manager of heavy and shelf hardware, paints, 
house furnishings, stoves, electrical supplies, fully 
qualifies for any of above positions. Excentional 
salesmanship abilities. References of highest 
type. Locate anywhere. Not subject to draft in 
case of war. Address Box D-634, care of 
Harpware Ace, 239 W. 39th St., N. Y. aan 


SALESMAN: 13 YEARS’ EXPERIENCE 
WITH wholesale and retail hardware, farm sup- 
ply and industrial trade in New Jersey, Delaware 
and Maryland. Willing to start at ordinary 
salary and depend upon my results for better 
income. Will move into any territory for posi- 
tion with opportunties. Address Box D-641, 
care of Haxnware Ace, 239 W. 39th St.. N. Y 
City. 

SEEKS POSITION AS SALES REPRE. 
SENTATIVE or agency manager in Eastern terri- 
tory for several standard lines or one swbstan- 
tial account. Experience includes selling and buy- 
ing hardware for many years; now sales manager- 
buyer of hardware department of ship chandlery 
heuse. Gentile, well known in hardware trade. 
Might invest some capital. A-1 references. Ad- 
dress Box D-642, care of Harpware Acr, 239 
W. 39th St., N. Y. City. 








SALESMAN WITH YEARS’ EXPERIENCE 
IS open for connection with reliable manufac- 
turer to sell in and around St. Louis, Mo. Well 
acquainted with Hardware line and the General 
Merchandise Lines; bought same for a wholesale 
house for many years. Will sell on salary basis 
or straight commission. Address—Herman_ T. 
Fabricius, 3680 Bellerive Blvd., St. Louis, Mo. 





HARDWARE MAN 35 YEARS OF age, 15 
years’ experience in the Hardware, Paint, Plumb- 
ing, Electrical and Janitor Supplies, thorough 
knowledge Locksmithing, Glazing and Electrical 
repairs, seeks position with advancement. New 
York or vicinity. Driver’s License. Salary no 
object. Address Box D-632, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 








[Scho Reprevenialine Want | 














WANTED 


Sales Representatives 
who are well established among hardware retailers 
and jobbers for well-known line of locks and Jock- 
smith supplies. States now open: Florida, Alabama, 
Mississippi, Louisiana, Texas, ———, —_—— 
State complete qualifications and _ refer 
Address Box ae eare of HAR DWARE AGE, 
239 W. Stn St., New York City 














WANTED: REPRESENTATIVE WITH 
HARDWARE OR Mill Supply experience in 
Sales and Missionary work to travel New England 
territory on hacksaw blades. Permanent Posi- 
tion. Address Box D-566, care of Harnpwarr 
Ace, 239 W. 39th St., N. Y. City. 





MANUFACTURERS’ REPRESENTATIVES. 
TO SELL LINE of high-quality locksets and 
builders’ hardware. In reply state nature of lines 
carried, length of time in territory, how frequently 
territory is covered. Territories open—New 
England, Deep South and Texas. ga = Box 





D-623, care of Harpware Acz, 239 W. 39th St., 
N. Y. City. 
SALESMEN AND MANUFACTURERS’ 


AGENTS WANTED: Men already established in 
territory calling on wholesalers and major hard- 
ware dealers with non-conflicting items to sel! 
high-quality line of grinding wheels, sharpening 
stones and hones. [er production on al! 
items makes prices that will get business. Com- 
mission basis. Advise fully regarding territory 
covered and how long; also lines now handled. Ad- 
dress Box D-618, care of Harpware Ace, 23° 


|W. 39th St., New York City. 








postage for remailing. 


Samples of Merchandise, Literature, Catalogs, etc., will not be forwarded unless accompanied by full 
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[Accounts Wanted =| 








SALESMEN: AMAZING PATENTED 
SCREW-HOLDING screw drivers! Defy com- 
petition! Jobbers, retailers buy quantities. Big 
repeats, exclusive territories. 15% commission. 
Mfg’r 80-H Journal Bldg., Boston, Mass. 





SALESMEN WANTED TO SELL THE new 
Jiffy Lamp. Attached to the wall in a jiffy and 
cannot be pulled out of shape when turned on or 
off. 1940 line just out; all new shapes and 
shades. Can be carried as a sideline. Address— 
O. L. Dewey Co., Syracuse, N. Y 





SALESMEN WANTED TO SELL PAINTS 
and varnishes in New England and North At- 
lantic States. Good Commissions. Good terri- 
tories still open. Give experience and references. 
Address Box D-629, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 





REPRESENTATIVES WANTED IN ALL 
SECTIONS of the United States to sell an ex- 
cellent line of carpenters’ tools to retail stores 
only—on commission basis. For details write 
Box D-630, care of Harpware AcE, 239 W 
39th St., N. Y. City, 





SALESMEN NOW CALLING ON HARD. 
WARE, paper and dairy supply stores in Penna., 
Va., Ohio, etc., to handle a standard product for 
reliable paper converter. Good volume, steady 
repeat business. Commission basis. State terri- 
tory covered, lines handled, experience, etc. Best 
of references required. Address Box D-560, care 
of Harpware Ace, N. Y. City. 


| Accounts Wanted 




















ACCOUNTS WANTED 


Salesman with more than 30 years’ experience 
selling hardware, tools and allied lines to 
wholesalers, retailers and mill supply distrib 
utors in the Metropolitan New York area 
seeks one or two non-conflicting lines for that 
territory. References available. 

Address Box D-631, care of HARDWARE AGE, 

239 W. 39th St., N. Y. City 


MANUFACTURER’S AGENT CAN USE 
ADDITIONAL line of good repute. Well known 
by every wholesale and retail buyer in Eastern 
Pennsylvania, New Jersey, Delaware and Mary- 
land, having covered the territory for fifteen years 
enjoying considerabie success. Maintains office, 
warehouse, clerical help and two detail men. Ad- 
dress Box D-607, care of Harpware Act, 239 
W. 39th St., N. Y. City. 


EXPORT OPPORTUNITY. MARKETS 
HITHERTO SUPPLIED by England, Germany 
will look to United States for hardware, Let us 
develop your export sales. Business principally 
cash basis. Write full description your line and 
advise extent of any previous export experience. 
Address Box D-636, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 





| Basiness Opportunitien | 





























MID-WEST AND SOUTH-ATLANTIC 
states open to salesmen to sell paint brushes to 
retail hardware stores. No objection to other lines 
carried. Opportunity for substantial opening. 
Liberal commission. Address Box D-635, care of 
Harpware AcE, 239 W. 39th St., N. Y. City. 





SALESMEN CALLING ON HARDWARE 
JOBBERS, department and retail stores for our 
line of adjustable draft-stops, ventilators, register 
shields and other everyday specials. Exclusive 
territory, commission basis, References required. 
Address—The Marshallan Mfg. Co., Inc., 5716 
Euclid Ave., Cleveland, Ohio. 





SALES REPRESENTATIVE WANTED. 
SOMETHING NEW and different. A new 
handy durable Vise. Just the trick for car- 
penters’ tool kits. Lists for $2.00. All terri- 
tories open to both wholesale and retail trade. 
Good commission offered. Address—Emco Mfg. 
Company, 784 Gladys Ave., Los Angeles. Calif. 


MANUFACTURERS’ AGENT 


Calling on the Wholesale Hardware and Mill 
Supply Trade in 
Penna., South Jersey, Delaware, Maryland and the 
District of Columbia 
WANTS ADDITIONAL LINE 
on commission basis. 
Formerly Sales Manager for nationally known concern 
Address Box D-575, care of HARDWARE AGE, 
239 W. 39th St., N. Y. City 











OKLAHOMA CITY MERCHANDISE MART 
Attention—Housewares and Home Apptiance 
Manufacturers: 

If you desire sales representation with a_puneh in 
Oklahoma, with displays in Oklahoma City’s new 
Merchandise Mart, by an organization for ten years 
engaged in merchandise distribution, located right in 
the middle of the territory and with a seasoned sales 
force already in the field, we invite investigation and 
solicit your inquiries regarding our operation. 

SPURRIER’S, INC., Manufacturers’ Agents 
No. |, Okla. City Mdse. Mart 











SALESMEN, SIDE LINE, TO CARRY ES- 
TABLISHED and well-known line of paint spe- 
cialties, brushing lacquers, paint removers, non- 
inflammable removers, thinners, waxes, etc. 
Southern, midwest and western territories open. 
Address Box D-614, care of Harpware AGzE, 239 
W. 39th St., N. Y. City. 





—_ 
SALESMEN WANTED WITH FOLLOWING 
AMONG hardware and paint stores to sell as a 
side line a well establshed line of paint and bronze 
specialties, kalsomine. cold water paints, etc. Ex- 
cellent opportunity for right parties, protected 
territories. Liberal commissions. In reply state 
lines now carried and territory covered. y PY mod 
Box D-578, care of Harpwarge Ace, 239 W. 39th 
St., N. Y. City. 








MANUFACTURER’S AGENT HAS POTEN- 
TIAL OUTLET for volume lines, suitable for 
Hardware, Mill Supply, Builders’ Supply, Elec- 
trical, Plumbing, Sporting Goods, Grocers’ Sun- 
dries and Housewares, throughout various sections 
of the country, Private Brands or Labels accep- 
table. Manufacturers interested in increasing 
their business are requested to submit full par- 
ticulars to Box D-605, care of Harpware Ace, 


1239 W. 39th St., N. Y. City. 








VIRGINIA REPRESENTATIVE, ESTAB.- 


| LISHED, WANTS ONE or two A-1 lines, call- 
| ing on hardware, paint & building supply trade. 


Experienced, reliable, energetic. Address Box 
D-638, care of Harpware AGe, 239 W. 39th St., 
N. Y City. 


WE WILL PURCHASE FOR CASH 
Any Quantity of 
HARDW ARE—TOOLS—PAINT, etc. 
Write what you have to offer. 
MAZER BROTHERS 
The Bourse Phila., Pa. 


Note: We are also cash buyers of entire 
stocks of merchandise—no stock too large or 
too small. 














COMBINATION HARDWARE. SPORTING 
GOODS, ELECTRICAL appliance business for 
sale. Established 30 years. odern fixtures 
throughout. Located South Florida. Stock in- 
ventory $22,000. Will sell on terms. TIIl health 
reason for selling. Address Box D-568, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


FOR SALE — CASH — SMALL ESTAB- 
LISHED paint and hardware business on North 
shore Long Island, New York. Inventory ap- 
proximately $3,500. Opportunity for other lines 
of merchandise. II] health and other business 
responsibilities reason for selling. Address Box 
D-622, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 





q Help Wanted | 


MANAGER OF HARDWARE DEPART 
NENT! A permanent position with an old estab 
lished firm, located in a Long Island Town, near 
New York, is open to a man thoroughly experi- 
enced in the purchase and sale of builders’ hard- 
ware, shelf hardware, tools, paints and general 
merchandise. Write full particulars as to age, 
experience, references, etc. Replies held in strict 














| confidence Address Box D-643, care of Harp- 
| ware AGr, 239 W. 39th St.. N. Y. City. 








thoroughly it is read in 


The Story of the 
“WANT AD” 


“Want Ads” depends upon how widely and 


Year after vear 


in the volume of classified as well as display adver- 


a valuable aid in bringing together buyer and seller. 
employer and employee. Those who contact the 
hardware trade most closels know, from observation 


and experience. that HARDWARE AGE is most 


A Business paper’s value as a vehicle for 


its field. Q Everv 


tising published. 


widely and thoroughly read by live hardware men. 


HARDWARE AGE has led its field 


q Ite classified columns have proven 








classified advertiser in placing his adver 
tisement in HARDWARE AGE offers spon- 
taneous evidence of his conviction that thir 
paper is most widely and thoroughly read 
in the hardware trade. 





.** HARDWARE AGE --- 


239 West 39th St., New York City 
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ruled RUBBER GOODS & Specialhes 


PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS @ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 
SEND FOR CATALOG OF COMPLETE LINE 


The ELASTIC TIP Co. 


AKT N ~ 
AT ANTIC A MASS 











KNOWN 
EVERYWHERE 


Me. 800 — Low Priced, 
Polished Brass Finish. 


Ne. 600A — Bottom Filler, 1 Handis 
Lock Down Pump, Polished Brass Finish. 


No. 158A—Chrome Plated Tenk and 
Pump, Full Skirted Windshield. 


CLAYTON &@ LAMBERT Mrc. Co. 


DETROIT, MICHIGAN 


Genu"© DOMES of SILENCE 
ot SILENTLY - SOFTLY- SMOOTHLY 
SAVE FURNITURE 

& FLOORS-CREATE QUIET 


of Silence 


Pump Filler. 














Glides 


Cushion 


not supplied write to 


35 Pearl St. N.Y. C. 


Ask your Jobber. If he is 


DOMES of SILENCE, In 
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NEW TYPE QUICK LOADING CARTRIDGE 


é 
caLBAR 
-0- 


WITH CALBAR PRESSURE GUN 


Use Caulk-O-Seal in the new Vulco Fibre Cart- 
ridge lined with cellophane. Special construction 
of Calbar High Pressure Gun and Cartridge elimi- 
nates all backfiring and leakage. Quick action. 
No waste. Always clean. Caulk-O-Seal is super- 
plastic, weatherproof. Holds fast. Easy to apply. 
Comes in Tubes, Cans, Drums, CARTRIDGES. 
Black and 12 Colorss Send for Color Chart. 
ORDER DIRECT OR THRU JOBBER. 


CALBAR Paint & Varnish Co. 


Mfrs. of Technical Products 
2612-26 N. MARTHA ST. 
PHILADELPHIA, PA. 

















1939 HIGHLIGHTS 
OF AMERICA’S EASIEST-SELLING 
133 £ Om GO t~ 


Lower Prices 


Improved Features 
A Complete New Line 


of Lightweights 


The Westfield Manufacturing 
Company 


Westfield, Massachusetts 





MILCOR, Stove Pipe 


gives you the talking 


points you need to 
build your sales 


and make money 


Exclusive features that make selling easter by 


giving your customers more for their money 


Unequalled construction features in Milcor’s two great stove 
pipe leaders, “LockJoint” and “Titelock”, provide you with 
~. powerful selling points that speed up sales and profits. 


iff the Co Milcor Stove Pipe is easy to handle, easy to fit, and soundly 
mplete builtin every detail to give a snug, handsome job that stands 
MixcoR., up. Customers are pleased and come back to your store 
Heating for other hardware needs . . . and send their friends, too. 


Line Both “LockJoint” and “Tite- 
lock” are available in all stand- 
ard sizes. They are made of 


a “OTTEIOGKS Ke finest quality metals, uniform 


. blue in color and weight. 
Stove Pipe Feature Milcor for more profitable 
Assembled by hooking edges, stove pipe busi this Send 
then closing seam with mallet. your jobber your order today. 
Unique lap an important feature 


of non-collapsible crimped end. 
Provides lock which cannot come | ] N ] 
apart, collapse, expand. Each section 


full length, uniform blue color, full (Patent No. — 
standard weight. Stove Pipe 
Mile rs le scl lt vo" ked - re a 


i Milcor’s LockJoint. It is packed with advantages 
that give you a real edge on competition. All 
standard sizes. Put LockJoint to work building 
your profits. Stock up now. 


Complete Assortment . Locking Device. Locks by hand, easily and 
M4 automatically. Notched edge fits into opposit 
of Accessories ng , : 


. Non-Slip End Lock. Prongs on locking 
tongue fit concealed slot, preventing up-and- § 
down movement. ‘ 
FLO . Short Fade-Away Crimp. Gives wide, 
MIR a. smooth surface before bead assuring tight é 
Stove Pipe A rex-soinr | assembly. = 

Reducer Pat. No. 1,992,312 ¥ sii 


MrccoR. STEEL COMPANY 


MILWAUKEE, WISCONSIN 07-4. NEO), A @) 2 1(@) 
Corrugated CHICAGO, ILL ° KANSAS CITY, MO. ¢ LA CROSSE. WIS. 
and Adjustable BALTIMORE, MD. * ROCHESTER. N. Y 
Elbows Sa 


dj 
Ibo es Offices: Minneapolis, Minn.; Little Rock, Ark.: Denve r, Cole Dallas, Tex 
Washington, D. C.; Boston, Mass 








138 HARDWARE AGE 

















A Proved Plan to Increase Your Aluminum Ware Sales 


This ‘1° COOK BOOK 








a 
< ~” 

only “Sirs, ; 
| cents .. C= 


WHEN BOUGHT WITH ANY 
OF THESE VIKO UTENSILS 


This new 264-page, spiral bound VIKO Cook Book —con- 
taining 850 recipes — the most modern ever offered in any 
utensil deal— plus these new VIKO Gold Label Specials, 
will boost your aluminum utensil sales to new highs. 
4-color poster packed in the 5-in-1 cooker carton. News- 
paper ad furnished on request. 












6-CUP PERCOLATOR 


a , é BRAND NEW design—ultra-modern styling. 
Has Thermoplax no-burn handle. Accurate 
self-measuring graduations. 


COMBINATION OFFER 
No. 14XS271%4 |GiR SPITON ty Br 









6-QT. COVERED KETTLE 


Recessed cover prevents boiling over. Sani- 





3-QT. 5-in-1 COMBINATION COOKER 


An all-purpose utensil. Has recessed cover 
to prevent boiling over; heat-proof Bakelite 
knob; accurate cup graduations; flat bottom. 


COMBINATION OFFER 
Me, 14X90 (SSRIS BBE 
Total SPECIAL to Dealer . $11.50 Doz. 


Packed 4 Utensils and 4 Cook Books in a carton. 
Shipping weight 33%, Ibs. per doz. 


tary square bead and heat-proof Bakelite 
knob. Modern design. Flat bottom. 


COMBINATION OFFER 
No. 14X5096 | took soo. <°2::‘t0 Dex 
Total SPECIAL to Dealer . $11.50 Dox. 


Packed 4 Utensils and 4 Cook Books in a carton. 
Shipping weight 36 Ibs. per doz. 


IF POT IS DESIRED INSTEAD OF KETTLE 
ORDER BY No. 14X5256 


Total SPECIAL to Dealer. . $9.90 Doz. 


Packed 4 Utensils and 4 Cook Books in a carton. 
Shipping weight 243, lbs. per doz. 


8-CUP PERCOLATOR 


Same as above except larger capacity. 


COMBINATION OFFER 


(8-CUP PERCOLATOR .. . $9.70 Doz. 
No. 14X5272 | coox soon...... 2 1.80 Doz. 


Total SPECIAL to Dealer . $11.50 Dox. 


Packed same as above. Ship. weight 2614 lbs. per doz. 


Utensils or Cook Books NOT Sold Separately 


BUY FROM YOUR JOBBER! 


PRICES SLIGHTLY HIGHER SOUTH AND WEST 


aU MNS GOoops 


1112 FSTOTO) FS) Bx 
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STOCK THESE FINER SOLES THAT 
STICK TIGHTER—GIVE SATISFAC- 
TION AND PAY YOU A LONG PROFIT! 


This season make your store headquarters for DAISY Blue Ribbon 
SOLES. Get in a complete stock right away and give them promi- 
nent display in the window and feature them on your counter. 
These fine soles have a very impressive tread design which, coupled 
with the attractive four color display card to which they are 
attached, give these soles tremendous sales appeal. They look 
better and they wear better—that’s why they sell so fast. Remem- 
ber, too, only Daisy Blue Ribbon Soles are made under patent 
No. 1917737, which means they stick tighter than any other sole. 


Order Blue Ribbon Soles now — start making more money on Rubber 
Soles and Heels than ever before. Check your stocks on all other 
Daisy products pictured on this page. 


Call Your Jobber or Write Us Direct 


SCHACHT RUBBER MFG. CO. 
HUNTINGTON INDIANA 











